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PROFIT ON YOUR MIND? 
how’s 82.6% for a start? 
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—_ 
Stock NOW to boost your 


SUMMER 
SALES! 


NEW! sitex FREEZE-O-TRAY 
ELECTRIC ICE CREAM FREEZER 


Completely automatic! Makes rich, 
genuine “old-fashioned” ice cream and 
other frozen desserts. New Silex 
Freeze-0-Tray revolutionizes ice cream 
making at home. 








Patented “magic motion” dasher with twin blades automatically creams 

mixture as it freezes, leaves no grainy flakes, shuts off automatically 

when ice cream is soft-frozen. Made of life-time stainless steel. 110 volt 

60 cycle AC motor, self-oiling bearings. Overall size: 24%” x 442” x 1214” 
fits any modern refrigerator. Recipe and illustrated instruction 

booklet included. Make 1 quart of delicious homemade ice 

cream, quickly, conveniently. List Price, $] i 


NEW: 
SILEX ALL-PURPOSE GLASS PERCOLATOR “TWINS” 


4 Cup Economy Size $3395 8 Cup Family Size $595 
Extra Volume with Both! 


Gracefully styled Silex Percolators are triple purpose .. . for 
better-tasting percolator coffee... for instant coffee...or as a 
useful beverage server. Cup markings on bowl for measuring convenience. 
Chrome neckband for sparkling beauty. Pyrex brand glass with aluminum 
basket and pump. Special grid included for use on high-speed electric 
ranges. Priced right! Double your volume — stock both models... the 


4-cup for coffeemaking economy ... the 8-cup for family convenience. 
Be sure to see these and other new sab 4 
Silex items, Booths 450, 452, 454, 
, Atlantic City Housewares Show. | ) lll ety 
OS LOCA NLA CE] Canada: St. Johns, P.Q. % yyy 
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You can use this feature 


Six pin tumbler construction in the new Kwik- 
set “600” line not only offers maximum secur- 
ity, but also provides greater masterkeying 
flexibility. At no additional cost. 





The Only Lock with All these Features: 






Two-way locking action 
Exclusive, adjustable strike 

All steel and brass construction 
Full %” latch bolt throw 
Feather touch knob action 
Equi-distant knob projection 
Elimination of cylinder reversing 
Unconditional guarantee 


“A Finer Lock fer Finer: Homes” 
™ a LOCKSETS 60 y 
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kwikset sales and service company ¢ anaheim, california 

















Gene Autry Lunch Kit 


Endorsed by Gene. Front carries colorful picture 
of Gene and Champ. Back and sides are litho- 
graphed like real calfskin. All-metal. With 4 
pint matching vacuum bottle. _ Retails $2.89 





Flag-o-rama Lunch Kit 


Authentic full-color flags from 60 nations. Divided 
compartments for 10 oz. wide-mouth food con- 
tainer with plastic “Roc-Lite” cup and adjustable 
“Snap-Tite” stopper. Exclusive! Retails $3.69 


YOU SELL THE BEST WITH UNIVERSAL 


Scotsman 
Outing Set 


Vacuum “= P, Landers 
Pitcher Set 3 Child’s kunch Kit 





with this fast-selling line 
of UNIVERSAL 
Child’s Lunch Kits 


The kids love ’em! They WANT what 
they want when they want it. Ideal 

for home, play, beach, or back-to-school. 
Every sale you make leads to another 

and another all year ’round. Write 
Landers, Frary & Clark, New Britain, 
Connecticut, for details on these 
“Universal” exclusives. 





All-American Lunch Kit 


Educational full-color map of U. S. 
with principal products, spots of in- 
terest. All-steel. Flame-red and grey, 
with easy-to-apply nameplate and 
Universal’s exclusive “Shur-Grip” 12 
pint vacuum bottle. Retails $2.89 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN 
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Today's discriminating buyers are not easily fooled. They shop care- 
fully, looking for the greatest value for their dollar. Those people buy Griffin 
products. When your customer is looking for quality, show him the Griffin 
line of fine builders’ hardware. He will quickly see the fine quality steel and 
excellent craftsmanship which have made Griffin a quality line for more than 
a half century. 


Griffin makes satisfied customers . . . and that means greater profit for YOU. 
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Just Among Ourselves 


Informal Editorial Comments 
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By W. A. Phair 
Wasted time and effort... 


Sometimes I feel we may be spending too much time discussing the discount 
houses—time that could more profitably be spent in improving our own selling 
efforts. 


No matter how the discount house situation finally turns out, the dealer doing 
a good, all around merchandising job will suffer the least, if at all. But before 
turning to some of the current merchandising problems facing us, I think we 
should all reflect for a moment on a very distasteful practice that seems to have 
grown up along with the discount houses. This is the practice of writing anony- 
mous letters to manufacturers and distributors. 


Writing a letter condemning or criticizing another person or activity and then 
not signing the letter is directly opposed to everything we call American. It 
is, also, a silly, useless practice. No business man in his right senses should ever 
waste time on anoymous mail. 


Why should a man refuse to sign a letter? Is it because the letter is libelous? 
Is it because the letter is untrue? Is it because it is based on rumor, not fact? 
Those are usually the reasons behind an unsigned letter. Obviously such a letter 
will not receive serious consideration. 


The anoymous letter is a special waste of time when it is written with exactly 
the same phraseology and references as a dozen other letters. When a person 
receives a series of unsigned letters, all worded exactly alike—and this has hap- 
pened recently—it is obvious what has taken place and it adds to the uselessness 
of the effort. 


Writing a letter to a source of supply, expressing your views on a business 
matter, is a perfectly legal and proper thing to do. In fact, hardware dealers 
ought to do more of it. But, at least write your letter in your own words and sign 
it. Otherwise you are wasting your time. 


The problem of establishing the definition of a discount house is an intriguing 
one. We posed the question “‘what is a discount house” here recently (HA, May 27, 
p. 7), and while we do not yet have an adequate answer, we did get some interest- 
ing comments on the subject. A dealer viewpoint that seems to us to be well taken 
is the one expressed in the letter published in this issue on page 136. 


The value of concentration. . . 


A dealer once remarked to us, ““why should I complain to a jobber? None of them 
would pay any attention to a small account like me.” His comment confused me 
for I knew that this dealer was buying probably in excess of $100,000 a year and 
that many a wholesaler would be keenly interested in the feelings of an account 
as potentially large as this. 





I asked the dealer who was his chief source of supply. He scratched his head 
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informal editorial comments 


and guessed that he had no chief source. He bought from some 20 suppliers, de- 
pending on who could make him the best proposition at any given time; otherwise 
it was a matter of who got to the Want Book first. 


It was then obvious why he felt he was not important to any wholesaler. He 
wasn’t. He scattered his influence over too many suppliers. 





Suppose this dealer had concentrated his buying, as we have recommended many 
times, on, say, four or five wholesalers, who could have taken care of practically 
everything he might need. If he had done this, he would certainly have been an 
important account to these suppliers and any complaint he might have registered 
would have been carefully weighed. 





It is human nature to be especially considerate of your better customers. Every 
dealer knows how he goes out of his way to protect his bigger customers. Whole- 
salers behave in a similar manner and so do manufacturers. As a group, hardware 
dealers possess tremendous buying influence—some $214 billion a year—but the 
individual dealer is inclined to lose his advantage by spreading his purchases over 
too many sources. He could do himself and his cause much good if he would con- 
centrate his purchases among fewer sources. 


What’s under the shelf .. .? 


While retail sales have generally been holding up surprisingly well—in fact the 
first four months are ahead of last year—wholesale sales in the past few months 
have shown a downward trend. 


This easing in wholesale volume suggests that dealers are slowing up in their 
buying. This increased caution in buying is certainly understandable, but it can 
be carried too far. 


When circumstances warrant paying more attention to the use of a store’s 
capital, the easiest step to take is to cut down on buying and in advertising. 
These may be easy steps to take, but they are not the wisest steps to take. 


a lee eee OF keel 


It would be far more advantageous to the average dealer if, instead, he would 
make a real effort to get rid of all his slow moving items and replace them with 
fast sells that could produce the turnover that means profits. 


A great many stores today measure the adequacy of their stock on an overall 
dollar basis; so much annual sales volume should have so much stock for a given 
turnover rate. This method of figuring is just another short cut to bankruptcy. 


In many cases a store will be getting the bulk of their profits from a few good 
departments that produce four or five turnovers a year, while other departments bite 
may be actually losing money for them with perhaps one turnover a year. 


Now is a good time to take a good long look at the soiled, damaged, ancient 
stock that usually ends up under the shelf, and getting it out of the store. 


Cutting down on buying isn’t going to correct a low turnover problem. Instead 
it will most likely make it worse by increasing the likelihood of outs on the 





popular items that produce profitable turnover. k 

It takes a real effort to do a good house cleaning job on shelf warmers. But a 
dig them out, mark them down and at least get back your investment, or part of it, 
to add to your working capital. Use this money for faster selling items to replace —- 
the slow movers and you’ll end up with a better profit picture, without increasing hoes; 
your working capital. edge o 
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No. 7204 
(Latch set — No. 720) 
















Here is a line of sliding door hardware that you @ Adaptable to any type of sliding door, includ- 


can sell with complete confidence. It’s ing cabinets, storage compartments, ete. 
LOCKWOOD . .. a name that stands for de- @ Chrome finish inside, brass outside for bath- 
pendability. room doors; brass finish both sides for bed- 


als , room and other doors 
LOCKWOOD sliding door hardware is made to 


the same quality and performance standardsas @ Latching device also serves as pull 
LOCKWOOD cylindrical locks. It will provide @ Ingenious design of catch eliminates bounce- 
you with new opportunities to cash in on the Do- back 


It-Yourself and home modernization markets. © Adie cin enemies cer ont 


@ Complete line of locksets and latch sets... tional changes of doors 
each set available for metal or wood doors ' 
1%” or 1%” thick @ Cup escutcheons available as pulls (No. 700) 








LOCKWOOD HARDWARE MANUFACTURING CO. 
Fitchburg, Massachusetts 





Simple, fool-proof installation wit 


pe: 


SPEEDRIL makes light work of hard labor... assures accuracy. Assemble outside cup with cam Assemble inside cup with 
After boring two holes with SPEEDRIL and preparing shallow mortise engaging tailpiece of latch. machine screws. 

(same as for LOCKWOOD cylindrical locks), insert latch in hole in 

edge of door and attach with screws. 









ashing ton 


NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Washington Fair Trade Fight 
Running Into New Obstacles 


Forces fighting to win a fair trade law for Wash- 
ington, already faced with the tough task of beating 
the congressional adjournment clock, have had two 
more major obstacles thrown in their paths: 

1. Sen. Wayne Morse, Ind., Ore., appointed to the 
Senate District Subcommittee considering the bill, is 
an outspoken opponent of fair trade. 

2. The Justice Department—in an opinion scored 
as inaccurate by fair trade backers—attacks retail 
price maintenance as legislation which impairs com- 
petition and which can be used to hide price-fixing 
agreements. The opinion was based on the erroneous 
assumption that the law would permit price mainte- 
nance between manufacturers, backers say. 

In addition, the Federal Trade Commission, ap- 
parently beginning to relax its attitude toward fair 
trade contracts, was brought up sharply by a request 
from Sen. Morse for an opinion on the pending bill. 
The FTC’s decision could materially affect the bill’s 
future. 

OUTLOOK—Fair trade proponents now 


realize that strenuous effort by all business is’ 


needed to bring fair trade to the nation’s 

» Capital and stop discounters from using 
Washington as a mail order headquarters for 
states having fair trade laws. 


Regulation on Floor Stock Tax 
Refunds Will Speed Payments 


Hardware dealers and wholesalers should seek ex- 
cise tax refunds on stocks on hand on April 1, when 
the tax was cut, without delay. 

Manufacturers and importers have only until July 
30 to refund to their wholesale and retail distributors 
and file claims for repayment with the Internal 
Revenue Service. 

Refunds are due on electric light bulbs and tubes, 
refrigerators, freezer units, and electric, gas, and oil 
appliances. 


10 


While the IRS regulation spells out how a manufac- 
turer files for refunds, it is not issuing any special 
forms for distributors to use in claiming refunds. 
Manufacturers’ claims for refunds must show the 
model number and quantity of each model held as floor 
stock. 

The official regulations governing refunds give the 
dealer the option of taking refunds in cash, mer- 
chandise, or credit. But credit may be accepted only 
up to the amount of the dealer’s current bill with the 
supplier. The overage must be in cash or merchandise. 


OUTLOOK—Hardware dealers have one 

factor favoring prompt refund payments to 

4 them. That is the requirement that suppliers 

have proof that a refund was made, before 
filing their own claim with the IRS. 


Prospects for Early Price, 
Wage, Credit Controls Dim 


While businessmen, in the weeks ahead, will have 
a clearer understanding of Administration thinking 
on price, wage, and credit controls, the prospect of 
early curbs has dropped almost to zero. 

The relaxation of the urgency was caused by Pres- 
ident Eisenhower’s assurance that the U. S. would not 
be drawn alone into the Indo-China war. 

However, mobilization planners, who have spent the 
last year drafting flexible control regulations, are 
now meeting with retail groups and associations to 
discuss the general problems of business if controls 
have to be imposed in the future. 

Some details of the program are being unveiled in 
order to get business’ suggestions on the form and 
shape controls should take. Ideas put forth at the 
meetings will be studied for several weeks by staff 
experts before officials take any action on them. 

OUTLOOK—While the stabilization agency 
head, an opponent of curbs, will push for con- 

e trols only as a last resort, he believes that any 

controls must be tough if they are to work. 
(Continued on page 98) 
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LATEST 


Ice Cream Freezer 
Freeze-O-Tray electric ice cream 
freezer makes one full quart of ice 
cream in an hour. Its “magic mo- 
tion” agitator with twin blades 
automatically stirs the ice cream as 
it freezes, leaves no grainy ice 
flakes, and shuts off automatically 





soft-frozen. 


cream is 
Made of stainless steel with alumi- 


when _ ice 


num motor housing, freezer has 
110 volt, 60 cycle AC motor and 
self-oiling bearings. Size is 2%x 
44%4x12'% in. Illustrated instruc- 
tions and recipes are included. Re- 
tails at $18.95. Silex Co. 


For more data circle No. 1 on postcard, p. 107 


Egg Boiler Tongs 


Added to the Holzit line, these 
egg boiler tongs are a device for 
boiling eggs without danger of 
finger burns and broken eggs. Han- 
dle is heat resistant even after 
tongs have been in boiling water 
for 15 minutes. Eggs are inserted 
into egg-shaped holders on tongs 
and placed in water for cooking. 


12 


INFORMATION ON NEW PRODUCTS AND SERVICES| 





Tongs are attached to self-display 
cards and retail at $1.29. Robert 
H. Clark Co. 


For more data circle No. 2 on postcard, p. 107 


Two-Way Wood Bit 


Less inventory is needed with 
this new two-way “Hex” shank 
wood bit with screw point that can 
be used in both bit braces and 4, 
5/16, 3% and % in. electric drills. 
Bit comes equipped with a conven- 
tional taper square shank for use 
in bit brace chucks; when cut off at 
top section of the ‘Hex’ shank, bit 
can be used with either bit braces 


Use in Bit Brace with Taper 
Square Shank. 


««« CUT HERE—use with both 
Electric Drill and Bit Brace. 


Sectional view through 

round shank shows 
Irwin's 6 special “Hex"' flats 
for 2-way use in both Electric 
Drill and Bit Brace Chucks. 













or electric drills. Bits are avail- 
able in sizes from 4/16 to 17/16 in. 
Irwin Auger Bit Co. 


For more data circle No. 3 on postcard, p. 107 


Coaster, Snack Trays 


These plastic coaster and snack 
trays hold a large glass in the 
coaster section, and olives, peanuts, 
candy, etc., in the snack section. 





Set of four trays comes in cello- 
phane bag, one of each color in red, 
yellow, blue and green. Measuring 
534x334 in., tray retails for 49¢. 
Federal Tool Corp. 


For more data circle No. 4 on postcard, p. 107 


Loose-Pin Hinges 

Here are three new reversible 
loose-pin hinges for overlapping 
cabinet doors. No horizontal stile 
is required for application of the 
No. 337 hinge (illustrated) and no 
vertical stile for the No. 339. Model 
No. 338 is for doors hung back-to- 
back on the same partition. All 
hinges are made of steel and fin- 
ished in bright zinc, bright brass, 
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Want more information on these 
products? Then use free post 
card on Page 107. 


in hardware merchandise... 





satin bronze or prime coat for 
painting. One pair of hinges is 
packaged in an envelope complete 
with screws and installation details. 
Stanley Works. 


For more data circle No. 5 on postcard, p. 107 


Aluminum Pans 

Four new Wear-Ever items in- 
clude a 6-qt. covered sauce pot, a 
four-cup egg poacher made with an 
8-in. fry pan, and a 9-in. covered 
fry pan, all with copper-colored 
Alumilite finish covers. Fourth item 
is an open roasting pan (illus- 


ty 
* 


ee 















trated) which measures 18%x 
1214x3 in. It is made of extra thick 
and durable aluminum and fits any 
standard range. Aluminum Cook- 
ing Utensil Co., Ine. 


For more data circle No. 6 on postcard, p. 107 


Sectional Pan 

This 5-in-1 Divido Pan has a 
three-sectioned bottom half and a 
cover which serves as a fryer or 
grill. Each half of the unit is one- 





piece cast aluminum, without bolts, 
hinges or welding parts. Pan mea- 
sures 1214x8 in. and has a detach- 
able handle. Peerless Products Co. 


For more data circle No. 7 on postcard, p. 107 


Grass Control Strips 
Car-Mac grass control strips are 
galvanized and bonderized corru- 
gated steel strips which stop grass 
and weeds from spreading to grass- 
free areas, yet are low enough to 
pass under mower. Each strip is 
4 in. wide and 25 in. long. Two- 
tone painted finish is green on one 
side, earth color on the other. 
Strips can be easily locked together 
without tools into long lengths. 


(Continued on page 104) 


TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
2ALES Rare 









Coffeemaker Display 


Here are two new full color counter 
displays for Flavo-matic automatic 
perks and the Deep Fryer-Roaster- 
Server. Displays are shipped flat 
and can be set up quickly, taking 
up about. 18 in. sq. of counter space. 
Flavo-matic display unit features 
both 2 ta 5 cup and 6 to 8 cup mod- 
els, showing the smaller perk in 
action pouring a cup of coffee. Full 





color illustrations on the Fryer dis- 
play show eight uses for this prod- 
uct. West Bend Aluminum Co. 


For more data circle No. 8 on postcard, p. 107 


Doorbell Display 


Bells, buzzers, push buttons and 
transformers are included in this 


Hardware Dealer’s Assortment. 
Display is made of heavy-duty 
cardboard, lithographed in three 


(Continued on page 120) 
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HARDWARE 
STORE 
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(Seasonally 
adjusted) 





sooo (in. millions) 


Source: U, S&S Dept. of Commerce 











Hardware Retailers 
Enjoy Higher Sales; 
12-Month Trade Up 3% 


The hardware dealer has been 
whistling a happier tune these 
days as the long-awaited warm 
weather finally brought about the 
inevitable spring rush to his store 
for the hundreds of gardening and 
other home improvement items. 

After all, it takes more than 
a slight business recession to re- 
verse the basis urge of home own- 
ers to dig in the soil and other- 
wise brighten their habitations. 

The latest estimates on retail 
hardware sales, for the month of 
April, show the average hardware 
dealer did more business in that 
month than he did in any of the 
first four months of this year, or 
last. 

At an estimated $220 million, 
retail hardware store sales were 
$25 million higher than they were 
in the previous month. 

After adjustment for seasonal 
variations, April sales were 
slightly ahead of March sales and 
April 1953 sales. 

Total unadjusted retail hard- 
ware store sales for the 12-month 
period ending in April were 3.1 
pet higher than in the previous 
12-month period. 
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> Trade Enjoys Spring Tonic 


> Sears’ Sales Off in May 


>» Trade Groups Urge More '‘Fix-up' 


Opposition to ‘Discounters’ Increases 


Wholesalers, Manufacturers Step Up Efforts 
To Curb Price-Cutting Activities of Retail Outlets 


The struggle of discount houses versus conventional retailers became 
more intense in the past several weeks, with most of the effort of both 
forces concentrated on legal maneuvering. 

While the discount houses continue to enjoy boom business, there are 
on the horizon for the first time, signs of the effectiveness of opposition. 

For the first time, discount houses are being put on the defensive and 
are being forced to fight back. Heretofore, their progress has been un- 
blocked by anything approaching effective opposition. 





5 Midwest Wholesalers 
Act on Discount Selling 


A pledge to avoid selling mer- 
chandise to any individuals other 
than retail dealers who resell at 
fair prices to the buying public, 
was made recently by six large 
Missouri River Valley hardware 
wholesalers. 

The public pledge of the six dis- 
tributing firms included the state- 
ment that they will exert every 
effort to confine their sales on in- 
dustrial accounts to only those 
products which they feel sure will be 
used in the operation of the plant 
or in production processes. 

These statements were con- 

(Continued on page 137) 


Significant of the growing 
strength of the opposition has 
been the formation of a discount 
house association to enable the 
price-cutters to fight back. 

None of this, however, has had 
any significant effect on discount 
house sales. Nor, on the number 
of retail outlets that have been 
lured into this attractive field of 
price-cutting operations. 

Observers stress, however, that 
the growing pressure is now com- 
ing from many sides, while previ- 
ously it was only from retailers. 

For example, several hardware 
manufacturers in recent weeks 
have taken bold positions on price 
cutting on their products. 

The Westinghouse Electric Ap- 

(Continued on page 134) 
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Higher Turnover 


and Profits 


Lower Iny estinent 








on ‘Tool Inventory 


A Modern. Kve-Catching 


Design that Creates 


Extra Impulse Sales 


‘ 4 , 
4 Leu ROTO means PROfessional TOols 10 | ’ 4 S ¢ rs 
ee a. — SCaver or space 
| nd ; 


and Clerks’ Time 
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Ss 
; became 
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position. Today, when low inventory 
sive and and high turnover are important, 
been un- you’re sure to want the improved SD4. 
_ Rotomat Toolmart. This sparkling, ultra-modern 
in ta merchandiser effectively displays and SELLS 174. fast- 
discount moving types and sizes of tools—all in great demand. Bright 
able the colors, a flashing light, full rotation, tool outlines, and marking 
fc. {7 of prices, numbers and sizes are proved sales-building features. 
has had ‘ eo Why not become a “Tool Headquarters” and increase your sales 
porn by securing a counter-type SD4 Rotomat or floor-type SD4S 
we heal from your wholesaler? Write for details to 
al « PLOMB TOOL COMPANY 2227P Santa Fe Ave., Los Angeles 54, Calif. 
ver, that 
iow com- 4 
le previ- >» A 
‘etailers. 
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Now they’re 


cooking with gas... 
with this exciting new camp stove! 
























Lights 
instantly 
without 
pumping 
: or priming 


MODEL 
TX-825 
PROPANE GAS STOVE 





~JX 




















PORTA-CHEF 


Uses clean, safe, convenient propane gas 
from self-sealing, disposable cylinders. 


SRP Neste. 
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FASTER! Just turn a valve and light a match, and 
the new BERNZ-O-MATIC PORTA-CHEF 
lights instantly. 

You don’t pump it. You don’t prime it. You 
don’t even have to hunt around for white gas, or 
any other liquid fuel that can spill and catch fire. 
And propane gas gives cooking heat up to 700” 
higher than ordinary liquid fuels! 


SAFER! Because there’s no liquid fuel to lug, 
plug, fill or spill, this propane gas stove is tops in 
safety. The gas comes in disposable cylinders. 
Each cylinder is automatically self-sealing when 
stove is not in use—and you have to disconnect 
the self-sealing cylinders when you pack up the 
PORTA-CHEF, so there’s no danger of acciden- 


tally turning on a valve and letting the gas escape. 


CLEANER! The PORTA-CHEF cooks without 
smoke, and leaves no sooty smudge on the under- 
side of pots and pans! Also, propane gas flames 
give no objectionable odor or fumes. 


LIGHTWEIGHT! Simple to carry, the PORTA- 
CHEF is about the size of a small suitcase. It’s 
completely self-contained and it weighs about as 
little as a peck of potatoes! 16 sweet little 
pounds of compact little camp stove! You won’t 
have any trouble selling this prize package! 


PRICED TO SELL: $18.95 


Lowest priced portable propane stove of its kind 





ever to reach the market! 
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SELL THIS ACCESSORY! 
To raise the PORTA-CHEF to a 
convenient waist-high cooking 
position, the PORTA-STAND 
provides stable support, is attrac- 
tively designed for offices, cot- 
tages, workshops, etc. 

Folds to 24” x 24” x 3” with 


convenient carrying handle. An 


extra profit builder for 56 95 


=o 
ee 


you, retailing at ..... 


MODEL TX- 830 


Torch Provides ADDITIONAL SALES 
















Name 
Firm 


Street 










DISPOSABLE CYLINDERS 
MEAN REPEAT SALES— 
AND EXTRA PROFITS 
Each disposable Master Bernz-O- 
Matic Propane Gas Cylinder gives 
up to a full week of cooking. 
When empty it is thrown away, 
and your customer returns to you 
for a new cylinder. Retailing at 
$1.95 each, cylinders for PORTA- 
CHEF are a valuable replacement 
item for you to stock! 


This same disposable cylinder is 
interchangeable with the famous 
Bernz-O-Matic Master Torch. 
TX-10 
Bernz-O-Matic 
Master Torch 


* RETAILS FOR 56-95 COMPLETE 


Both are ideal tools for sportsmen. 


ian ener Eka aEEPER EEE —---------+ 


OTTO BERNZ CO., INC. 
280 Lyell Ave., Rochester, New York 


Please send me full information on the BERNZ-O- 
MATIC PORTA-CHEF. 














For want of a screw... a customer lost 


Today’s lower inventories require service—quick ser- 
vice! Domestic manufacturers are ready for new service 
demands because know-how and service have built 
American industry. 


You profit from both these “home products” when you 
order from Southern. Here Wood Screw packages alone 
fill nearly two miles of 24-inch shelves, with plenty of 
room for quick loading from shelf to truck—sometimes 
in as few as five minutes. 


Wood Screws—Phillips or Slotted, Flat, Round, Oval, 
in steel, brass, silicon bronze, aluminum and stainless 
steel .. . the only line you need to stock! 


Slotted Steel Stove Bolts—Round and Flat. 


Write us your requirements. Samples and 
catalogue free upon request. Box 1360-G. 


Factory Warehouses: 


4100 Dell Avenue 

North Bergen, N. J. 

Union 5-0985 

New York, LOngacre 4-4497 
TWX: Union City, N.J. 3555 


325 West Ohio Street, 

Chicago 10, Hl., 

SUperior 7-6531, 7-6532 

Fororhialeaws SCREW COMPANY 
2640 East Washingt Bivd., 

Los owe te 23. Calif, STATESVILLE e NORTH CAROLINA 
Logan 5-6157 

TWX: LA 723 


2131 Farrington Street, WOOD SCREWS and STOVE BOLTS 


Dallas, Texas, RA 6-950 


TWX: DL 790 


18 


Sold Through Leading Wholesale Distributors 
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RUGGED & i 


SLAYMAKER 
Coourlll SOLID BRASS PADLOCKS 


i Standard ‘ my. 
- me eo a 





SLAYMAKER 
MERCHANDISER 
SMI] 





SM 17 
SIZE 12” x 





16” 





ADD UP THESE PLUSES! 
” A colorful point-of-sale display with a built-in AND YOU MAKE 82.6% PROFIT! 


dispenser for 18 padlocks—a miniature stock- 


f i You get the self-dispenser and 24 locks—four of them free 
room tor wall or counter! 


—for just $9.70. Retail value is $17.72, giving you an initial 


% Rustless solid cast brass padlocks with rustless profit of $8.02... 82.6%! Notice, we said “initial” profit. 
chrome finish shackles. That figure will double and triple as you refill the dispenser. 


> Dealer gets four padlocks free. 





% Tremendous dealer profit margin. 


= Only nationally advertised line of solid brass SAFETY SIX ASSORTMENT 


Your first order stacks up this way: 24 padlocks—four 

padlocks ” the market from 4Sc fo $ I. 10. each of fast-moving numbers 55, 75, 95, 68, 78 and 

7 Slaymaker exclusive ‘Super-Tumbler”’ mecha- 88—all smartly packed in attractive red, white, blue 
° ° ° and yellow boxes. These are the only nationally adver- 

nism for maximum security. tised solid cast brass padlocks on the market at the 

“ ° oe ° price. And remember, four 68's are included free! 
Consistent consumer advertising in the pages Weight per assortment 11 Ib. The Locks are packed 


of THE SATURDAY EVENING POST. one assortment to a carton. 
a Striking new packaging. 











OLTS Ask your jobber salesman about this new selling idea—if he doesn’t tell you first! 
SLAYMAKER LOCK COMPANY 


SINCE 1888 LANCASTER, PA., U.S.A. 
World’s most complete line of padlocks 
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It packs terrific eye appeal. 
The rich blue and the bright 
yellow color combination is 


tops in stopper value. 


Three each of the Safety Six 


are stored in the dispenser. 
These holes help you keep 
track of stock, remind you 
when to refill or reorder. 


A data page is pasted right on 
the back, with full information 
on the locks ...sizes, weights 
and key blank numbers. 


ut) 


AVG 


It’s a self-dispenser, puts your 
stock right on the counter or 
wall. As you take a lock from 
the dispenser, the box above 
drops down, ready for the 


next sale. 


SMI7 is compact. All necessary 
fixtures are supplied for 
hanging or standing display. 
Locks are attached to the 
front of the display by pilfer- 
proof hangers. 


It’s the latest in merchandising 
techniques. Your profit, high 
on the first order, will climb 
higher each time you refill the 
self dispenser. 














Here’s 2 fresh, first-time merchandising plan! 


wee Ji, ITS BIG 


The Saturday Evening 


| Oo MIT'S DIFFERENT 
IT PACKS A WALLOP 


And the whole idea behind it is profit- 











your profit! 








PADLOCK No. 55 


Solid cast brass. Polished finish. 
For standard security. Size across 
case, 154’. Double-ward mecha- 
nism. Tough, rustless steel shackle 
—chrome finish. Two coined keys. 
Packed in individual boxes. One 
dozen to display carton. Weight 
1¥% Ib. doz. Key blank K254. 
Price per doz. $3.60. 


PADLOCK No. 68 


“Super-Tumbler”’ mechanism ‘icks 
the old bogey of interchanges. 
Padlock is solid cast brass with 
polished finish. Size across case 
14%’. Tough, rustless steel shackle 
—chrome finish. Two coined keys, 
Packed in individual boxes. ¥ 
doz. in display carton. Weight 
2% |b. doz. Key blank K224. 
Price per doz. $6.25. 








PADLOCK No. 75 


A larger version of the 55. Solid 
cast brass. Size across case 17%@’’. 
Double-ward mechanism. Tough, 
rustless steel shackle—chrome 
finish. Two coined keys. Packed in 
individual boxes. One dozen to 
display carton. Weight 3 Ib. doz. 
Key blank K253. 
Price per doz. $4.40. 





PADLOCK No. 78 


“Super-Tumbler” mechanism for 
super-security. Solid cast brass, 
polished finish. Size across case 
1%’. Tough, rustless steel shackle 
—chrome finish. Two coined keys. 
Packed in individual boxes. 4 doz. 
in display carton. Weight 4 Ib. per 
doz. Key blanks K230 and K230B. 
Price per doz. $7.10. 





PADLOCK No. 88 


Here’s the biggest, finest padlock 
of all ‘Super-Tumbler” mechanism 
permits 960 key changes! Soli¢ 
cast brass, polished finish. Size 
across case 1!54_”. Tough, rust- 
less steel shackle—chrome finish 
Two coined keys. Packed in indi 
vidual boxes. % doz. to display 
carton. Weight 6 Ib. doz. Key blanks 
K230 and K230B. 
Price per doz: $8.80. 








PADLOCK No. 95 


Big brother of the 55 and 75. Size 
across case, 154”’. Solid cast brass, 
polished finish. Tough, rustless 
steel shackle—chrome finish. Two 
coined keys. Packed in individual 
boxes. % doz. to display carton. 
Weight 4 Ib. doz. Key blank K253. 
Price per doz. $5.20. 
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IMPORTANT. 


Your refill stock comes 
individually boxed for fast 
turnover—packed by the 
dozen or half-dozen in this 


eye-catching display car‘on 


Keep a 


supply of key blanks 


on hand. Write us for 


the numbers you need. 


Sample assortment of 


key blanks 
free 


furnished 
on request. 
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A production-run 250- 
foot coil of 1/2” Triangle 
Flexible Plastic Pipe 
being tested at twice 
rated working pressure. 


Light, tough, corrosion-resistant Triangle Plastic 
Pipe must pass a number of exacting tests before it is shipped. 
In the above illustration, the pipe is being subjected to ex- 
tremely high air pressure. If the pipe can withstand these high 
pressures, you can be sure it will take the more normal pres- 
sure of actual service. 

Samples of Triangle Flexible Pipe are also tested under 
water pressure before being certified by Triangle inspectors. 
In addition, Triangle Plastic Pipe must meet other tough tests— 
impact, chemical resistivity and aging. At Triangle—“It MUST 
Be Right! Such a production code is your guarantee of the best. 








RKET! 
Home owners, farmers, ranchers and many others are en- 
thusiastic over Triangle Plastic Pipe. Many uses: watering 
lines for poultry and livestock, feed lines, distribution lines, 
well piping, sprinkling systems, water service to the hause. 
Triangle Plastic Pipe is light and flexible, won't rot, rust or 


tae PLASTIC PIPE DIVISION 
corrode. Made of virgin polyethylene—absolutely pure. 


aaa TRIANGLE CONDUIT & CABLE CO., INC. 


Bc k& 
yp BS — NEW BRUNSWICK, N. J. 


The Trade Mark ; a 
of TOP Quality Manufacturers of Arteries for Electricity, Liquids and Gases 
CABLE + CONDUIT -+- PLASTIC PIPE - BRASS AND COPPER TUBE 


TRIANGLE—The Pipe you can trust! 






WIRE - 


Sponsors of the famous Triangle Invitation Round Robin Tournament for professional 
women golfers. Held this year, June 3-6, at the Homestead, Virginia Hot Springs. 
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Sell ’em these Jars for Preserving Peace in the Family! 


.»- these 4 Handy Jar Assortments 
of AMERICAN Screws and Bolts 





NO. 1 STOVE BOLT 
ASSORTMENT IN GLASS JARS 
Packed ope to a carton 
100 Pcs. 


10 Pcs. each of 10 Sizes 
Flat Heads Round Heads 
YXVe—1xXHe UxKNe—Hx%X Ns 
UxX%"%—1K% Ix%e— "ux 
1x%—lhxh 





NO. 4 HOUSEHOLD 
STOVE BOLT ASSORTMENT 
in Glass Jars. 80 Pcs.. 6 
Sizes, All Round Head 
and Cadmium Plated 
20— “wxXV%e 1LO— ”HAxM 
1IS— Ix¥% 10— I1xh% 
15—1%x¥% 10—1%«% 








98 SELECTED CADMIUM 
PLATED WOOD SCREWS 


Flat Head Round Head 
14— %"xNo.8 14—%"x No.5 
14— 1”x No.8 
14— 1%" x No. 8 Oval Head 
14— I” xNo.18 14—%"x No.6 


14— 1%" x No. 10 
24 








SELECTED PAN HEAD TYPE ‘‘A”’ 
SHEET METAL SCREWS 
Cadmium Plated 
30—%"xNo.6 30—%"x No.8 
30—%"xNo.6 15—%" x No. 10 
30—%"xNo.7? 15— 1” x No. 10 


There’s no vacation for Dad in the ‘*‘ Do-it-yourself” 
Department! Something always needs fixing... and 
needs it right now. That’s why Dads by the million go 
for this complete American “‘jar bar’’ that keeps them 
supplied with plenty of the most popular sizes of 
Wood Screws, Sheet Metal Screws and Stove Bolts, 
ready at hand whenever he wants them. 


Yes, these American Jar Assortments have boomed 
into big business all the way across the country . . . 
and have become today’s top success in fastener 
merchandising. Stock each of these four assortments 
(which come packed in 12-jar re-shipper cartons). 
Then — watch ’em move! 








AMERICAN 
SCREW 


COMPANY 
WILLIMANTIC, CONNECTICUT 
Main Office & Plant 

Willimantic, Conn. - 
Office & Plant, Norristown, Po. 
Office & Warehouse, Chicago, lil. 
Office, Detroit, Michigan 


Duy 
Cit 
(aa 
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No. 218 Door and Drawer Pull 





There’s a real helper 


in the modern kitchen 


The practical home-maker appreciates 
the time-saving, step-saving conven- 
iences offered in today’s modern 
kitchen styling. 


This new era, which has eliminated 
much of the drudgery of housework 
through new efficient household 
appliances, has created the need for 
well-planned kitchen interiors. 


The beautiful, lustrous cabinet hard- 
ware here illustrated adds to the 
over-all beauty of the domestic scene. 
Smooth, functional performance is 


also assured. 
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No. 142 Flush Pull 


















































J 


No. 460 No. 460A%4 No. 460Z%4 
Semi-Concealed Hinges 





No. 141 Flush Sash Lift 


WITA MANUFACTURING COMPANY ‘ving 
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(\) AT THERMOMETER 

| HEADQUARTERS—THE 
CHANEY BOOTH, 1417 
HOUSEWARES EXHIBIT, 
ATLANTIC CITY, 

JULY 12-16... 








THE MOST COMPLETE, 
MOST ACCURATE 
LINE OF HOUSEHOLD 
THERMOMETERS 

EVER OFFERED ... 











ABOUT THE NEW KIND} 
OF THERMOMETER 
ADVERTISING * FULL- 
PAGE, FULL-COLOR » 
CONCENTRATED IN 
[dad AT THE PEAK OF 
YOUR SELLING SEASON! 

















INSTRUMENTS 
Kitchen-Qid for cooking « Tru-Temp for weather 
THE CHANEY MANUFACTURING CO., INC. ¢ SPRINGFIELD, O. 
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Order from your 





good 
business 


NATIONAL 
SILENT 
SALESMAN 


_to work for you 


Takes only 11/2 square feet of floor space .. 


You'll catch shoppers’ eyes and their 
dollars with this attractive self-service 
merchandiser. Display it and your normal 
store traffic will move the line fast, because 
there’s a hundred and one uses in and 
around the house for National products. 

What’s more, you'll find a big, ready- 
made ‘‘do-it-yourself’’ market for all 
National’s products. They’re colorfully 
packaged, completely machined, and all 
fastenings are included—ready for simple, 
speedy installation. 








jobber today 


or mail coupon 
for additional 
details! 


NATIONAL METAL 
PRODUCTS COMPANY 


lll 


1001 Ridge Avenue __— Pittsburgh 33, Pa. 
P.O. Box 9965 
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Eh Watioual METAL a 
| WEATHER STRIP | 


Rice Pus Bow i 











Thresholds * Door Sweeps °* Linoleum 
Binding and Edging * Molding * Packaged 
Weatherstripping ° Stair Nosing 

e . 
Here’s hw YOU PROFIT with the 


National “Silent Salesman” 


Completely-stocked display 
costs you 


Total sale price of merchandise 


YOUR PROFIT 





Also available with less merchandise at less cost. 


4 


v 
/ . t Be a 
([] Please send catalog and price list. ze 
\ WEATHERS TRIP 
' [J Advise name of my nearest jobber. Research 
! INSTITUTE 
\ 
' Name__ [ = a 
I 
! 
' Address_ 
! 
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REYNOLDS A ietime 
aluminum nails 


mer Tomes 


MORE PER PouNr 














company! 
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Reynolds /ifetime Aluminum 
48-inch Wide Corrugated 
and 8-V Crimp 








The biggest roofing and siding bar- 
gdin ever—rustproof, heat-reflective 
Reynolds Lifetime Aluminum in 48” 
sheets! 50% fewer sheets to handle 
—50% less metal taken up at side 
laps! Gives a tighter, better-looking 
job and saves on labor and material. 





Easiest of all insulations 
to put up—and lowest 


hot, H cost for high efficiency. 
Reynolds /ifetime Aluminum J (19 en eee 


Gutters and Downspouts radiant heat, perfect 

vapor barrier. Clean, 
embossed foil on tough 
kraft paper, In 25”, 33” 
and 36” widths—250 
sq. ft. in each roll. 

















Rustproof flashing that works easi- 
est, looks best, costs less! 50’ rolls 
in Display Carton—also Display Car- 
tons of ten 18” x 48” flat sheets. 

















Growing Money Maker 
Reynolds Do-it-Yourself * Aluminum 


Best buy in rustproof gutters—beau- 


Set up this self-selling display rack tiful, non-staining, slip-joint connec- 
of special aluminum that can be tors, no soldering. Ogee and Half- 
sawed, planed, drilled with ordinary Round, smooth or stippled. Effective 
woodworking tools. Already a sensa- sample-section display available. 





tional success—backed by powerful 
av -_ national magazine advertising. 


* Reg. U.S. Pat. Off. See Mr. Peepers, ho Customers do! 


REYNOLDS 98 ALUMINUM 


BUILDING PRODUCTS 
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..:all of them 


—ready for fast delivery on time! 









ooeenesesnentescmnecnmneesy 
. If it’s a cap screw, CleCap makes it. What- experience that their friends at CleCap 
lation ever head style or size you need for your _— gladly knock themselves out to get them 
trade, whether ferrous or non-ferrous. | what they want when they want it. 
You can get CleCap ww fasteners; = ‘That can be pretty important to you. Who 
SS pays when late deliveries get you “in 
We’re The cap screw specialists—that’s Dutch” with your customers? ... No fool- 
why thousands of our customers stick to ing—it pays you to order your require- 
CleCap year after year. They can’t beat ments from CleCap. You'll like the serv- 
the quality—and they know by happy ice you get. 
ulations a Cah aaa 
lowest 
iciency. i 
5% ot CLEVELAND ‘ FASTENERS 
Clean, 
n tough Ferrous and Non-Ferrous 
$s”, 33” 
s—250 Head Cap Screws—Bright and High  Frillister Head: 4” to 114” dia. 
- ‘bon ses Evetaed See ant Spices Set Serews—Square Head: 4” to 1%" dia. 
+ me, Steel: 4" to 2%" dia. Milled Studs: 14” to 114” dia. 


\ 
\ 








Y%," to 1%" 
Bolts 















The Cleveland Cap Screw Company 


ners do! 
2930 East 79th Street * Cleveland 4, Ohio * VUIcan 3-3700 TWX CV42 
Warehouses: Chicago « Philadelphia » New York * Providence + Los Angeles 
bs 
Originators of the Kaufman QS” process 
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SELLS!... 





Can quality products be sold today without “throwing in the kitchen sink”? 
They certainly can! Fairbanks-Morse dealers who sell our water systems, 
heaters and softeners do it every day! 


Buyers’ thinking is changing. More families which need a water system, 
heater or softener now think of buying in terms of long service. Only 
quality products can meet their demands. 


1954 can be a BIG year for you! This is the year for you to take the 
dealership for a company which has weathered every economic change 
this country has known since 1830! Why? 


1. The days are over when anything that _ plan of helping their dealers with a strong 
merely looks good can get by. People are inquiry-producing campaign in the State 
demanding quality. Farm Papers. ' 

2. You will sell the high-quality products 5. You will be provided free, or at cost, 
that Americans have been buying for with point-of-purchase aids—booklets, 
more than 124 years. movie and TV trailers, newspaper ad 
3. You will get the backing of Fairbanks- mats, window and counter displays, etc. 
Morse’s 1954 national advertising pro- 6. You can guarantee Fairbanks-Morse 
gram which stresses the advantages of products against defects in workman- 
buying quality merchandise. The ad on ship and materials—because Fairbanks- 
the opposite page is one of the series Morse will back you. 

which will talk quality to 51 million 7. You will get prompt delivery of prod- 
readers of leading national magazines. ucts and parts because Fairbanks-Morse’s 
4. You benefit from Fairbanks-Morse’s 38 branch offices blanket the country. 











P orse & Co., 
\ Fairer gan Avenue, . 
Chicago 5» Tilinois. iui Fairbanks-Morse 
P 
cts about your 


fa ~ 
Send us morepresentative call. 


ealership- 





FAIRBANKS-MORSE 


\ 
Ff @ name worth remembering when you want the best | 
\ 





pcmcia ATO alae 
WATER SYSTEMS ¢ GENERATING SETS « MOWERS ¢ HAMMER MILLS ¢ MAGNETOS | Have y ; 


PUMPS © MOTORS © SCALES © DIESEL LOCOMOTIVES AND ENGINES 1 gicm name 
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BASE YOUR BUYING ON QUALITY 


The high quality of Fairbanks-Morse water 
systems, heaters and softeners gives you the 
years of trouble-free service and low mainte- 
nance costs you want. 


Whether you buy one or more of these 


Fairbanks-Morse products at a time, our local 
dealer will be glad to discuss their quality fea- 
tures — individually or collectively. 

Fairbanks, Morse & Co., 600 S. Michigan 
Avenue, Chicago 5, III. 


FAIRBANKS-MORSE 


a name worth remembering when you want the best 





WATER SYSTEMS *« MOWERS * MAGNETOS * PUMPS * MOTORS © SCALES * DIESEL LOCOMOTIVES and ENGINES 
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ICKWIRE SPRINGS 
for a lighter 


...0F a lighthouse 















_ 


No matter what your spring requirements may 
be—from the smallest to the largest, in any 
shape or design, we can meet your needs for 
standard or specially designed springs and 
formed wires. 


Write for free copy of our 48-page book, 
“Springs and Formed Wires.” It’s packed with 
helpful information on proper spring selection 
and application. Address your request to Sales 
and Engineering, 2 New Bond Street, 
Worcester, Mass. 






¥ 


ANA.) jv arti 





} . 


THE COLORADO FUEL AND IRON CORPORATION—Denver and Oakland 
WICKWIRE SPENCER STEEL DIVISION—Atlanta + Boston + Buffalo + Chicago 
Detroit + New Orleans - New York + Philadelphia 


WICKWIRE SPRINGS a 
AND FORMED WIRES ( 
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ONLY 


If you remember just one thing about 
Pittsburgh paint brushes, remember 
this simple fact: Pittsburgh makes only 
fine brushes! 

Take the Red Stripe line, for example. 
The quality of natural bristle that we 
used to know is not always available. 
Our world-wide contacts buy the best 
natural bristle that 7s obtainable, how- 
ever, and we use it to manufacture Red 
Stripe brushes—fine brushes that do a 
fine job! 

In the line of man-made bristles, you 
again have the best. Pittsburgh-devel- 
oped Neoceta, the first bristle in the 
world ever designed specifically for 
painting and painting alone, is available 
under the Red Stripe label in mixtures 
with hogs’ bristle, and in 100% Neo- 
ceta fills. 

What’s more, every type and size Red 
Stripe brush—from the smallest to the 
largest—is made with the same care, 
with the same fine workmanship and 
materials, and must pass the same rigid 
inspections, as famous Gold Stripe 
brushes. Pittsburgh people don’t know 
any other way to produce brushes. That's 
why we say—Pittsburgh makes only 
fine brushes! Now, don’t you think 
you ought to check your supply of 
Pittsburgh brushes? . 

For the address of the Pittsburgh 
supplier nearest you, write: PITTSBURGH 
PLATE GLASS COMPANY, Brush Div., 
Dept. A-6, 3221 Frederick Ave., Balti- 
more 29, Md. 

There’s a Pittsburgh brush for every 

home and industrial use. 


PITTSBURGH 


Kad Sti 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


BRUSHES 


BRUSHES * PAINTS * GLASS © CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 


Pittsburgh Makes 
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propellents. 








“Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 











E. I. du Pont de Nemours & Company (Inc.) 


DU PONT 


4 





NEW YORK HARDWARE STORE MANAGER REPORTS: 


WIDE VARIETY OF PRODUCTS 


“We can sell faster, satisfy more customers... 





Now Is the Season 
to Show and Sell 
Aerosols 


As the weather gets warmer, your 
sales of aerosol products should climb 
right along with the mercury. And 
they will if you give these products 
the promotion they deserve—now, 
while they’re in peak demand. 

Warm weather, of course, brings 
out the bugs. And that’s your cue to 
feature a good selection of insecti- 
cides, still the top money makers 
among aerosols. Summer continues 
the demand for household cleaners: 
rug shampoos, window cleaners, 
furniture polishes, deodorizers and 
mothproofers for winter clothing. 
Aerosol plant sprays should get a big 
push now, too. And the threat of 
summer humidity will bring a de- 
mand for easy-to-apply rust preven- 
tives in aerosols. All these buying 
motives together add up to a whop- 
ping profit potential in aerosols. 

To realize this potential, however, 
you ve got to sell hard while the sell- 
ing’s best! 


Mass Displays Get Attention, 
Win Sales 


Aerosols should get as much good 
display space as possible—in good 
traffic spots in your store, in up-front 
locations in related departments. 
Many manufacturers offer a wealth 
of sales aids to help you sell—floor 
display racks, counter cards, banners, 
streamers and the like. Use this ma- 
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terial to dress up your store and make 
your aerosol promotions more effec- 
tive. 

Make sure all your displays are 
clearly identified with signs and that 
items are plainly price-marked to 
encourage self-service shopping. 


Aerosol Buyers Almost 
Double in 3 Years 


877% 
47% 


1950 1953 


According to a recent national con- 
sumer market study, the number of 
people questioned who use all types 
of products in aerosols increased from 
47°; in 1950 to 87°; in 1953. This 
almost doubles the number of fami- 
lies who purchased products in aero- 
sols in the short period of three years. 

It isn’t hard to discover the reasons 
for this amazing growth in popular- 
ity. Certainly, one important factor 
is the frequent and hard-hitting ad- 
vertising by manufacturers, which 
has made more people aware of aero- 
sol packaging and its advantages. 
Hardware retailers can cash in on 
the growing popularity of aerosol 
products by displaying them promi- 
nently and promoting them actively. 





Why Does an Aerosol Have 
Constant Pressure? 


The pressure in an aerosol container 
is determined by the vapor pressure 
of the propellent and in some cases 
by the quantity of propellent. This 
property of ‘“‘Freon’’ propellents can 
be tailored to suit the particular prod- 
uct being dispensed. 

Vapor pressure of the ‘‘Freon”’ pro- 
pellent is the pressure at which the 
gas in the head space in the container 
condenses back to liquid form as fast 
as the liquid changes to gas. When 
this balance exists between gas and 
liquid, evaporation equals condensa- 
tion and the pressure remains con- 
stant. 

As the can is emptied, the head 
space increases and the pressure drops 
slightly. But as the pressure drops, 
more of the liquid ‘Freon’ propel- 
lent changes to gas, fills the extra 
head space and builds up the pres- 
sure again. Thus pressure in the can 
stays constant until the last bit of 
the product is dispensed, and the con- 
tents are sprayed at a constant rate. 

















“‘But— when they pull this one on you, 
clear out—FAST!!!" 
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Aerosol NEWS 





REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 


- «+ THROUGH CHEMISTRY 


**Kinetic’”? Chemicals Division, Wilmington 98, Delaware 





IN AEROSOLS SPEEDS SALES 


I’d like to see more products in aerosols!” 


‘Aerosols have really come into their 
own,” Mr. Milford Balick points out. 
Mr. Balick is manager of Kaminstein 
Bros., selling hardware, paints and 
appliances in downtown New York. 
As he puts it: “‘At first, aerosols were 
used chiefly for insecticides. Now we 
have deodorizers, light machine oil, 
mothproofing, flower sprays, rust 
preventives, paints... you can hardly 
name them all!”’ 

During busy hours, Mr. Balick’s 
mass display of Boyle-Midway’s 
“Black Flag” aerosol products really 
proves its worth. Customers browse 
around and pick up what they want. 
The display encourages self-service, 
permitting faster sales to a greater 
number of customers. 

One big reason for the growing 
popularity of aerosols, according to 
Mr. Balick, is the fact that they’re 
so easy to use. “Say, for example, 
you wanted to coat something metal 
to keep it from rusting. There was 
a time you had to buy a brush, paint 
and thinner, then do the job by hand. 
Now you just push a button. With 
the work simplified like that, more 
people will undertake these jobs. 





Quick to push related items, Mr. Balick 
introduces a garden-implements customer to 
his self-service ‘Aerosol corner.” 
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Keeping a well-stocked mass display of Boyle-Midway aerosol products in 


a high-traffic spot is an important part of Mr. Balick’s merchandising. 


That means more sales . . . and easier 
sales.” 

This same type of mass display 
can do wonders for your own aerosol 


sales. Show your aerosol products 
prominently. Point out to customers 
how many things they can buy in 
this “‘push-button”’ form. 


Big Opportunities in “Tie-In” Sales 


“As soon as I know what a customer 
is interested in, I try to think of the 
related items in aerosols I can sell 
him,” says Mr. Balick. 

“During spring and summer, for 
instance, we do a good business in 
gardening tools. So we point out to 
every purchaser of these tools that 
we carry a full line of aerosol flower 
sprays and insecticides. You can see 
why I’d like to have more products 


in aerosols. It would give me a chance 
to add an impulse ‘tie-in’ sale to 
every regular sale.” 

Use this practical method to boost 
your sales volume, too. If a customer 
seems interested in the appearance 
of his house, suggest an aerosol paint 
touch-up. He’ll be surprised to find 
out how easy the job is with a spray- 
on aerosol . . . that’s your big selling 
point! 
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Better Homes & Gardens Spring Promotion 
wakes up sales in 1,478 leading hardware stores! 


"3 & Gardens says 


WAKE UP =~: YOUR Home —<" 





Here’s how C. C. Collins & Sons, Madison, Wis., used BH&G to help them sell 


WICE each year, promotion-wise hardware dealers * Increased store traffic 
cooperate with Better Homes & Gardens in store- e Increased sales 
wide promotions. This Spring, a record number © Prestige for the store 


profited by the BH&G Promotion—‘“‘It’s Spring— 
WAKE UP YOUR HOME!” 


“Your promotion was very helpful to our dealers,’ Why not let America’s third largest man-woman 
says Walter R. Bronson, Bronson & magazine help you build sales? BH&G 
Townsend Co., New Haven, Conn. makes readers into buying customers. It 
“Nothing else like it. More of this type talks to families about subjects closest to 
promotion needed to build sales and in- their hearts—their homes and families. 
crease traffic.”’ Every article in BH&G offers ideas, in- 
spiration, for having a better home and 
family—instilling the urge to buy the 
products to help them do this—the prod- 
ucts YOU sell in YOUR store. 


e Increased promotional and merchandising aids 


’ 


“Very good sales—increased store traffic— 
increased sales of displayed merchandise,” 
says R. W. Eppstein, Diamond Speedway 
Supply Co., Tucson, Ariz. 

Start planning now to take part in BH&G’s 
BIG Fall Hardware Store Promotion. 
Write: MERCHANDISING DIVISION, 
Better Homes& Gardens, Des Moines, Iowa. 


These remarks are typical of those received 
from coast to coast. Stores know by ex- 
perience that they get important benefits 
from this and similar BH&G promotions: 





Serving 4-million families, screened for the BUY on their minds! 


Better Homes and Gardens 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
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The Makers of SPOT.CORD Present... ae 


CLOTHES TiN 
Red, white and blue display TITE-ROPE > HES I NE (.) 


cartons — each containing twelve 50-foot 
hanks — show off this favorite plastic-covered 
WIRE clothes line. It's extra strong, non-rusting 



















and easy to clean. A long-lasting line that 
makes satisfied customers. 


BEAVER > 


Eye-catching yellow and brown 


printed, single hank, cello-bags that keep 
the line sparkling clean. Two 50-foot hanks 
connected, a good size 7, solid braided cotton 
clothes line. 


PACKAGING 
THAT SELLS CLOTHES LINE 


Brighten up your shelves with these 








Samson sure sellers! 


Packed in orchid-and-yellow CROCUS > 


cartons for easy display and customer appeal! 
Two 50-foot connected hanks per carton. 
Hanks can easily be cut apart for 50-foot / 
sales. Uniform size 6 braided cotton clothes 
line. 


i's priced to meet your de. STARLINE > 


mand for a fine strong WIRE centre plastic- 
covered clothes line. It has three wires in the 
centre. It is brightly labelled and cello- 
wrapped, two 50-foot hanks connected. 






(aah a ys 
Samoeon C 0 ~ ) A G E W 8) R 4 § cod Housekeeping 


BOSTON 10, MASSACHUSETTS 
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NO SUBSTITUTE. Buyers and 


Manufacturers agree there is no substitute 

for the NATIONAL HOUSEWARES EXHIBIT. 
It is the only national meeting place for your 
industry. You will see more exhibitors and more 
products than ever before, meet with policy 
making company executives, get first hand 
knowledge of production, distribution, delivery, 


prices. All this vital business information 








awaits you at the...... 


fist NATIONAL 
HOUSEWARES EXHIBIT 
JULY 12-16 
ATLANTIC CITY AUD 





ITORIUM 
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NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION, 1140 MERCHANDISE MART, CHICAGO 54, ILLINOIS eS 
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plays, Coral Pink, 3 displays, 





MIRACLE 
TUB-CAULK" NOW 


IN dota COLORS 


Waterproof Around Bathtubs And Showers — 
Glamorize Bathrooms ! 


Four truly gorgeous colors that harmonize with all colored 
bathroom fixtures and all colored bathroom tile. 


Miracle Tub-Caulk has captured the rainbow and put it in a tube. Applies 
like toothpaste around tubs, sinks, and showers to do a permanent water- 
proofing job, in color! No easier, more economical way to glamorize and 
waterproof — at the same time. 


Amazing Miracle Tub-Caulk in color dries within one hour to a tight water- 
proof seal that won't shrink or crumble. Colors keep their beautiful satin 
smooth finish even after repeated use of harsh scouring powders. 


MIRACLE TUB-CAULK In Original White, One 
Of The Largest Selling Specialties Ever Offered! 
Now! In 4 most wanted bathroom colors, that 
harmonize with all bathroom fixtures and tile, 
MIRACLE TUB-CAULK IN COLOR is bigger, 
faster selling than ever! 









Out of the tube like toothpaste, 
to fill ugly cracks, Miracle 
Tub-Caulk in color waterproofs, 
and glamorizes — in seconds 





Kann . aa 
* Guaranteed by 
Good Housekeeping 
% 


U7 \y 
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Op 










Use Miracle Tub-Caulk around 
bathtubs, to glamorize and 
waterproof shower stalls, and 
fill cracks around base of tub 


and toilet bowl 
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= ORDER NOW! 





PACKING PRICE 
H H ' H 
~ Size Tubes per ! Displays per To Dealer To Dealer To Consumer 
MIRACLE TUB-CAULK a. ¢ CeeeneEe Display } Carton - per Display ' Per Carton i per Tube : 
n j j 
, 41 02 ' t t 1 
} ae ¢ A ama tube | 6 $12 1007-P)$ $3.60 $ $4320 |! $1.00 ; 
with nozzle 4 + h h i j 
Cartons also packed in assorted 1ooT-c Cae ; H i i ‘{ YOUR 
. . ES One tube 5 '12(100T-G) | $3.60 $ $43.20 } $1.00 ' 
colors — 3 displays, Sky Blue, Boon % Ss with nozzle H : H t ' PROFI 
3 displays, Jade Green, 3 dis- ; 41% 02 ; H H : | ’ 
100T-T | Miracle Tub-Caulk tube | 6 $12(100T-T) ' $360 ! $43.20 ! $1.00 ' 
Sun Tan with nozzle ' ' ' ' ' 
+ + + + + 4 
4% 02 ' ' ' ' ' ' 
tube : 6 $12(100T-B) | $3.60 4% $43.20 4 $1.00 H 
with nozzie . : H H 8 } 
4402. ! 7 H H H 7 
eee HS Lou tube : 6 $12(100T-W) } $360 $ $43.20 $ $100 } 
White with nozzle ! ' ' ' ' ' 





"MIRACLE ADHESIVES CORPORATIO 
214 £. 53rd Street, New York 22, WN. Y. 
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/ IT MAKES PAINT 


Stick 


TO THE JOB 





9 out of 10 Master Painters 
prefer Gum Turpentine when 
painting their own homes. 
Gum Turpentine is the best paint job insurance you 
can buy and you can count the cost in pennies 
Gum Turpentine is the world’s best paint thinner. It 
makes paint stick to the job and stay on the job. 


Provides the right degree of penetration to carry 






1 pigment into the surface—the ideal rate 





ion to lock the paint film in place. Unlike 
substitutes which simply evaporate altogether, 

Gum Turpentine makes valuable contributions to 

the toughness, durability and long life of the paint film. 
Specify or use Gum Turpentine for all outside painting 
and for more beautiful, longer-lasting interior work. 


Buy Gum Turpentine today wherever paint is sold. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 
General Offices: VALDOSTA, GEORGIA 
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Powerful National Advertising 
To Help You Sell GUM TURPENTINE 


Gum Turpentine advertising will appear in Life, The Saturday Evening Post, 

Better Homes & Gardens, Good Housekeeping and in full color in House Beautiful and 
LIVING for Young Homemakers with a total circulation of 18,275,081, and an estimated 
readership of more than 44,500,000. For bigger volume and profit, be sure 

to carry a good stock of Gum Turpentine. Recommend it for every paint job. 
It’s the world’s finest paint thinner and has many household uses. 


AMERICAN TURPENTINE FARMERS ASSOCIATION ¢* © ¢ General Offices: VALDOSTA, GEORGIA 
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W YTEFACE’ sells on sight! 
because it’s BLACK and 
WHITE and every inch 


rela oliola Muntele dialer molm vailhic 
with crisp foot markings in red 
at every inch — catch the 
customer's eye and give him the 
immediate urge to buy. 

That's why Wyteface is America’s 
most-wanted steel tape. 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 
nuis « «Detroit « San Francisco 
jeles « Montreal 


FAVORITE} WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel plated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75’ and 100’ 
lengths. ee) 


BOSS* WYTEFACE: Rugged, 
“he-man”, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 

*TRADE MARK 


HANDY{ WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths. 
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ARE YOU GETTING THIS 
FREE SERVICE? 















Largest Selling Wood Glue— 


WELDWO0O0D' 
J 
Pres Re=" GLUE 
For making things or 
fixing things, recom- 
mend Weldwood Glue 
—forall wood-to-wood 
bonds and many 
other uses. Makes 
joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 


self-selling display cartons! 15¢, 35¢, 
65¢, 95¢; 5 lbs., 10 lbs., 25 lbs. 
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Customer Leads — Free 


We sort out these inquiries by cities and send the names and addresses 
to any neighborhood store who registers with us as a carrying dealer. 
He contacts the customers and makes the sale! 


File Your Name Now! 


Want us to send you names of those who write in for dealer infor- 
mation from your neighborhood? Simply tell us on a post card which 
Weldwood items you carry (as listed below) and mail to Dept. 116. 


UNITED STATES PLYWOOD CORP. 
Dept. 116, 55 WEST 44TH ST., NEW YORK 36 


AW 


Whur you like us to send you the names of prospects who ask us 
where they can buy Firzite, Satinlac and Weldwood Plastic Resin Glue? 


We get hundreds of such inquiries every week — from the 25 
million readers of Saturday Evening Post, Better Homes and 
Gardens, Popular Science and some 20 other national magazines. 


If you're not now stocking Weldwood Plastic Resin Glue, 
Firzite and Satinlac, you're missing plenty of profits. Order now! 





Blonde or pickled effects call for 


wire FIRZITE 


For magical woodsy 
effects on hard- 
wood or soft, ply- 
wood or solid lum- 
ber. For light pastel 
tones, tint with 
Colors-in-Oil. For 
soft wood and fir 





plywood paint jobs, 
WHITE Firzite as an undercoat, helps 
prevent grain raise or checking. (For 
soft wood or fir plywood stain jobs, 
recommend CLEAR Firzite, to tame 
wild, unsightly grain.) 


In pints, quarts, gallons, drums. 




















Big demand for natural wood finishes, 


“ SATINLAC 


The big modern 
° style trend is for 
SATINLAC light natural wood 
/™ finishes—on furni- 
& ture, wood panel- 
1 ing and woodwork. 
When customers 
ask you what to 
use, you'll make 
friends by recom- 
mending SATINLAC. It brings out 
and preserves the natural grain and 
color-beauty of any plywood or solid 
wood. Water-clear Satinlac avoids 
that “built-up” look. Easy to brush 
or spray; dries “dust-free” in 20 
minutes, ready for next coat in 3 
or 4 hours. 
In pints, quarts, gallons, drums 
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Look to FOR OUTSTANDING 


i C A a WRENCHES! 


¥, 


... priced at only modest cost above ordinary adjustable wrenches. Sizes: 8”, 10”, 12”. 


ALL o77c4 wrencues vo A 
BETTER JOB LONGER... Because: 





Jaw surfaces, extra hardened by Extra-rugged knurl, formed by spe- Drop forged frame in convenient thin 
UTICA’S own process, resist burring, wear up cial process, resists breakage and new pattern, has great strength without bulk. 
to ten times longer than ordinary wrenches. “H" retarding spring reduces jaw play. 


Get this Extra value — order OGIICA Adjustable Wrenches 


Adjustable Wrenches #90 (carbon steel) and #91 (alloy steel) — 
without locking feature — available in sizes: 4”, 6”, 8”, 10”, 12”, 15”, 18 


” 


® 












and the world’s best tools 


. e are made in U.S.A. 


It paysto sell quality tools 


DROP FORGE AND TOOL 


UTICA 4, NEW YORK CORPORATION 
“Unica” (when referring to the line of hand cools) aod 


In Canoda: Adiam Tool & Supply Co. Ltd., Montreal . “Utica Tools” are Trade Marks Reg. U. S. Pac. Of 
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NO.22 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT D!S- 
TRIBUTORS AND THEIR SALESMEN 


Star 


> 
* 


rett 








SIOSsSB 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 








SALES LEADS 


e SINCE 1880 WORLD'S GREATEST TOOLMAKERS ¢ ATHOL, MASS., U.S. A. 

















THE L. S. STARRETT COMPANY 





FEATURE THESE STARRETT ITEMS 
IN YOUR “DO-IT-YOURSELF” DISPLAYS 





THIS IS THE SEASON 
| TO FEATURE STARRETT 
TRANSITS AND LEVELS 


Right now, when builders, contrac- 
tors, farmers, masons and landscapers 
are starting their busy season, is the 
time to feature and display Starrett 
Transits and Levels. In all of these 
fields there is a real need for a practical, 
| low cost instrument for jobs like laying 
out building lots, locating foundation 
walls and batter boards, lining up con- 

crete forms, laying out drainage or ir- 
| figation systems, etc. In talking up 
power tools, there are thousands who need and will buy basic items of wide | Starrett Transits and Levels, stress the 
utility. | fact that they can be used without en- 

; gineering training and are ideal for 
The following Starrett Tools will make an excellent display because of | tugged jobs in place of high priced in- 

| struments. 





If you do an over-the-counter business and have the window or counter 
facilities to set up an attractive display, you are in an excellent position to 
cash in on the booming “Do-It-Yourself market. The thing to keep in 
mind is that for every do-it-yourself enthusiast who can afford expensive 


their wide appeal to all types of hobbyists, handymen and home work- had dete Seas v0 te to vals a8 


shoppers as well as to professional mechanics. Starrett Steel Tapes. 


No. 530 Steel Tape — 50 No. 77 Dividers and No. 74, 75 Calipers — 4” 





No. 500 Steel Pocket Tape — 60” No. 596 Pencil Dividers 

No. 11 Combination Square — 12” No. 93 Tap Wrench 

No. 33 Combination Square — 4” No. 565 Drive Pin Punches | 
No. 436F Micrometer Caliper in Case — 1” No. 418 Hook Rule — 12" | 
No. 230F Micrometer Caliper in Case — 1” No. 129 Bench Block | 
No. 153 Hacksaw Frame No. 588 Ready Reference Table with Rule 

No. 815 Toolmakers’ Hammer No. 185 Tap and Drill Gage 

No. 1010 Dial Indicator Pocket Gage in Case No. 243 Hermaphrodite Caliper — 6” 

No. 600, 320R, 320 or 328 Rules — 6” & 12” No. 92 Divider — 6” 

No. 555 Screw Driver No. 70A Pocket Scriber 


No. 22C Drill Point Gage 

No. 425 Pocket Slide Caliper — 3” 
No. 249 Screw Slotting Blades 
Starrett Book for Student Machinists 


No. 132 Level — 12” 

No. 800 Nail Sets 

No. 236 Depth and Angle Gage 
No. 86A Hand Vise with Clamp 





He tried to sell a Micrometer without Starrett 
Satin Chrome Finish. 
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with the 

NEW Columbian 
COLPACK 
Rope Rack 






SPMD 
a ae, WO FT. 
7 


















SB, 100 FT a 
© COR CONS -_ 


Ve a ROPE] 
al “lI 


Here it is . . . the fast, easy way to sell rope and 

sell it profitably! 

Columbian Manila Rope sells readily and in large 
quantities to homeowners, farmers, boat owners and 
industrial firms. The handy Colpack carton originated 
by Columbian keeps your stock neatly coiled — free 

\ from dust — easy to dispense — appealing to custom- 
ers. And now this new Rack makes an eye-catching 
display — presents rope in an attention-getting 
manner that earns extra profits from impulse sales. 

Columbian's Colpack and Rack are a money- 

making combination! Your jobber can prove it — 


see him for the facts. 


COLUMBIAN 
Rope Company 


Auburn “The Cordage City” N. Y. 





Base measures 20°’ x 29"'. Rack 
holds one Colpack 25, two 50's 
and one box of 100 ft. connected 
coils. Comes completely assem- 
bled, ready to use. 
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as first pu 
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portant part in putting 


As with last year’s promotion, 
there’s nothing extra for you to do. 
Offer sells stock right off your shelf. 
Customer pays full price. You pocket 
regular pro t. A full line of display 
and tie-in material, including shelf 
strips, to help keep the kettle poiling! 
Don’t get caught with your stocks 
down. Order BODYSHEEN today! 


HARDW. 
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2 page Lire > 2 page post 
5 times more advertising in 54! 


954 


Full Page: plus Half Page, LIFE (Moy 17, June 21) 


Full Page: plus Half Page. post (April 17, June 5) 


=a 


*. 
“The Big Story” 
on NBC —TVv 
june 11, june 18 


\m ’ \ , 
se heed 
= your car? 





| july 2, July 16 


















“FUEL-SAVER” 
HOME HEATERS 



















ONLY 


SUPERFLAME HAS 
THE SENSATIONAL je 


FORCED AIR HEATING! 


The basis for the most success- 
ful home heater promotions 
ever staged. Gives you a “‘year- 
around”’ selling weapon. Elim- 
povine rade-in problems. Only 
Superflame gives you such a 
complete “‘supercharged”’ sales GET FULL DETAILS 
program! OF THIS POWER 


PACKED PROGRAM! 
WRITE TODAY! 


DEALERS’ RECORDS PROVE SUPERFLAME 
SELLS IN VOLUME, EASIER, FASTER! 


Superflame’s power packed promotions build traffic, boom 
business! They give you the most help where it does you the 
most good .. . at the local level! PowERFUL ADVERTISING 
HELPS, SALES PRODUCING MERCHANDISING PLANS, EYE 
CaTCHING DisPLAys, COLORFUL SALES LITERATURE, PLUS 
—THE Most LIBERAL Co-op AD PLAN IN THE INDUSTRY! 
All this plus the greatest array of ‘‘quick-sale’’ features 
ever seen! Exclusive ‘‘Fuel-Saver” saves up to 50% on fuel! 
New beauty! Proven dependability that prevents service head- 
aches! Models for every need and pocketbook! A Superflame 
franchise is your most valuable heating appliance franchise! 
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easier tl 


a fat 40 


It’s a re 
ready c 
record | 
tractive 
and you 
Mail cc 
Protectz 
the “Tr 
$143.50 
as rent | 


HARDY 





We'll pay you 00 RENT 


* & ; ) | 
for 3 sq. ft. of TF Youneed me! 
display Space FB 4 erm mms 


through severe fire exposure as attested by 
my Underwriters’ Laboratories, inc., "C” Label. 


: on your floor oo Protectall Record Safe 
for two weeks! 





This new Protectall display is so unique and arresting 
that it actually sells safes for you . . . right off the floor! 





* * * * * 





To prove it, we'll pay you rent for the space it takes. 
Just order a Protectall ‘‘Challenger,” ‘‘Treasurer,”’ or 
“Gibraltar” Safe. Deduct $5.00 from regular whole- 
sale price for rent. You get the display, FREE! Hurry! 
Offer Limited! 


Why are we so confident? Simply because it works/ 
Retailers who’ve put this Protectall display out where 





customers can see it are moving safes faster and 
easier than they ever believed possible—and taking 
a fat 40% profit on each one! 


It's a real opportunity! National publicity has al- 
ready convinced your customers of the need for 
record protection. Show them America’s most at- 
tractive and lowest-priced ‘““C’’ Label Record Safes, 
and you’re in the number one spot for sales! Hurry! 





Mail coupon with your order for one of these 3 





- Protectall Safes, today: the ‘‘Challenger”’ @ $110, One of the largest-selling “C” Label Safes in the world. The “Challenger,” 
» i ; = ar ” i Sz i odern, streamlined, built to give maximum 
begga @ 9OO 20, oF ae Nomeaseer @ sing Gaberwrt re I aboratories, Inc “Cr abel, certify 
‘ - ‘ : usable space. Bears Underwriters’ Laborz s, Wh dl " - 
— $143.50. Deduct $5.00 from the dealer price, listed, ing fire-resistance up to 1700° F. for one full hour. Has precision-made 
the as rent for your display space \* combination lock, concealed casters. Bankers Gray, Office Green or 
é : arly , ive: o ttn » 10" wide ~ 94" dee 
SING *(Only one rental deduction allowed per retailer) Persian Black. Over-all size: 31” high x 19” wide x 24" deep. 
YE : 
,US 
| HURRY! MAIL COUPON, NOW! OFFER LIMITED! 
ures 
uel! { 
ad- | PROTECTALL SAFE CORP. 
ae j DEPT. 944F, HAMILTON, OHIO 
r— Here is my order for one () “Challenger” Safe @ $110 ] Treasurer” Safe @ 
| UJ $101.50, (_) “Gibraltar” Safe @ $143.50, and display,* minus $5.00 for rental 
| of my floor space *(F. O. B. Shipping Point 
| r— Please send me free catalog and full details about the profits I can make selling 
rotectall Safes =| 2s" 
Dr Sia bin whee aes 
Hamilton, Ohio SRNR aca wiend ren aha aan oe 
MN ccc awk cee e 
| 
> CITY ns es ZONE STATI 
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Service Over The Years 


Makes These Brands 
Best Sellers Today 






Shipped nested, 
25 to a carton. 


Found in more homes 
the country over 

than any other. The 
first self-locking .. . and still the 
best-selling stove pipe with 
exclusive locking feature. No 
wonder smart retailers always 
stock and promote profitable 





MASTR-LOK! For companion sales, feature 
For complete information BLU-PRIDE ELBOWS 
and the name of your nearest meee ? 
MASTR-LOK wholesaler, You pay less for shipping... special 
write us today! packing assures you of receiving elbows 


clean and dent-free always ...costs you 
less all around! 


nn vour KITCHENWARE LINE 


COMPLETE WITH 


Shipped nested, 
12 to special octagonal carton. 








PKAKERS BU pe 









- Only trade- 
for hestinetle tee urite cy + fe) | Te fees cote 

t t 
line of popular-priced tinware! u ri e a 


in the lowest 
price bracket! 







DRIPPING 
CAKE PANS PANS 

















LOAF PANS 


BISCUIT 
PANS 


DOUBLE 
ROASTERS 


FLARING 
PAILS 









muffin pans DE eevee 
colanders ee eee : 
rinsing pans THE PARKERSBURG STEEL COMPANY 
measures 
funnels, etc. eee} if SAneey preg | west VIRGINIA 
Send for Price List and Catalogs The Home of MASTR-LGK Stove Pipe; “blu-pride”’ Steelware and’*‘brite-pride” Tinware 
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y  * 
This is a 


NARGHILE* 
















ire *An Oriental apparatus for smoking 
bd tobacco drawn through water. Also | 

one of the few items org hsedtny eben weclen 
cial \ 
ows | 


you you will not see 


sted, 


fon at the 9th Annual 


NATIONAL 
HARDWARE SHOW 


But, Mr. Buyer, you will see everything important to 


Last year, more than 40,000 buyers attended hardware’s 


you. You'll see, feel and compare the products of more most important merchandising event held annually for 
the trade only. Because it is the buyer’s show, even more 
are expected at the ninth annual NATIONAL HARD- 


WARE SHOW, October 11-15 at Navy Pier in Chicago. 


than 1,000 manufacturers. You'll talk to executives of 
companies manufacturing over 6,000 lines of hardware 
and allied products. In addition, you'll meet and talk to 


the largest number of manufacturers of lawn, garden 
and light farm equipment ever assembled. You'll get 
complete and accurate information on new products, 


Mr. Buyer, plan now to attend. Fill out and mail the 
registration coupon now! Your badge, which will admit 
you without further registration, will be mailed to you. 





price, delivery, merchandising and advertising. Yes - - we will make your hotel reservations for you. 


October 11, 12, 13, 14, 15 « Navy Pier, Chicago, Ill. 




















Save time by registering NOW. Fill in and mail this registration coupon 

ond your admission badge will be mailed to you. Please check below 
NATIONAL if you wish us to send our hotel reservation blank. (Please Print) . 
\) NAME _ TITLE ! 
fs;) HARDWARE £ : 
SES STREET 
BD CITY STATE 
SHOW TYPE OF BUSINESS 
Please check below the classification of your business . 

Wholesaler [] Retailer (] Dept. & Chain Store Buyer 
331 MADISON AVE., NEW YORK 17, + Importer-Exporter [) Mfgrs’ Agent (C) Manufacturer () Other 
MURRAY HILL 2-4802 (] Please send us your hotel reservation blank. ! 
Minors under 18 yrs. of age will not be admitted under any circumstances 


we meee eee eee eee 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
—r finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 





CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, 


“HI-CARBS” 

Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5S. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* , 
ADJUSTING SCREWS 


Valve by et adjusting screws — 
Sooears ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


“SHINYLAND” STUDS 
All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 
* 

For ornamental purposes. Steel in- 
a cover Finish: plain, 
zinc pla d, cadmium plated. Size: 
9/16 aia", 18/16” across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


OHIO 


j 
VI 
j 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 









carried by 
LEADING 
DISTRIBUTORS 








SPECIALS 


furnished ‘o 
BLUE PRINT 









WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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Berrer store tronte mean better business / 





The principle of open-vision is ideally exemplified by this modern establish- 
ment, the Dinndorf Paint and Wallpaper Store, St. Cloud, Minnesota. The 
attention of the passer-by is caught and drawn right inside. Pittsburgh Prod- 
ucts used here include Pittco Store Front Metal, Pittsburgh Polished Plate Glass, 
PC Glass Blocks and a Herculite Tempered Plate Glass Door. Architect: 
Fred Traynor, St. Cloud. 





“Our modernized showroom has created a tremendous 
amount of interest in the community and increased our 
floor play. ‘Disappearing’ Twindows in Used Car Department aid in quickly 
demonstrating used cars and afford opportunity of open air used car display 
in summer,” says B. Bock, Pres., Flatbush Pontiac, Inc., Brooklyn, N. Y. 
Pittsburgh Products used are Polished Plate Glass, Solex Heat Resisting Plate 
Glass, a Herculite Tempered Plate Glass Door and three Twindow Insulating 
Units that descend into the basement. Vita Automatic Windows, Inc., Wood- 
side, L. |. Architect: Nathan R. Ginsburg, A.1.A. Architect, New York. 











The smart, open-vision design of this Carvel Dari-Freeze Store in Reifton, Pa., 
combined with its distinctive trade-mark, has a great deal to do with the 
attention and recognition these units are receiving wherever they are located 
Pittsburgh Products used here are Pittco Store Front Metal and Pittsburgh 
Polished Plate Glass. Architect: James Kust, Yonkers, N. Y. 











“Our business has increased over 100% since we in- 
stalled our new front and we feel that most of it is due 
to the excellent first impression it creates. No other investment we know of 
shows such amazing results,” says Andre E. Schneebeli, Prop., Andre’—The 
Empire Salon, Baltimore, Md. Pittsburgh Products used include Polished Plate 
Glass, Carrara Structural Glass and a Herculite Tempered Plate Glass Door. 
Architects: Fenton and Lichtig, Baltimore. 





ee the type of retail busi- 
ness you are engaged in — 
whether youre planning a new es- 


tablishment or remodeling an old 


> 





Store Fronts 
and Interiors 
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PAINTS - GLASS 
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IN CANADA: 
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PITTSBURGH 
CANADIAN PITTSBURGH 


one—it will pay you to investigate 
the advantages of a Pittsburgh Store 
Front. Send in the coupon for a free 


copy of our booklet, “How To Give 


9 your 
store 


| ¥ tt ts 


Loek That Sells.” 


sells POUND ccccvccece 


City 


a BS 


Pittsburgh Plate Glass Company 
Room 4240, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Without obligation on my part, please send me a FREE copy of 
your modernization booklet, “‘How To Give Your Store The 


GLASS 
INDUSTRIES 


Your Store The Look That Sells.” 
It includés many examples of suc- 
cessful store fronts and complete 


descriptions of Pittsburgh Products. 


CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


COMPAN Y 


LIMITED 


















pow tom NATIONAL LOCK 


. .eoTHE GREATEST HARDWARE 


MERCHANDISING IDEA 


IN THE LAST 20 YEARS 














All These Items Packaged in 
Colecta-Pak Slide Boxes 


forged iron hardware 
cabinet hardware 
concave knobs 
furniture trim 

brass hardware 
small builders 
hardware, 

butts, hinges 


WRITE FOR NEW 
ILLUSTRATED 
| |e PRICE LIST 
\ . Vv a 
@ Stimulates impulse purchase . . . they see and examine the merchandise 


@ Presents neat,-inviting appearance. . . outmodes the old-fashioned envelope ... at no 
increase in cost 


@ Makes sales time more profitable ... provides a complete, compact hardware de- 
partment... tells price of each item instantly 


@ Compact packaging . . . saves up to 75% display and storage area 


@ Available in a choice of several different display boards and counter units ... with 
various types of hardware 


‘Stimulate Profits by Showing 


QlectaPak 


_ IN HANDSOME NEW NATIONAL LOCK 


COUNTER DISPLAYS Ase 





late in t 

We d 

Buy It From Your Wholesaler might | 

and ofte 

— We hi: 
i NOW MORE they co! 
THAN EVER, month. 
Distinctive NATIONAL LOCK COMPANY ies 
WIS ig _ Hardware vi New ¢ 
A From j Rockford, Illinois « Merchant Sales Division are resp 
ee <4 } Source : We valt 
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Too Much Night Work?? 


. Read how Bobson’s 
found easy way to keep 


charge account records 


by ROBERT C. SCHOCH 
Owner 
Bobson Hardware 


Lakewood, O. 


Are you taking books home with you—or working 
late in the store at night? 

We did the same thing for a long while, so you 
might like to know how we overcame this tiresome, 
and often costly, chore. 

We have between 250 and 300 charge customers and 
they come in on an average of eight to 10 times a 
month. So we have to handle between 2,500 and 3,000 
charge transactions monthly. 

New charge accounts are always welcomed, and they 
are responsible for a good proportion of our business. 
We value charge accounts highly. 


HARDWARE AGE, JUNE 24, 1954 


However, keeping all the charge records on these 
accounts used to be one of the meanest jobs we had. 
We took our books home at night and it was no fun. 
My wife spent at least an hour every evening posting 
charges. 

We had a bound ledger, with an account in it for 
each charge customer. This ledger was posted, by pen 
and ink, from a duplicate copy of the sales slip. Cash 
paid on account was posted from a duplicate sales slip 
marked “paid on account.” Over-all totals were entered 
into an accounts receivable control. 

Doing this work, night after night, was unpleasant 
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Bob Schoch has just completed all bookkeeping by merely 
touching buttons as he records a sale. His register has 
four cash keys for as many salespeople and another for 
a charge total. Other keys accumulate separately, giving 


enough—but our real headaches came at the end of 
the month, when all the statements had to be made up 
and sent out. 

First the accounts had to be balanced. On each 
account the charges were added and the net difference, 
or balance, noted in pencil. We then took a trial bal- 
ance of all accounts and proved them to our accounts 
receivable control. Errors had to be hunted down. 

After everything was proved, a statement had to 
be prepared for each customer. We described every 
purchase. It took us a solid week—about 45 to 50 
hours—to do this end-of-the-month work. Things 
finally reached the point where we had about decided 
to hire a bookkeeper, regardless of the expense. Then 
we heard of something else—a charge posting cash 
register. 

A cash register salesman demonstrated this ma- 
chine; we took one look and bought it without any 
argument. It is one of the best investments I ever 
made. 

The entire bookkeeping for charge customers is now 
handled right at the time each sale is made. The cash 
register adds each item, prints the total purchased on 
both the customer’s statement and the ledger account, 
and automatically figures and prints the new balance 
on ledger and statement. The ledger is actually a 
duplicate of the statement. 

Here’s how the system works. Standing next to the 
cash register, there is a tray of charge accounts. There 
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a complete tax breakdown, total tax, received on account 
and paid out. It also provides a previous balance key 
which is used to pick up customer's old balance whe 
posting charges. 


is a ledger and statement in it, filed alphabetically, for 
each charge account. There is also an envelope for 
each customer, right next to the ledger statement. 

When a charge customer makes a purchase, it is 
written up in a triplicate sales book. One copy is given 
to the customer, and the other two copies are filed in 
his charge envelope. 

Amounts purchased are itemized on the cash regis- 
ter, after which the ledger-statement is placed on the 
register’s printing table. The total of purchases is 
then printed, by the register, on the statement-ledger. 
The customer’s old balance due (read from his state- 
ment), is picked up and the new balance is computed 
and printed by the machine. 

As individual amounts are itemized, each one is 
added into the proper total on the machine. We are 
primarily interested in a breakdown of purchases ac- 
cording to tax bracket, so we have separate total keys 
as follows: 

Over 41¢ (taxable) 

Under 41¢ (not high enough to be taxed) 

Non-taxable (churches, schools, hospitals) 

Labor 

Tax (actual amount collected) 

There is a charge key on the left of the machine’s 
keyboard. This remains depressed while charge 
amounts are being entered, and then pops up again 
automatically. Thus all charges are accumulated in a 
separate charge total. 
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Cash sales are totaled according to salesmen— 
A, B, D or E. There is also a separate cash drawer for 
each salesman, which absolutely fixes responsibility. 

Amounts paid on account are, of course, run through 
the received on account key and are automatically 
totaled in that key. Such accounts are also machine- 
printed on the statement and ledger. 

At the end of the day, the totals for charges and 
received on account, as given by the register, are 
posted to an accounts receivable control. Therefore, 
we always know exactly the amount of our total out- 
standing. 

There is no other work to be done at the end of the 
day, since it has been done by the cash register, as 
each sale was made. 

Now, at the end of the month, we have a statement 
already made up for each customer, including the up- 
to-date balance, figured by the cash register each time 
a purchase is made. 

We also have two duplicate sales slips, showing com- 
plete description, for each purchase made, or each pay- 
ment on account. We simply mail out the statements, 
together with one sales slip for each purchase or pay- 
ment. 


Too Much Night Work?? 





Just as a matter of good bookkeeping procedure, we 
take an adding machine list of the accounts (trial bal- 
ance) and prove it to the accounts receivable control 
before mailing out statements. This is a mere for- 
mality now, since there is never the slightest trouble 
in proving. 

Cash sales are itemized on the cash register, each 
amount being entered in the proper tax total, in the 
same manner as charge sales. The only difference is 
that the register issues an itemized receipt for the 
customer on cash sales. 

We could have the itemized receipt issued for charge 
sales, too, but it is not necessary, since the customer 
gets a sales slip. 

Actually, this charge posting cash register has all 
the features of a check-out machine plus the ability to 
do the bookkeeping for charge customers right at the 
time the sale is made. 

Many of our sales are of a quick service or check-out 


(Continued on page 60) 





A complete daily statement is yielded by the 
register at the end of the day. Separate clerk > ( 
totals, balancing to cash, are printed by the 
register on the opposite side of this form. 


WV The customer's statement and ledger 
(duplicate) are printed by the cash 
register right at the time the sale is 
recorded. Notice that only previous 
balance and new balance are shown. 
The purchase total, itemized on sales 
slip for customer, is the difference. 
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Webb Guthrie, Deer & Son salesman, talks to local barber to whom he sold a unit. Some barbershop visitors, impressed 
by the unit, make inquiries at Deer's. 
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If the plug is a three-prong unit, higher voltage than 
available in many residential sections is required, Charles 
Springer explains to Margaret Milam in training her to 
sell room coolers for Saiter-Morgan. 
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Robert McCord, Saiter-Morgan salesman, left, tells a farmer how use of 
the air cooling device will enable him to sleep despite hot, humid weather. 


Specialty Selling 





Air Conditioners 


Are you getting your share of room air conditioner 
sales? 

Two Indiana hardware dealers are doing a highly 
profitable business in room-type air conditioning unit 
sales. The firms—Saiter-Morgan Co. in Vincennes 
and Deer & Son in Franklin—are selling these units 
to home owners and other merchants by using the 
equipment as demonstration units in their stores. 

Although the Vincennes firm did a good volume in 
this equipment, its inventory was not sufficient in 
1952 to meet demands, each unit in stock having been 
sold by June 15. Last year the firm did its room air- 
conditioner ordering well in advance of need, and by 
the carload. Long periods of excessively hot weather 
during the last two years has made many local resi- 
dents cognizant of the comfort and health values of 
air conditioners. 
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At the Saiter-Morgan store emphasis is put on the 
health angle of air conditioners. Robert McCord, 
salesman at the Vincennes store, believes in spending 
considerable time with the customer to stress that 
proper operation of the room air conditioner is an 
absolute must. 

One complaint frequently heard is from the buyer 
who insists on opening windows where a conditioner is 
used. Fully 90 per cent of the complaints and service 
calls are straightened out when an open window is 
found in a place where an air cooler unit has been 
installed. 

Some prospects, and users as well, contend that 
colds result from use of air conditioners. To counter 
this claim, Saiter-Morgan salesmen quote the findings 
of a nationally known insurance company. The insur- 
ance company’s studies among employees in two dif- 
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ferent office buildings—one with air conditioning, the 
other without such equipment—are cited. 

After a year the company found that the number 
and severity of colds among employees in the two 
buildings showed no appreciable difference. 

Webb Guthrie, manager of the Deer & Son store in 
Franklin, finds that the best advertising he has had is 
the unit he sold to a barber shop across the square. 
He tells of a man, handkerchief in hand, who visited 
the store in August, 1952, complaining of hay fever. 
Mr. Guthrie reminded his visitor that his hay fever 
was not the entire cause of the discomfort, but that 
humidity was also causing him some difficulty. He 
suggested the visitor inquire at the barber shop as to 
that firm’s experience with an air cooling unit. 

Mr. Guthrie stressed the fact that for about $300 
the visitor could equip one room of the house with a 
unit which could provide comfort. He sold a unit for 
cooling one room of his home, telling the visitor that 
a window air conditioner would remove about a gallon 
of excess water out of the air each hour. Further, it 
would remove dust, dirt and pollen as it drew outside 
air through filters. And it would keep air moving in 
the room without drafts. 


Conditions Entire Home 


Last year the hay fever victim bought a larger unit 
from Deer & Son to condition his entire home. 

While Mr. Guthrie claims that anyone who can figure 
square feet in a room can determine what size cooling 
unit a room will require, he also warns that there are 
two points to be cautious about. First, as it was when 
space heaters were first introduced years ago. When 
people buy an air conditioner, they will insist that 
they want to cool only une or two rooms. They’ll buy 
a unit to service that area. Then the first thing you 
know they will have opened all the doors to other 
rooms ... and they’ll blame the air cooler for not 
doing the work it’s supposed to. 

Second, check the voltage on the power line to the 
house to be certain that it is adequate to carry the 
load. A one-ton cooler should have 220 volts, and it’s 
not available in many residential sections. Most of 
these areas can handle all sizes up to 34 ton, however. 

Mr. Guthrie has arrived at seven main points which 
he and his salesmen check with the customer at the 
time he is selecting his cooler. He says they are not 
his ideas. They are: 

Climate. This is obviously the most important single 
factor. How high are summer temperatures? Is it 
damp heat? Does evening coolness bring relief? 

Size of room. Large, high-ceilinged rooms require 
more cooling. 

Number of occupants. Human bodies radiate heat; 
the more people, the warmer the room. 

Location of room. Is it on the ground floor? Is an- 
other room over it? Does it face the afternoon sun on 
the west? 

Construction of building. Some materials let heat 
through faster than others. Proper insulation is essen- 
tial to effective air conditioning. 

Intended use. Does the user plan around-the-clock 
or only night-time use? 
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Placement of unit. Which best fits the room plan— 
window unit, wall-fitted model, console type” Is styling 
required in the decorating scheme? 

30th these firms are enthusiastic about the future 
for air conditioning unit sales. 


Too Much Night Work? ? 


(Continued from page 57) 


nature, since we do have open display all through the 
store. This does not mean too much in the operation 
of the register, except that it is helpful to be able to 
issue an itemized receipt for each customer and at the 
same time get our tax breakdown. 

We used to have to estimate the amount of sales tax 
collected. Needless to-say, this always costs more 
money than having the exact figure, as we do now. We 
also used to estimate labor, too, but now have a total 
that is accurate to the penny. 

In addition to all this, the register saves us over 70 
hours of work a month; it will pay for itself many 
times during the period of its use. Our customers like 
the kind of record they get now. 

For the hardware operator who has any volume of 
charge accounts, whether he has gone into quick ser- 
vice or not, this two-in-one charge posting register is 
definitely the answer. 





NOW . . « a new National Charge Posting System gives you 
better service -- makes shopping more pleasant for 
you aft: 


BOBSON HARDWARE 


FORMERLY HAEFELE'S 
With each credit purchase you now know:— 


© All items are accurately added. 
@ Your account is always up-to-date. 


®@ Your record on the statement you now have in 
your hands, and the store’s record are mechanically 
posted in one operation — therefore they must be 


the same. 


The statement you received this month—shows in the last figure posted 
the amount you owe. 


This total can be checked by you—add together all the charge slips 
we have enclosed with the statement and subtract any credits or payments- 
on-account you might have made during the month — that's all there is to it. 


We are endeavoring to give our customers a moder and efficient 
service as well os best quality merchandise. 


Moder National bookkeeping methods assure greater accuracy and 
faster service. By keeping pace with progress we insure your confidence 
in our business system. 


BOBSON HARDWARE 


13414 DETROIT AVE. LAKEWOOD, OHIO 
BOulevard 2-9043 











This circular was used by Bobson Hardware to introduce 
customers to its new and improved service. 
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New and modern showroom of this store has helped pull heavy daily traffic. 


$1,000 Daily Sales 


A strong bid for more daily 
homeowner traffic has worked re- 
markably well for Calho Lumber & 
Hardware at 1140 M St. in Sanger, 
Calif., an agricultural town. 

Prior to the recent construction 
of its new display room the firm 
had a $6,000 to $8,000 monthly 
volume. Completion of the new 
3,500 sq ft store has helped to 
raise the company’s average daily 
sales to $1,000. 

L. M. Jones, president of the 
firm, depends largely upon direct 
mail advertising to pull traffic to 
the attractive store shown in these 
pages. Each month he sends to 
2,000 rural residents a copy of a 
supplier-created circular on home 
maintenance and improvement. 

Mr. Jones finds that people who 
are remodeling their homes are the 
best customers for a _ hardware 
They buy builders’ hard- 
ware, paint, electrical and 
plumbing supplies and a wide va- 
riety of lawn and garden needs. 
Appliances and _ portable power 
tools are among the major lines 
offered. 


store. 


tools, 


(Continued on page 76) 
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Paint and fix-it lines section invites browsing and examination of materials. 
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Visual-front with firm name and sidewalk canopy. 


Gordon Fletcher shows a customer some binoculars. 


Adapt Your Business to 


Changing Conditions 


A step-by-step outline of methods used in Washington by 


a hardware dealer to meet war-time and post-war changes 


in his trading area. One of his employees, a former part- 


ner in a Washington retail hardware firm, tells the story 


by Arthur R. Boye 


Have you ever compared your activities as a hard- 
ware dealer with the situation confronting a boxer 
in the ring? A boxer must be prepared to adapt 
himself both defensively and aggressively to rapidly 
changing developments. 

Gordon Fletcher, at Fletcher Hardware in 
Ephrata, Wash., has had to meet more than his 
share of changes because of changes in that town. 

Ephrata was a town of 600 people late in 1941— 
today it is home for more than 6000 people. 

Fletcher Hardware has expanded, changed its lines 
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and its methods since 1941. When the present owner 
acquired the store the stock had a not too well- 
balanced inventory. Mrs. Fletcher pitched in to help. 

At first the Fletchers scrubbed and painted store 
fixtures, cleaned and rearranged stock. Sales in- 
creased each month from the very start, financial 
evidence that even a modest stock in a limited trad- 





Editor’s Note: Mr. Boye has contributed 
several articles mingling good advice on mer- 
chandising with humor to HARDWARE AGE, | 
while a partner in another hardware store. 
His views as. an employee are presented with- | 
out his humorous slant. 





| 
| 
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Tool display considered one of most profitable units. 


ing area pays off in proportion to the way in which 
it is merchandised. 

World War II caused shortages and allotments of 
merchandise which taxed the ingenuity of all mer- 
chants. And the town’s way of life was further 
altered when the Air Force constructed a training 
field in the area. 

Because of the manpower shortage, Mr. Fletcher 
worked a shift each day at the airport, his wife 
taking over operation of the store in a three-way 
race from customer to cash register to infant 
daughter. Understanding customers cut their own 
glass, pipe and linoleum, or waited for the arrival 
of Mr. Fletcher at 4 p. m. each business afternoon. 


Providing Neighborhood Service 


The Fletchers attempted to supply the needs of 
the community in hardware, paint, housewares, floor 
coverings, plumbing, major appliances, electric 
housewares and as many services as possible. 

With the end of the war the military airport was 
closed, but development of the Columbia basin was 
underway. 

To meet the demands of an expanding community 
the new modern store building with more than 4000 
sq ft of display space was constructed. 

3uilders came into the area with heavy equipment 
to build and bridge canals, construct highways and 
secondary roads. Small industries located in the 
area. 

Tone of bolts and wire went through the Fletcher 
store, as well as large quantities of builders’ hard- 
ware and hand tools. For a time inventories of these 
lines were very heavy. Then the U. S. Bureau of 
Reclamation decided to locate its project headquar- 
ters in Ephrata. A number of new homes were built. 

Specialized businesses appeared and with their 
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In-store advertising features products and brand names. 


establishment began a _ streamlining process at 
Fletcher’s. The store continues to carry full lengths 
of water pipe up to two inches in diameter and a 
wide variety of fittings for those sizes of pipe. Some 
other lines were discontinued. 

What replaced the lines the Fletcher store no 
longer offers? The firm’s inventory is now greater 
than before. 

Irrigated farms are operating in the area. In the 
store’s storage area in back of the store are carloads 
of steel goods, fence posts, barbed wire, woven fence 
and nails. 

The stock room has 175 sizes of V-belts. Bolts 
are stocked up to an inch in diameter, from one to 
20 in. long. 

For the man who builds or remodels his home 
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there are electric power tools and sanders of three 
nationally-advertised makes on display. Socket 
wrenches, pliers and related mechanics’ tools are 
shown on a square six foot island, this unit paying 
more rent on its nine square feet of floor space than 
anything else in the store. 

The fishing tackle department has been expanded 
as there are many lakes with excellent trout and 
bass in this area which must be irrigated to produce 
crops. There is 12-month fishing in some waters, 
creating demand 52 weeks of the year for tackle and 
related lines. A good stock of guns, ammunition and 
other sporting goods is productive of many sales. 

With the many new homes there has been a very 
good market in power mowers, fencing, seeds and 
small garden tools. 

Although Mrs. Fletcher now spends only limited 
time in the store, her influence is stil] evident in 
the giftwares department. Many fine dinnerware 
items, fine china cups and saucers, pottery, basketry 
and other gifts are displayed. Mrs. Fletcher attends 
several giftware shows each year to purchase mer- 
chandise for the gift section. 

Giftwares and housewares occupy about one-third 
of the sales floor, including half of the front-of-the- 
store display. A well-balanced stock of electric 
housewares — nationally advertised brands — is in- 
cluded. 

Items left at the store for repair or adjustment are 
packed and mailed promptly to the nearest author- 
ized repair station. 

Generous use of the telephone is made to special 
order items not carried in stock, and although the 
main supplier is 156 miles away, most hurry-up 
orders are filled within 24 hours. 

Merchandise is constantly shifted to take advan- 
tage of the display that extends completely across 
the front of the store and part way down one side. 


Manufacturers’ promotional display racks are given 
a fair trial and if they prove their worth are kept. 
If not, they are hauled away. Home or professionally 
built display equipment gets the same ruthless treat- 
ment. It produces sales, speeds up the handling of 
merchandise or out it goes. 

Advertising in the weekly newspaper and on the 
local radio is used to some extent. Three direct mail 
promotions are used each year. They are a Gifts 
and Gadgets booklet at Christmas-time; a seeds and 
garden supplies booklet in the spring and the annual 
Hardware Week broadside. 


Obtains Extensive Coverage 


All are mailed by a local addressing service, none 
are addressed simply to boxholders. Coverage is 
about 5,000 copies, extending into smaller neighbor- 
ing communities and to the surrounding farm coun- 
try. 

Besides the Fletchers, three employees, two men 
and one woman comprise the staff. Maintaining the 
type of inventory he does, Mr. Fletcher finds, gives 
him a smoothly operating business which shows a 
higher percentage of net profit than it did some years 
in the past when gross sales were higher. 

There are no major service headaches; practically 
no delivery expense as only very heavy or very bulky 
items are delivered. 

Without a doubt as home building levels off in 
both the town and surrounding country, new changes 
in items of stock as well as in business policy and 
thinking will be necessary. 

Mr. Fletcher believes that these changes happen 
to a degree to all businesses everywhere and that 
the most successful merchant is the one who can 
sense the change and move with the trend to the best 
advantage. 


A Time Saver for Peak Shopping Hours 


To speed customer-buying time. 
especially during peak _ traffic 
hours, Wolff, Kubly & Hirsig Co.. 
in Madison, Wis., has a time-saver 
counter which serves as a modified 
check-out. 

The time-saver counter is sim- 
ple to create. This store does it by 
converting one cash-wrap counter 
on each of its merchandising floors 
by posting a sign above it which 
reads: ‘“Time-Saver Counter for 
Quick Service. Select Your Items 
and Bring to This Counter.” 

Stickers and small signs with 
similar suggestions are posted on 
wall display shelving and on is- 
lands to advise customers of this 
new service. 


64 





This Time-Saver Counter is the result of signing a standard cash-wrap desk! 
to encourage quick service. 


\ 
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Co-operative advertisement 
of the Louisville hardware 
dealers. 


Louisville dealers coop- 
erate in advertising 
monthly in two metro- 
politan daily newspapers 


Neighborhood hardware dealers 
in large cities are confronted with 
the problem of how to reach their 
customers with advertising and at 
a reasonable cost. 

Some dealers go it alone with 
direct mail pieces and their own 
advertisements in neighborhood 
newspapers and shopper guides. 

Some dealers are joining with 
others in cooperative advertising 
programs in metropolitan daily 
newspapers. 

These cooperative programs 
serve a dual purpose. First, they 
do a selling job for the stores on 
the merchandise advertised and 
they build store traffic. Second, 
they do an industry public rela- 
tions job in building prestige for 
the neighborhood dealer who 
uses the same advertising media 
as the chain and mail order houses. 

One of these cooperative adver- 
tising programs was started re- 
cently in Louisville, Ky., and is to 
continue for a year. 
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FREE INSTALLATION 
THIS WEEK ONLY 
Buy Now and Save! 
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ASSOCIATED HARDWARE MEMBERS—‘’Your Most Dependable Source of Supply” 


Bonnycastle Hardware Co. 


1616 Bardstown Rd 307 Wallace 


HI 6895 TA 2114 


Strathmoor Hardware Co 
2737 Bardstown Road 
CH 1547 


C. R. Chism Hardware 
St. Matthews 


Speier Hardware Co 
992 Barret (at Kentucky) WA 1311 
Open Mondoys Till 9 P.M 


Wimberg Hardwore Co 
2492 S. Preston $? 
CA 7818 





2 Dealers Organize 
Joint Ad Promotion 


Five neighborhood dealers have 
joined in the promotion. Their ad- 
vertisement appears once a month 
in both Louisville daily news- 
papers. 

Cost of the program is $50 per 
month for each dealer, or a yearly 
cost each of $600. 

The size of the space and fre- 
quency of publication was deter- 
mined by the cost factor. The 
dealers decided they could support 


a program costing $50 per store 
each month, and for $250 per 
month found they could buy space 
4 columns wide by 9 in. deep under 
a combined rate for the only eve- 
ning and only morning news- 
papers. Both papers are owned by 
the one publishing company. 

The advertisement appears early 
each month in the Monday eve- 
ning editions of one newspaper 


(Continued on page 77) 
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Here is more ammunition to use on 
your banker to get him interested in 


your instalment selling problems 











[nctalment Solling pu 3 


Case histories of hardware dealers who are using bank 


commercial credit financing to build up their volume 





Above, lighted sign under ceiling promotes instalment sales 
of all types of power tools. 

Below, credit application of customer is taken in privacy by 
store executive on right. 
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Iowa dealer puts long term 
contracts through his bank 


Signs and placards inform customers 
that time payment plan is available 


A dual financing arrangement is used by 
Curries hardware store in Mason City, Iowa, 
which offers time payments on sales of power 
tools, power lawn mowers and other merchandise 
amounting to $50 or more. 

Sales to approved customers who want a con- 
tract to run one year or less are financed by the 
store. The carrying charge is 6 pct, and equal 
monthly payments are made at the store. 

These are “open end” contracts. When a cus- 
tomer has reduced the unpaid balance other mer- 
chandise can be sold under the contract and the 
monthly payments extended. 

Sales on which the contract is to run more 
than a year are put through a local bank. The 
customer goes to the bank to make the arrange- 
ments, and the store assigns the contract to the 
bank with full recourse. 

The bank part of the arrangement was taken 
on about 11% years ago when Officials of the First 
National Bank, in Mason City, approached F. R. 
Curries, president, and his son, R. L. Curries, 
secretary-treasurer, when the bank was building 
up its time payment department. 

Business has been increased by having time 
payments for 12 to 24 months available, the 
Curries report, and there have been no respos- 
sessions to date. 

Customers in the big, modern hardware store 
quickly become aware that time payments can be 
arranged. 

An illuminated sign directs traffic to appli- 
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ances and power tools and this sign suggests 
“Use your credit.” 

Placards in the windows announce “Terms that 
make it easy to buy.” 

The store is a member of the Mason City 
Credit Bureau and the bureau’s services are used 
on time payment customers whether the financing 
is handled in the store or put through the bank. 

Time payment terms account for many power 
tool sales to carpenters, cabinet makers, and to 
home workshop owners, L. G. Thomas, manager 
of the power tool section, reports. Some cus- 
tomers plan their purchases for several years in 
advance, and use time payments to buy one tool, 
then another. 

The largest part of the store’s power tool vol- 
ume on time payments is to customers under 45 
years of age. These customers earn good salaries, 
but they have fairly heavy financial responsibili- 
ties in buying their homes and appliances, and 
time payments enable them to also buy power 
tools and mowers. 


Dealer discovers his banker 
has a consumer credit plan 


Bank willingly extends appliance 
financing plan to power equipment 


This is the story of a hardware dealer who 
took the initiative in seeking consumer credit 
from his banker. 

And he found that his banker was willing to 
make consumer credit available to finance instal- 
ment sales of power equipment. 

In fact, the banker considered such an arrange- 
ment entirely within the scope of the bank’s func- 
tion of aiding local business men with their 
credit problems. 

This hardwareman went to his banker because 
he was aware of two situations: 

1. Hardware dealers cannot afford to brush 
off the many prospects for power tools who do 
not ask, “How much does it cost?” but who ask, 
“How much per month do I have to pay?” 

2. Self-financing of consumer credit takes 
money. Even a few time payment sales of power 
tools soon amounts to $1,000 or more outstand- 
ing. 

When William R. Noyes, Jr., owner of the 
Noyes Hardware Co., in Swampscott, Mass., and 
the store manager, William Rice, learned that 
other hardware dealers were using bank con- 
sumer credit they decided to find out if similar 
arrangements were available in their city. 

They called on the manager of a new, neigh- 
borhood branch of the Essex Trust Co. in 
Swampscott, just down the street from their 


_ Instalment Selling, Part 1, was published 
in HARDWARE AGE, May 27, page 49, and 
Part 2 in the June 10 issue, page 71. 








HOW TO USE THE CHART 


1. From , , Cash Instolled Price 


2. Subtract Down Payment 


3. Difference equals Unpaid Balance 


In the Unpaid Balance Column on chart locate the un- 
paid balance in the tronsaction. Directly opposite this 
amount in the Monthly Payment Column desired will be 
found the Amount of Contract and Monthly Poyments. 


4, Add Down Payment to Amount of Contract to find the 
Total Time Price 


EXAMPLE 
1. Cash Installed Price ‘acameal comme $200.00 
2. Down Poyment cana 56.00 
3. Unpaid Balance (Subtract 2 from 1) 144.00 


Customer wishes to poy the balance on his 
account in 12 months. Refer to payment chart 
(irtside) and the nearest amount in the Unpaid 
Balance column to the actual bolonce 
($144.00) is $140.00. Opposite this figure in 
the 12 month column is shown the 

Amount of Monthly 

Contract Payment 


$149.88 $12.49 


Then refer to 12- 
month Adjustment 
Column in chart head- 
ing to determine like 
figures for the adzt- 
tional $4.00 of unpaid 





balance 4.32 36 
TOTAL curse (A) $154.20 (B) $12.85 
4. Amount of Controct (Deferred Balance) 

(Item 3-A) . 154.20 
5. Payable in 12 Mcnthly Payments (Item 3-B) 

each 12.85 
6. Total Time Price (Add Items 2 and 4) 210.20 











Bank instalment guide explains how monthly py 
ments are figured. Above, details on a $144 un 
paid balance on a 12-month contract. Below, chart 
shows payments on $140 and $4 balances. 
































6 MONTHS 9 MONTHS 12 MONTHS 
Unpaid 
Balance | Amount of Monthly | Amount of Monthly | Amount of | Montaly 
Contract Payment Contract Payment Contract Payment 
$1 1.02 17 1.08 12 1.08 09 
2.10 35 2.07 23 2.16 18 
3.12 52 3.15 35 3.24 E 
4.14 69 4.23 .47 4.32 Cc 
5.16 86 5.22 58 5.28 € 
6 6.18 1.03 6.30 .70 6.36 53 
7 7.20 1.20 7.29 81 7.44 62 
“ 8.28 1.38 8.37 93 8.52 71 
gy 9.36 1.55 9.45 1.05 9.60 80 

30 37.98 | 6.33 

40 48.00 8.00 47.97 5.33 

50 58.02 9.67 57.96 6.44 
60 67.98 11.33 68.04 7.56 69.60 5.80 

70 78.00 13.00 78.03 8.67 79.68 $3 

80 88.02 14.67 88.02 9.78 89.64 : 

90 £7.98 16.33 98.01 77.89 99.60 8.30 
100 108.00 00 108.00 12.00 109.68 9.14 
110 118.02 19.67 117.99 13.11 119.64 9.97 
120 127.98 21.33 | 127.98 14.22 ap 10.80 

128.00 23.00 137.97 15.33 
oo Be 24.67 147 96 16.44 oe 
157.98 26.33 158.04 | 17.56 160.56 ¢ 
160 168.00 28 168.39 | iit 171.24 14.27 
170 178.02 29.67 178.92 | 19.88 181.92 15.16 
— 
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hardware store. Harry Davis, the bank manager, they 
found was receptive to the idea and willing to apply 
to the hardware store’s power equipment the same 
financing arrangements offered on automobiles and 
appliances. 

There were only a few minor modifications required. 
For one thing, the bank asked that the amount to be 
financed on any one sale be over $100. Two or more 
tools, of course, can be grouped into a single sale to 
bring the total over the $100 minimum. 

The bank also asked that the minimum down pay- 
ment be 20 pct, and that contracts not run for more 
than 18 months. 

Credit application forms, conditional sales con- 
tracts and a payment rate card were supplied by the 
bank, 

When a sale is made the payment rate card is used 
to determine the amount of the monthly payments. If 
the sale comes to $200, for instance, with a down pay- 
ment of $50 that leaves $150 to be financed. The pay- 
ment rate card shows that if the customer wants to 
pay this off in 12 months, the total contract will be 
$160.56 and the monthly payments $13.38. 

The credit application form is filled out in the hard- 
ware store. 

This is the same form used by the bank on appli- 
cations for automobile and appliance financing, but 
all the questions do not have to be answered. 

All that the bank wants to know is the name of 
the customer, his wife’s name, their address, the cus- 
tomer’s employer and the salary received, plus the 
names of two stores where the customer has or had 
credit dealings. If the customer has changed employ- 
ment or his address within the past year, the previous 
address and employer are listed also. 

The hardware store sends someone to the bank with 
the credit application. It takes the bank about 15 
minutes to decide whether to grant the credit asked. 

Meanwhile, in the hardware store the conditional 
sales contract is being filled in. The contract lists the 
power tools involved, cash price total, finance charge 
trade-in allowances if any, down payment, net bal- 
ance due from the customer, and the number of monthly 
payments and the amount. 

The contract form has a note at the bottom payable 
at the Essex Trust Co. 

If the credit application is approved, the customer 
is given the merchandise and a copy of the sales con- 
tract. The hardware dealer takes the contract to the 
bank and collects the balance of the transaction. The 
customer pays off the contract at the bank. 

Financing sales in the $100 to $300 range is not as 
profitable as handling paper for larger amounts in- 
herent in the sale of automobiles and appliances, Mr. 
Davis points out. 

The finance charge on the smaller contracts just 
about equals the cost of servicing the transactions. 
However, this situation could be changed in part if 
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a larger amount of instaiment paper were channeled 
to the bank by retailers. 

More important than the actual cost and profit fig- 
ures on smali contracts, Mr. Davis notes, is the service 
that a neighborhood bank can offer local business men 
to get and hold customers who are good credit risks 
and who ask, “‘How much a month?” 


Bank credit is used to 
su pplement store’s caputal 


Bank consumer credit is used by the Zina Goodell 
Hardware Co., in Salem, Mass., to supplement the 
store’s capital invested in time payment paper on 
power tool sales. 

The bank will take conditional sales contracts from 
the hardware dealer signed by customers whose credit 
applications have been approved by the local credit 
bureau. The bank takes these contracts without re- 
course. 

All instalment credit applications are put through 
the credit bureau by the store and conditional sales 
contracts are written only with customers having ap- 
proved credit. 

Ernest Whitney, operator of the store, retains con- 
tracts which yield about 6 pct return on the money 
invested, when the store has this capital to spare. 
Other contracts are assigned to the bank. 

About 10 pct of the store’s power tool business is 
on time payments. 


Long distance arrangement 
keeps financing contidential 


Financing arrangements usually are worked out by 
hardware dealers with a local bank or loan company 
so credit applications and assignments of contracts 
can be handled swiftly. 

A long distance arrangement has worked out, and 
with an extra advantage, for the McGowan Hardware 
Co., in Clear Lake, Iowa, which puts its paper through 
the Northwest Investment Co., in Ida Grove, Iowa, 
some 160 miles from Clear Lake. 

“There are some customers who do not like to have 
a local bank know all their business,” explained Keith 
McGowan, owner of the store which does 50 pct of its 
power tool and power lawn mower business in instal- 
ment sales. 

“Thus, the relative privacy of a time payment plan 
through a distant finance company appeals to many of 
them.” 

The arrangement enables customers to make their 
payments at the McGowan store or direct to the 
finance company’s Office. 

Every two weeks a representative of the finance 
company calls at the McGowan store to pick up pay- 
ments and to discuss accounts that are delinquent. 

Frequently Mr. McGowan and the finance company 
representative call on these customers and discuss 

(Continued on page 78) 
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Section of wall displays, against gray-blue walls. Cartons and overstock are kept in bins at bottom of display units. 


12-Month Toy Selling 





Quality Toy Lines Build Traffic 


W est Coast hardware dealer uses flexible toy section 
to attract adult and juvenile trade throughout the year 


Because toys are used and need- 
ed by youngsters 365 days of the 
year, Sparks Co. at 1003 Broad- 
way, Vancouver, Wash., gives them 
good display at all times. For 
Christmas greater display space is 
utilized for toys. 

Until the firm moved into its 
block-deep building three years 
ago, toys were chiefly a Christmas 
season offering. 
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James Craig, assistant manager 
of the store and its housewares 
and toy buyer, says, “Vancouver 
has no toy shop. Since the variety 
of merchandise we offer makes us 
a family store, it is natural] that 
our customers should seek toys at 
our store throughout the year. 
Following the war, we established 
this year ’round toy department. 

“We started the department with 


a couple of tables, later added 
more tables and then set up per- 
manent display space for them on 
wall shelving. Our toy department 
offers wide variety ranging from 
medium to expensive merchandise. 
We avoid the types of toys sold by 
the variety-store operators.” 

Two girls are responsible for 
keeping the displays in neat order. 


(Continued on page 94) 
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Max Reddish gives the fine points of a gun to a customer. 


Personal interest brought 
about increased stock of 
sports lines in better loca- 
tion. Attention to water 
sports has also aided in 
raising volume 


40% of Volume in Sporting Goods 


Nine years ago sporting goods lines were intro- 
duced in the Reddish Bros. Hardware at 923 Starr 
Ave. in Toledo, Ohio. Now the firm’s largest depart- 
ment is the second-floor sporting goods section. 

Sporting goods—team and individual items—ac- 
count for 40 pct of the company’s volume. 

Max Reddish, son of William Reddish, founder of 
the business, is a sports fan and a former high school 
and college athlete. Under his guidance the sporting 
goods department was started in 1945. 

He believed that his knowledge of sports and 
sporting goods would be a distinct asset in promo- 
tion of a wide line. As a high school and college 
athlete he was well acquainted with local coaches 
in football, baseball, track and swimming. He was 
a star in each of these sports. 

Now the sporting goods department occupies 2400 
sq ft of display space. 
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Marion Garber, a Toledo resident, who has gained 
prominence as a national skish and casting cham- 
pion, was employed as a member of the sporting 
goods department staff. He holds four records for 
distance and accuracy in fly and bait casting. Mr. 
Garber’s knowledge and reputation have been the 
means of attracting fishing enthusiasts from north- 
western Ohio, southeastern Michigan and as far east 
as Cleveland. 

Many visit Mr. Garber for advice on equipment 
and to improve their casting and fishing skill. Most 
of these advice seekers make a variety of purchases 
of merchandise, 

About two dozen schools in the area buy uniforms, 
jackets and shoes for baseball, football, basketball 
and other team sports from Reddish Bros. Max Red- 
dish makes regular calls on school team coaches to 
keep abreast of their needs. 
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Frogman's equipment is shown on a manikin at the store. 
Related items on table encourage additional purchases. 


Team sales help add volume for the firm’s sporting 
goods department in the fall, winter and spring. An 
added dividend from team business is that many 
students have become acquainted with Max Reddish, 
and visit the store for their own needs in sporting 
goods and other lines. 

Outboard motors and related equipment are im- 
portant items in the sporting goods department’s 
sales and profits. Service and repair work is offered 
outboard motor owners, building traffic and profit 
for the firm. 

Alert to new sales opportunities the Reddish store 
was among the first in the area to stock up heavily 
on beach and skin diving equipment—a sport that is 
gaining popularity in the area served by the store. 

For diving enthusiasts the store carries aqua- 
lungs, frogman diving outfits, masks, fins, snorkel 
tubes, guns, spears and underwater compasses and 
flashlights. Reddish Bros. was among the first stores 
in Toledo to handle such items. 

During the last Christmas season Mr. Reddish was 
surprised to have several women visit the store to 
buy aqua-lungs as gifts for their husbands. The 
firm also has equipment for refilling the aqua-lung 
cylinders. 

Aqua-lung outfits sell from $150 and up. The firm 
also rents this equipment at $5 per day, $7.50 for 
week-end and $10 by the week. Customers renting 
this equipment are informed that they may buy units 
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Outboard motors are displayed on stands just outside 
repair and service section to suggest buying of new units. 











Weight lifters’ equipment is featured in this part of the 
department to account for a steadily increasing volume. 

















BASEBALL AND SOFT BALL 


UNIFORMS 
and EQUIPMENT 


FOR TEAMS ... SHOP US 
BEFORE YOU BUY! 


REDDISH BROS. 


Starr & E. Broadway 








TA. 5785 


Two column by 2 in. ad, used in 
sports pages of daily newspaper to 
remind coaches of extensive 
of team equipment. 








they have rented, with a reduction in the price equal- 
ing the rental fees already paid. 

When a local theatre shows a picture about frog- 
men, or other underwater activity, the store arranges 
a tie-in display of a manikin in a frogman’s diving 
suit, aqua-lung and other equipment. 

A display of this type of equipment was shown in 
a booth last, March in a local Home and Sports Show. 
To heighten interest in his exhibit, Mr. Reddish had 
weight-lifting exhibitions at hourly intervals. 

Several well-proportioned men and women also 
modeled the store’s line of swim suits. 

Mr. Garber demonstrated his casting skill at the 
show, both the store and himself receiving extensive 
mention in the local newspapers. 

As a result of the weight-lifting exhibitions at 
the Reddish booth several barbells and other appa- 
ratus used by weight lifters was sold during and 
after the show. Sales of skin diving equipment were 
active during the show, and more than 100 inquiries 


were received from people interested in learning 
more about that sport, and about equipment used 
in it. For people interested in skin diving, Mr. 
Reddish arranged a meeting at a local YMCA pool. 
Demonstrations were given, and interested spectators 
were permitted to use some of the equipment in the 
pool. This gathering attracted 75 people. 

Youngsters interested in a wide variety of sports 
visit the store to talk with Mr. Garber and with Max 
Reddish; the latter’s contact with coaches helps 
attract many youngsters. 

Among the traffic building ideas in the sports sec- 
tion, is the offer of trade-in allowances. on sports 
shoes for football players and skate outfits for ice- 
skating fans. 

Archery equipment, tennis goods, bicycles and a 
wide variety of other sporting goods are sold to 
youngsters. Mr. Reddish says that the store’s variety 
of stocks has been one of the best drawing cards for 
the sporting goods department. 


Attracts Home Plumbers 





Archie Dalrymple talks do-it-yourself plumbing with customer. 
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Archie Dalrymple, owner of the 
Bristol (Pa.) Hardware Co., keeps 
plumbing fittings in a prominent 
place in his store to build sales to 
the do-it-yourself trade. 

When he moved plumbing fittings 
and supplies from the back room to 
bins occupying 15 ft of wall space 
in the store he began to get a good 
increase in sales of these items. In 
fact sales were quadrupled. Each 
bin has a card to indicate price, 
size and other identification. 

Mr. Dalrymple says, “Since we 
put this display in the store, many 
customers buy some of these items 
on impulse. These bin displays help 
to remind customers coming for 
other items that they have minor 
plumbing jobs to do at home. 
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Shopping Center Store 





Relocation of store, followed 
by complete destruction in a 
fire, did not deter California 
firm. Now it is expanding its 
service to home owners as 
well as building contractors 


ware sample room and department office. 


D. A. McGeein in the compact mezzanine builders’ hard- 


60% of Business in 


Builders’ Hardware 


Can a hardware dealer in a suburban shopping 
center increase his trade with home owners and 
continue to expand his business with builders? 

Maurice J. Hellman of Hellman Hardware at 6901 
La Tiera Blvd. in Los Angeles says that the answer 
is “yes.” 

The store’s inventory in builders’ hardware is but 
25 pet of its entire stock, but these lines account for 
60 pet of the company’s annual volume. This despite 
the move in 1951 from its downtown location of 70 
years. 

Less than two years after the firm’s shopping 
center store was opened with its 9x16-ft builders’ 
hardware sample room in a mezzanine location, the 
attractive showroom was completely destroyed by 
fire. 

The new structure, occupied since 1953, has a 
40x150-ft display room with its rear entrance open- 
ing on a parking lot for 700 cars. Suburban resi- 
dents find it convenient to shop at Hellman’s. 

When the firm was moved from its downtown quar- 
ters to the shopping center, Maurice Hellman, owner, 
and D. A. McGeein, head of the builders’ hardware 
department, were concerned lest contractors would 
cease to visit the firm. Messrs. Hellman and Mc- 
Geein found that they had no worries as to builders’ 
hardware sales. 

Mr. McGeein says, “Building contractors find it 
easier to visit this store. They do not have to fight 
as much traffic to get here, and they find ample 
parking facilities.” 

D. A. McGeein devotes half of each business day 
to waiting on his specialized trade and figuring jobs 
in his sales-sample room. The balance of his time 
is given to calling on builders or writing specifica- 
tions for architects. 

Located two doors from a large super market, the 
Hellman store benefits from the constant flow of 
traffic attracted by the market. 


Display windows on both ends of the store help 
(Continued on page 92) 
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Garden goods are featured just inside the entrance open- 


Wide aisles, low islands give browsers a good view of 
ing onto the parking lot. merchandise from many angles. 


help 
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WITT CANS 


... Last Longer 
... Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT . . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers: 


ASH AND 
GARBAGE CANS 
AND PAILS: 


5 Con Sizes—12 ‘4, 16, 
20, 27 and 33 gal. ca- 
pacity. 4 Pail Sizes— 
5, 6-3/5, 8% and 10 
gal. 


OILY WASTE CANS: 

7 Sizes, 5 to 3042 gal. capacity. 
Hand of foot-operated covers. 
Approved and labeled by Under- 
writers’ Laboratories, Inc., and 
Associated Factory Mutual Fire 
Insurance Companies. 





ROLLER CANS: 
Ideal for storage and handling 
of liquids and solids. 20, 27 and 
33 gol. capacity. Plain or corru- 
goted bodies. Iron of rubber 
wheel casters. Regular or flat 







covers. 
OTHER WITT PRODUCTS: 
Underground Garbage Receivers, Hooded Cans, Hoist- 


ing Cans, Mopping Pails, Extra Large Refuse Cans, Can 
Dollies ond specially designed Cons. 


WITT CANS AND PAILS 


HAVE THE “RIGHT . a 3 


CW) 


“Originators of the Corrugated Can” 


ow aw a» aw aw aw aw ow ow aw ow ew aw ew aw ae oe ~ 
| THE WITT CORNICE COMPANY | 
2110 WINCHELL AVE., CINCINNATI 14, OHIO l 
| Please send me your FREE Catalog 
| | 
Name : 
| Address : | 
| 
City Zone Stote ‘ 
Ratthdsemuinicapanenaninanpaanatia J 








$1,000 Daily Sales 


(Continued from page 61) 








Electric tools and plumbing supplies are featured in this neat section. 


The green finish stucco and fibre 
board modern-style one-story build- 
ing has two open back windows and 
an angled entrance. The 90x42-ft 
showroom is finished in a_ blue 
green and has a rose finish tile- 
board ceiling with asphalt tile floor 
covering. 

One of the outstanding displays 
in the store is a 60-ft builders’ 
hardware section, built by the 
firm’s own staff. A built-in 45-bin 
nail counter is the center of the 
builders’ hardware department. 
Several nationally advertised lines 
of builders’ hardware are featured 
by A. H. Oeschger and two assis- 
tants. 

Another do-it-yourself department 
is an 18-ft paint section. Adjoining 
it is a 10-ft wall display of pig- 
ments for mixing colors. This sec- 
tion is second in volume to that of 
the builders’ hardware department. 
Two gondola units are utilized to 
show thinner, shellac, filler and 
other related lines. 

A compact wall unit displays 
electric tools and plumbing items 
on graduated shelving. These are 
supplemented by aisle location 
manufacturers’ display and dem- 
onstration units. 

Ample parking facilities in front 
of the modern-style building are 
among the traffic magnets for the 
firm. 





Ramp Replaces Elevator 





A 30-deg. concrete ramp was in- 
stalled by Stuhlman Hardware Co. 
of 429 S. Wabasha St., in St. Paul, 
Minn., for easier operation and to 
provide more display space. The 
ramp of roughed cement is painted 
red. It replaces an old elevator 


J. L. Stuhlman says that em- 
ployees prefer to wheel merchandise 
on hand trucks from storage base- 
ment to first floor, and vice versa. 
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3 Dealers Organize 
(Continued from page 65) 


and the Tuesday morning editions 
of the other. 

The early-in-the-week insertion 
dates were determined by the proc- 
ess of elimination. Thursday and 
Friday newspapers bulk up with 
food store advertising, so late-in- 
the-week insertion dates were 
ruled out. Hardware stores are 
closed Wednesday afternoons, so 
middle-of-the-week insertions were 
not deemed advisable. That left the 
Monday evening-Tuesday morning 
insertions as the most likely dates. 

The five dealers list the names 
of their stores, the addresses and 
telephone numbers in signatures 
at the bottom of the advertise- 
ments under the title ““Associated 
Hardware Members—Your Most 
Dependable Source of Supply.” 


Use Tie-In Slogan 


For common identification in the 
advertisements only the dealers 
use the name Associated Hard- 
ware Stores and the slogan “For 
quality and service.” 

The questions that naturally 
arise in a cooperative advertising 
program about what items to fea- 
ture are settled each month by the 
dealers getting together just be- 
fore the advertisement is made up. 
Brand names and prices are used 
if all dealers have that item for 
sale and agree on the promotional] 
details. 

The advertisement published in 
May illustrates how the details 
are handled. 

The advertisement featured 11 
different items. 

Brand names were mentioned 
and retail prices given on nine 
items. 

One item was listed without 
brand name, but the price was 
given. This was a hand lawn 
mower at $15.95. Eacn dealer had 
a mower that could be retailed at 
that price, but all were not of the 
same brand. The situation was 
handled by omitting brand name 
and using price. 

One item was listed without 
brand name or price. This was a 
window fan. The sales appeal was 
the statement: “Free installation 
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SMART! SANITARY! UP-TO-DATE! 





Cellulose 
SPONGE DISH MoP 


A proven best-seller . . . unquestionably the best sponge 
mop on the market. Exclusive shape* easily reaches all 
corners of glassware and dishes. Lovely pastel colors and 
attractive sealed packaging give it instant buy-appeal! 
Available in colorful counter display box of one dozen or 
in assortment No. 1856 (see below). 


*Pat. Applied for 


> SEE IT AT THE SHOW BOOTHS 371-373 q 


Introductory Offer 


(good only until Aug. 31, 1954) 


FREE. i: each Assortment No. 1856 


6 additional SPONGE DISH MOPS 


(retail value $3 00 ) 


Boosts Retailers Profit to over 43% 
Order thru your wholesaler today 


Kellogg @ Brushes 


famous name ... famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 


ASSORTMENT No. 1856. Eight 
best sellers—é6 dozen of our fastest- 
moving brushes—with a full 37'2% 
profit for the retailer. Attractive 
space-saver counter display rent 
free with assortment, 


“I 
ban} 








STOCK 'EM... 
DISPLAY 'EM... 
AND YOU'LL SELL 'EM! 





There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
ms « sional workman... to 
FP” ONo. 202 “%-##t-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 

All Klein pliers are 
made of finest tool steel 











individually tested. 
Tops in quality “since 
1857.” Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 


Write for your =e 

free copy of the @ 4 
No. 203 Klein Pocket = 
Tool Guide 
Today! 






DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


a KLEIN & Sons 


CHICAGO 18. ilk 





LMONT AVE 


—precision fitted— | 





this week only. now and 
save!” ° 

Each dealer has been acquaint- 
ed with one or more of the other 
dealers for many years. The pro- 
motion, thus, is the outgrowth of 
a group of business acquaintances 
seeking a solution to a common 
business problem. 


Buy 


Instalment Selling 
(Continued from page 68) 


Sometimes the con- 
tract is refinanced with smaller 
monthly payments. The personal 
calls, plus refinancing, has kept re- 
possessions at a low level. 

The finance company has pro- 
vided Mr. McGowan’s store, and 
the other 80 hardware dealers in 
western Iowa who use the com- 
pany’s services, with a rate card 
and conditional sales contract 
forms. 

The contract form has a brief 
credit application blank at the bot- 
tom. Mr. McGowan checks credit 
applications with the near-by 
Mason City, Iowa, Credit Bureau. 

The finance company takes the 
contracts with recourse. 

Mr. McGowan has been offering 
instalment terms under this ar- 
rangement for about five years. 

“T don’t see how a_ hardware 
dealer in a small town today can 
compete without having a time pay- 
ment plan,’’ Mr. McGowan feels. 


the contract. 


Bank takes paper 
without recourse 


Instalment contracts on power 
tools and power lawn mowers sold 
by the Waverly Hardware & Supply 
Co., in Lexington, Mass., are as- 
signed to its bank without recourse. 

The bank passes on credit appli- 
cations. It accepts the sales con- 
tract and pays the store as soon as 
the merchandise is delivered to ap- 
proved accounts. In case a customer 
defaults, the bank does not ask the 
store to pay off the unpaid balance. 

Credit application forms and con- 
ditional sales contract blanks of the 
bank are kept in the store. These 
are filled in for customers who want 
time payment terms. The credit 
applications are sent to the bank 
for checking. 


Instalment selling 
doubles volume 


Instalment selling is responsible 
for a substantial portion of the 
sales volume of Pershing Hard- 
ware, 432 Pershing Rd., in Chi- 
cago, which has doubled since time 
payments were made available 10 
years ago. 

Financing is handled by an out- 
side company, but payments can be 
made in the store. This arrange- 
ment produces many extra small- 
amount cash sales. 

From 80 to 100 customers enter 
the store to make payments on 
their contracts on pay days, Fri- 
days and Saturdays. Nathan Kessel, 
manager and part owner of the 
store, estimates that one out of 
three of these customers browse 
and make a small cash purchase. 

About half the time payment 
customers make another purchase 
which they finance on instalment 
payments as soon as a contract is 
completed. In fact, the store has 
several customers who have kept 
their accounts active since credit 
selling was inaugurated 10 years 
ago. 

More than 30 pct of the store’s 
volume results directly from credit 
sales, Mr. Kessel estimates. 

Instalment sales, mainly of power 
tools, appliances, and paint, are 
handled through an outside finance 
company. 

The customer fills out a credit 
application form in the store, and 
this information is telephoned to 
the finance company office. Since 
many sales are to customers who 
previously made time payment pur- 
chases, the finance company already 
has a credit rating on file and can 
give the store a decision within a 
few minutes. If the applicant’s 
record has to be checked, a decision 
comes through in four to six hours. 

The contract is sent over to the 
finance company and the store re- 
ceives its money within a few days 
of the sale. 

The store management points out 
that outside financing of instalment 
sales eliminates the need of the 
store putting up its own money, 
that the store is not involved in 
checking credit applications nor re- 
sponsible for collections, and in 


(Continued on page 83) 


HARDWARE AGE, JUNE 24, 1954 














WARE 


Manu, 


Export Di 


HARDWAE 


onsible 
of the 
Hard- 
n Chi- 
‘e time 
ible 10 


in out- 
can be 
Tange- 

small- 


3 enter 
nts on 
3, Fri- 
Kessel, 
of the 
out of 
browse 
lase. 

lyment 
rehase 
alment 
ract is 
re has 
2 kept 
credit 
years 


store’s 
credit 


power 
t, are 
inance 


credit 
e, and 
ied to 
Since 
3 who 
t pur- 
lready 
id can 
thin a 
icant’s 
cision 
hours. 
to the 
re re- 
y days 


ts out 
ment 
f the 
10ney, 
ed in 
or re- 
id in 
ge 83) 


| 1954 















make sledges, 


» but... 


mn 


<‘v 


Put a Warren-Teed Sledge next 

to any other sledge and compare 

them point by point. Right down the 

G, line, Warren-Teed Sledges pack a bigger 
sales punch. 

Check that bright, distinctive Dutch-Blue lacquer; 
the shining faces; and note the smooth radius that gives 
Warren-Teed Sledges greater balance and greater ac- 

curacy regardless of whether they strike high or low. 
But you can’t see everything. Take the steel — it's special open 
hearth steel forged as only the*World’slargest exclusive maker of 
heavy hand tools can forge it. See the number? That's a heat number 
verifying thé~exact content of the steel. You.can‘t see heat treating either, 
but it’s there . . . deep and even in the places where it's most important. 





And finally, to cut your handling costs and boost your sales, these famous 
sledges are packed in tough, attractive cartons that make eye-catching display 
pieces. 

Get the complete story on Warren-Teed Sledges. Clip the coupon and send 


it to us. You'll be on your way to new sales and repeat sales to even the 





most demanding customer. 








Sales Manager 
Warren Tool Corporation 
Warren, Ohio 


O. K. We want the complete Warren Tool story. 


(1 Have your salesmen call 


[] Send us Catalog No. 853 




















NAME 
WARREN TOOL CORPORATION TITLE 
Manufacturers of Warren-Teed and Devil railway track tools See at 
STREET 
General Offices . . . Warren, Ohio CITY 
Export Division . - 30 Church St., New York 7, N. Y. 
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Some of the main flo 
shadow 
feature basement depart 
ment lines or merchand 
being advertised. 


boxes used ft 


First Floor Displays 


Attract Basement Traffic 





FIREPLACE EQUIPMENT 


Why Not Redecorate Your Fireplace Before Xmas? 


(| ANDIRONS and SCREENS 
SOLID BRASS ANDIRONS from 13.95 
Lf BY | sou srass root sers trom 16.95 


PORTABLE GRATES | SACK ond Brass ANDIRONS from 10.95 


BLACK end BRASS TOOL SETS from 10.95 





Choose Prom Three 

















Ditferent Types ALL BLACK ANDIRONS from 9.95 
som $6.95 ALL BLACK TOOL SETS trom 9.95 
SCREENS 
DUTCH LIGHTER BLACK WITH BRASS TRIM from 11.95 
HOOD TYPE SCREENS from 10.95 
SLIDING TYPE SCREENS from 27.00 
ai . | FRAME TYPE SCREENS trom 32.50 
: FIRESIDE aN 
« ) |e wooo — 
: BASKETS ae 




















; BRASS 
Black and Brase 51$13.95 sso WOOD BASKET 
Biack and Bran Hackets nee ten —_ 


$795 |b: 


BLISH HARDWARE CO. 





Solid Brass 

















793 MAIN ST. — MANCHESTER 





Three-column by 8-in. newspaper ad 
typical of firm's single theme adver- 
tising insertions. 


80 


Couple unusual display ideas with single theme 
advertising to get good traffic flow for entire 


two-floor operation 


At the F. T. Blish Hardware 
Co. in Manchester, Conn., Earl G. 
Seaman and his son, Robert E., are 
constantly changing the layout of 
the store. Modernization is and 
long has been a continuing process. 

While the Seamans seek to give 
as much attention as possible to 
their basement departments with 
first-floor shadow boxes, they also 
pull traffic for the entire store by 
constant advertising with one line 
or department as the theme. 


Customers entering the first 
floor of the Blish store at 793 Main 
St. immediately note several! 
shadow box displays of basement 
department merchandise. The 
shadow boxes were installed sev- 
eral years ago as part of a modern- 
ization program to lower old- 
fashioned high shelving reaching 
to the ceiling. 

Now all featured merchandise 
in the regular wall displays is 
at a level enabling most people of 
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If you're searching for. 


EXTRA PUMP PROFITS 


> il 
soon 
ee it’s the sales you don’t make that really hurt! If you've 
? 
a 
Ps been losing pump sales because you didn’t have the right 
o pump at the right price — these two new Goulds pumps are 


going to be mighty welcome discoveries. Better see ‘em 
right away... at your Goulds distributor’s. And while 
you're there — let him show you the complete Goulds line 


— for a completely profitable pump business! 


FIG. 3371 






FIG. 3658 


1% H.P. DEEP WELL PUMP 


For deep well jobs where pumping level is not more 
than 130 ft. A completely packaged unit, less tank, 
with all famous features of Goulds Jet-O-Mati 

yet priced for volume sales! Easily installed on 


ae a a 


MULTI-STAGE JET PUMP 


Built especially for those extra deep well jobs (up 
to 200 ft.) where higher pressures are required. 
Delivers up to 1175 G.P.H.— may be used for 
Single or twin pipe jobs. 2- and 3-stage models, 


3 le ; 
“ %,l andl ; H.P. units. Easy to install. . . easy single or twin pipe systems — capacities up to 670 
service, too! gallons per hour! 
” 


r 4 

, See your distributor 
Hf or write Dept. HA-17 
% GOULDS PUMPS Inc. 


*s. Seneca Falls, N.Y. Ww Since 1848 _/ 


7 - 
~ = 
ae ae os ae on a FOR EVERY FARM AND HOME NEED 


WATER SYSTEMS 
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| Long wall display of luggage with center section of fireplace goods in center 
of an upper shelf provides ample room for comparison and selection. 


average height to easily reach it. 

The wall above the shelving is 
flush to the edge of the shelves, 
providing storage space behind the 


| walls reached by a catwalk. 


When a certain type of merchan- 
dise sold in the basement is fea- 
tured in an ad some of it is given 
space in one of the front-of-the- 
store shadow boxes. 

A month prior to Christmas a 
newspaper advertisement was used 
to promote the sale of fireplace 
equipment. At that time the first 


| shadow box on the right hand side 
| of the main floor was given over to 
| equipment “to redecorate your fire- 


place before Xmas. 


” 


A firescreen, 
andirons and a brass plated wood 
basket were featured items in the 
display. Luggage, another base- 
ment line, was displayed in the 
shadow box directly opposite the 
fireplace equipment showing. 

Fireplace equipment is one of 
the departments in the basement 
not easily seen from the broad 
staircase leading from the front of 
the main floor down into the base- 
ment. So the Seamans set a few 
pieces of fireplace equipment on 
part of the upper shelf in the lug- 
gage section. A grate and some 
andirons were on a table given 
over chiefly to luggage. 


The net result of using single 
theme ads, shadow box displays 
and some basement mixed displays 
has been to draw customers 
throughout the basement to be ex- 
posed to other merchandise. 


HARDWARE HUMOR 








© Hardware Age, 195 


"Johnson! Bring in another roll of 
that flowered paper like Mrs. 
Murphy bought.” 
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Instalment Selling 


(Continued from page 78) 


case a customer cannot obtain 
credit, the finance company not the 
store is “to blame.” 

Instalment customers may make 
payments at the finance company, 
but about 90 pct elect to make them 
at the store. Collections are taken 
by the store bookkeeper and turned 
over to the finance company. 





Used Appliances Ad 


Sale of trade-in home and farm 
appliances is expedited by ads such 
as this 414-in. insertion used by 
Seela Appliance & Hardware in 
Jefferson, Iowa. Display style ad- 


eimai 
USED 
APPLIANCES 


SPECIAL 
Of The Week 


Se 
is boos 


DAIRY WATER HEATER— 
New Heating Element, New 
Thermostat and Fittings and 
completely reconditioned. 

Only : $45.00 








4 





ELECTRODAY 4 Burner Electric 
Range- Oven and Waist High 





Broiler ow. once pee 
FRIGIDAIRE 9 ft. Refrigerator 

Excellent condition $89.50 
SUN FLAME Oil Circulating 


Heater, Tank Attached ____-$35.00 





Seela Appliance 
and Hardware 


vertising in the classified columns 
of a local paper attract many used 
equipment seekers, who will buy 
other merchandise on impulse. 

A special of the week is usually 
featured as in this ad. 
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**It’s no use, Mike . . . these are 


Campbell Chains!” 


There’s no substitute for safe, long-wearing 
CAMPBELL CHAIN for hundreds of jobs of holding, 
hauling, or hoisting. Campbell makes chain in any 
size, grade or specification. Each link is inspected 
to assure rugged dependability. Order CAMPBELL 
CHAIN in the handy CAM-PAK . . . display it on 
the eye-catching Display Merchandiser. Your 


jobber can give you complete information. If you 





prefer, write direct. 


CAMPBELL CHAIN Company 


TT nema, — OT cng 


a sa 7 ee 






ER ae a APOE, ena 


Vg a 
jh 2 = 






CAMPBELL 
CHAIN 


eee 





Main Office, York, Pa. « West Burlington, lowa 
Portland, Oregon * Sacramento, California 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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New ceiling, more lights for display and decoration make 


department a more attractive section. 


Changing 


Store to 


Housewares are visible from many angles through the use 
of these shelves on saw-tooth wall. 


Meet Changing Market 


When business with 
coal miners declined, 
Pennsylvania firm be- 
gan changes to attract 
more feminine traffic. 
The idea is working. 


84 


kor more than 55 years the firm 
of Jere Woodring & Co. in down- 
town Hazleton, Pa., has served the 
anthracite coal regions. With busi- 
ness in the anthracite field slow, 
and a declining population in the 
area, started a 
modernization project, increased its 
advertising and started a series of 
night demonstrations in the store 


Woodring’s has 


to attract more traffic and build 
sales. 
The modernization and _ other 


4 


changes are part of a program to 


hold old customers and attract new 
trade. Housewares and gift sec- 
tions were the first departments to 
be subjected to complete moderni- 
zation. 

And the program works well 

New display units are being con- 
structed by members of the staff, 
as part of a complete departmental- 
ization of the double store. The 
corner unit is the larger of the tw 
with its center reserved for seasonal 
merchandise. The 12-month de- 
partments are arranged along the 
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walls of the larger display room 
and in the smaller store. 

The most unusual new display 
in the firm’s retail division is a low 
hanging egg-crate ceiling running 
30 ft along one side of the larger 
store. This is used to feature a 
wide assortment of lighting fix- 
tures. The ceiling is a bright yel- 
low and the panels for showing 
fixtures are light green. All fix- 
tures are connected for demonstra- 
tion. Together with tables for 
showing table lamps, and wall cases 
with wall lamps, the corner of the 
store actually glows. 

A housewares section, in a cor- 
ner location, has been designed to 
catch the eyes of visitors in any 
part of the store. A secondary saw- 
tooth design wall extends along the 
building wall. Each segment juts 
out so that its six-foot sides form 
a 30 deg. angle to the building wall. 
Four rows of adjustable glass 
shelving run along the sawtooth 
section. 

Chief display feature of the sea- 
sonal section of the larger display 
room is in the form of 14 identical 
gondolas, each seven feet long and 
equipped with five glass shelves in 
graduated sizes. The seven foot 
gondolas are mounted on sturdy 
legs to permit easy shifting, fully 
loaded with merchandise, on dollies. 

The gondolas may be set cross- 
ways in pairs back to back, leaving 
wide aisles on either end of each 
pair. They also fit lengthwise in 
the store, in pairs end to end, with 
cross aisles between. Gondolas may 
be massed in squares about alter- 
nate pillars without blocking the 
aisles and with either sides or cor- 
ners toward the walls. They may 
also be used in combination ar- 
rangements. 

When Woodring’s holds a night 
demonstration in the center space, 
the store doors are closed at 6.00 
p.m. with the staff having every- 
thing in readiness for demonstra- 
tion purposes by 7.00 or 7.30. 
When the demonstrations are con- 
cluded by 10.30, the staff can have 
the display room back in order by 
midnight. 

Most demonstrations are held on 
Friday nights, Thursday being a 
night when all the merchants in 


(Continued on page 94) 
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THE PAINE COMPANY, 15 Westgate Road, Addison, Illinois 
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we FOR TILE-CONCRETE- WOOD | 
iN SLATE - STONE - BRICK - MARBLE | 
‘ CAND OTHER SIMILAR MATERIALS 


..» the bits with the 
CARBOLOY TIPS 
that cut masonry easier 
and faster 


Now available, this simple, effective new merchan- 
diser is supplied at no extra charge over the regular 
price of the six drill bits it displays. Bits are the 
six assorted sizes most in use. Merchandiser is 
packed in a corrugated shipping container with the 
bits, so that dealers’ orders can be filled without 
fuss, bother or extra billing. 


And these drill bits are in demand. Here’s why: 


The combination of three design features — a 44° 
spiral, wide flutes, and narrow lands — gives the 
drill operator (1) automatic dust ejection and (2) 
fast cutting action in hardest material with no bind- 
ing from heat or dust jamming. 


These popular drill sizes are contained 
in the merchandiser: 
.” ~ - —T > 
4" —5/16" —Y_” Yo" fa" —Y 


Write today to place your order or 
ask for further details. 





‘ 
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MOP QUALITY BATTERY 


Only Olin has the modern new design that 
prevents sudden battery failure. An exclu- 
sive new leakproof formula combines 
double-wall construction with Olin’s magic 
new chemical sealant SOLINITE*. Can't 
leak... can’t ruin flashlights. 

























More and more customers are making Olin 
leakproof batteries their first choice for top 
flashlight performance — more light when 
they want it... sure light when they need it! 


ILIN 


ter ; 





Stock up now for the busy summer season 
ahead. *Olin’s trademark for corrosion inhibitor 








Your Customers Look For This Important Guarantee: 


Each Olin battery carries this printed guarantee: 
“If this battery damages your flashlight, send it 
with battery to us. We will promptly give you free 
a new flashlight of equal value plus batteries.” 





OLIN—THE MODERN BATTERY 


ELECTRICAL DIVISION, OLIN INDUSTRIES, INC., NEW HAVEN 4, CONN. 
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Bill Dieruf tells the story of a 25 cu ft upright freezer at the store. 


Three 
‘Freezer Sales 


‘a Week 


Co-operative Plan 





A Kentucky dealer uses frozen food plan to help merchandise freezers. He sells the 


freezer, a market sells the food—only the initial food order is taken by the hardware firm 


Combination freezer and frozen 
food purchase plans are not un- 
common. 

William and Ed Dieruf of Dieruf 
Hardware & Implement Co. in 
Lexington, Ky., are among the 
hardware dealers working under 
such cooperative plans. Theirs is 
With the Jefferson Meat Market in 
Louisville, 12 miles distant. The 
Dierufs sell the freezers, the mar- 
ket handles the food plan. 

The hardware firm accepts or- 
ders for the initial four-month 
food purchase, but the food is de- 
livered by the market, all reorders 
being handled entirely by the 
market, 

How well does the plan work? 

The Dierufs average three home 


freezer sales each week, mostly in 
the $600 price range. 

William Dieruf has outlined his 
experiences before several group 
meetings of the Kentucky Retail 
Hardware Association. He says, 
“The freezer food plan requires 
training if you are going to sell it. 
You must answer all questions 
truthfully and clearly.” 

The most effective presentations 
are made during evening calls 
when both husband and wife are 
present because of the size of the 
sale involved. Initial home con- 
tacts made by the Dierufs have 
closed 75 pct of the sales they 
sought to make. Selling food sav- 
ings possible with the 15, 19 and 
25 cu ft upright freezers is the 


merchandising point which has 
enabled the firm to achieve its 
substantial volume in these units. 

That the quality of the food 
offered in a package plan is of ut- 
most importance is emphasized by 
Mr. Dieruf. He says, “A dealer 
should turn this aspect of the food 
plan operation over to an estab- 
lished high-quality food dealer in 
his community. The latter must 
have the reputation for having 
quality foods and the know-how to 
keep the freezer customer satis- 
fied. This is especially important 
because pleased food plan custom- 
ers provide some of the best leads 
for freezer business.” 

Many prospects for freezers are 


(Continued on page %) 


HARDWARE AGE, JUNE 24, 1954 





Tur 


sail ater eshabtat oe 


“tas wie. 





7 
; 
| 


WHIT 
TRIM 


eve its 
e units. 


estab- 
aler in 
r must 
having 
how to 


t leads 


ers are 


, 1954 


Turn Vague Shoppers 


HE Buy-woRD f 
[} NNIN ; 
\4 AND FREEZING 
€Qu 


ro VOGUE bovers: 


“ COLANDER 
. . WR113 4qt.—Packed: 2 doz. 
Ingen a Wt. per carton: 6 Ibs. 
VOGUE 


COLD PACK 
CANNER 
Holds 7 one quart jars E FEDERAL 
WR 220 19% at. BACOLD PACK Al 
Packed: 3 doz. = : 
Wt. per carton: 22 Ibs. 


ins TITANIUM, the miracle PRESERVING 
Piece makes Federal Vogue KETTLE 


HITER! STRONGER! > Easy tilt handle for 


LONGER LASTING! 


WHITE PORCELAIN ENAMEL ON STEEL . . . RED 
TRIM... NO SCOURING . . . FOOD SOAKS FREE 
NO SEAMS TO HOLD FOOD PARTICLES 


pouring. WR 440 
17 qt.—Packed: 2 doz. 
Wt. per carton: 22 Ibs. 


FEDERAL ALUMINUM WARE 


ALL PURPOS 


BLANCHER: C00 


DANDY FOR 
FREEZING 
FOODS TOO! 


FEDERAL 


Fine quality, 
durable, lustrous—— 
and priced 

to move fast! 


hae oe 


ptt ssseee 
PRESERVING KETTLE 
ee! 








Give the ladies a choice of all these 


FEDE! 










—the most complete line of canning items on the market— 





BLANCHER 
WR8X—Packed: % doz. 
7 qt. perforated inset—8 qt. pot 
Weight per carton: 12 Ibs. 


MAKE THE 
CANNING SEASON 
PAY-OFF 
FOR YOU, T00 





FOOTED COLANDER 
#B-113 (4 Qt.) Footed Colander 
Packed: 1 Doz. 

Weight per carton: 12 Ibs. 


¢ LARGE ROUND DISH PANS 
Roll Rim 
Used extensively for preserving 
#B-17 (15 Qt.) Dish Pan 
Packed: | doz.— Weight per carton: 30 Ibs. 
#B-14 (11 Qt.) Dish Pan (not illustrated) 
Packed: 1% Doz.— Wt. per carton: 32 Ibs. 


; a, 
4 FEDERAL . 





mm __ FEDERAL 
1 COLD PACK Bp TL 


GREAT TO 
PREPARE FOODS 
FOR FREEZING! 


—_ 


0 acon at 


. BLUESTONE 
all 


COLD PACK CANNER 
#B-95 (36 qt.) Vapor-Seal Canner, complete with 
galvanized combination rack to hold 9 one-quart 
jars 7 half-gallon jars. 






PRESERVING KETTLE & Packed: % doz.— Wt. per carton: 21 Ibs. 
FEDERAL . 
Colp PACK #B-40 (17 Qt.) Preserving Kettle 
CANNER Packed: '4 Doz. 


Weight per carton: 20 Ibs. 


PORCELAIN 


L % FEDERAL 
— COLD PACK CANNER} eT 
#B-120 (19 Qt.) Cold Pack Canner 
COLD PACK CANNER & na Feksanet at Sb 
#B-125 (24 Qt.) Cold Pack Canner HEAVY- GAUGE ‘anne 


Holds 8 one-quart jars Weight per carton: 21 Ibs. 
Packed: % Doz. STEEL! 
Weight per carton: 22 Ibs. 


FEDERAL ENAMELING & pbspamendirtares COMPANY 


World's Largest Manufacturer of Enameled Kitchenware 


CANNING AND FREEZING ITEMS! 
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BALLONOFF PRESENTS 





[o 


\ 
~ 


by Topper 


What Hope is to Crosby, what 
ham is to eggs... that’s what 
Ballonoff is to the stove pad business. 

It was back in 1929 (the year most businesses were 
ending) that Ballonoff Metal Products Co. started mak- 
ing stove pads. 

Those first ones were bright metal pads. Now 25 
years later both stove pads and Ballonoff have come a 
long way. 

As thousands of retailers know, Ballonoff pads are 
called “Pro-tex”. They are sold from Hoboken to Palm 
Springs. And they come in a fantastic array of patterns. 
There are apple patterns to match cannister sets. There 
are scenic designs for Early American kitchens, for 
modern kitchens, for Dutch kitchens . . . well, for 
every kitchen. There are sizes for stoves, for washers, 
for dryers. 

In fact, just the other day President Irv Ballonoff 
received an order from a New York jobber. Tagged at 
the end of the order was the penciled notation, “Please 
send six dozen extra large pads for washing machines.” 


* * * 


What about profit, you ask? Right now Ballonoff 
Metal Products has a special 50% profit assortment. 

That’s right. 

50% profit on clean items . . . no dead merchandise. 

One is the #1450 assortment featuring the popular 
Pro-tex Gay-Lin design. It looks like linen, wears like 
iron, sells in a flash. It includes the most popular size 
pads. Each assortment costs you $14.50 and retails 
for $29. 

The second special is our #1349 assortment with the 
smart Pearl-Tex design that blends with pearl table 
tops and dinette sets. Like the #1450, it includes differ- 
ent sizes. The assortment costs you $13.49, retails 


for $26.98. 
* * * 


Many Pro-Tex pads come with a one-year warranty. 


And if you think customers aren’t impressed . . . 
well, you ought to see the overworked mailman who 
delivers those warranties to us! Every day we get hun- 
dreds. And every pad carries the Good Housekeeping 
Seal, another impressive sales fact for the consumer. 

Now is the time to cash in on Pro-tex stove pad 
profits by Ballonoff. For more details, write to 


BALLONOFF metal products co. 
Cleveland 15, Ohio 


eoesseeee Se eoes,, 
. 
. 


oo” e: *. 
: Topper says: “se . 
: Pro-tex is tops for protecting ***% 
4 fine surfaces ” 
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You'll find. the 
famous LUX line of 


time-reminder products 
in BOOTH 1351 


Nationa 
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Atlantic City 
We'll be looking for you! 


*July 12th- 16th 
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THE LUX CLOCK MANUFACTURING COMPANY 


WATERBURY, CONNECTICUT 








60% of Business in Builders’ Hardware 


(Continued from page 74) 


attract many customers going to and from the other 
stores in the center. 

Four foot storage areas on each side of the store 
make up for the space lost by use of rear-of-the-store 
display windows. 


This letter tells the firm's story of its reopening plans, 
and completeness of new stocks. 





HELLMAN HARDWARE 
6901 LA TITERA BOULEVARD 
LOS ANGELES 45. CALIFORNIA 
(Near Westchester District) 
OfRtchard 2.5100 





ORegon 8-473] A Aree Toit Pree 








retail hardware firm ir 
ause we foresaw 
951, we sold our 
eles and moved 
great future, 








TER, We feel that this area has a 
is why we immediately made our deci 


oo oth ecision to rebuild, 
even before the fire was out! 
We have made elaborate plans to welcome you to our 


beautiful new store. Our original staf 

greet you on our Grand Re-Opening [ 3 Priday and Saturday, 
September llth & 12th from 9:00 A.M 9:00 P.M, There will 
be 1,000 freo gifts giver + sand many valuable prizes! 





We sincerely hope you'll be with us to help us celebrate 
the Grand Re-Opening of Hellman Hardware. , .Westchester! 


Yours Very Truly, 


HELLMAN HARDWARE 


oy 





7 4 
‘TiS 7 © A MEMBER OF THE EETAR MERCHANTS CREDIT ASSOCIATION 











At the front of the store, the four foot storage 
areas begin on one side 15 ft from the plate glass 
windows. This plan gives a 40x15-ft display area 
just inside the visual front windows. The women’s 
side of the store is used for display of giftwares, 
the opposite side being given over to 52-week show- 
ings of power tools and toys. 

At Christmas time a larger number of adjustable 
shelves are installed for expansion of the toy section. 
The 12-month toy department always has at least two 
full wall shelf sections for these lines. 

On the women’s side of the store, the four foot 
storage area runs for 64 ft, that on the men’s side 
running along the wall for 105 ft. 

The men’s side of the store has 24 ft of garden 
tool displays, 45 ft for paint and 30 ft for over-the- 
counter builders’ and cabinet hardware sales. 

Floor space toward the rear-of-the-store entrance 
is given over to seasonal merchandise displays. 

Gondola units at the Hellman store are six inches 
narrower than those used in most hardware stores. 
This permits the store to have three rows of gondolas 
running lengthwise. 

Unlike the former store, which was painted in one 
color, the new display room has a three-color 
arrangement. Interior walls are painted coral. The 
builders’ hardware section is ivory and the back- 
ground for household merchandise is a pale aqua. 

In September, 1953, the firm announced the re- 
opening of its Westchester district store with a 
letter to all customers on its mailing list. Stressed 
were the completeness of stocks, the firm’s continu- 
ous operation since 1880 and the fact that its staff 
from the previous Westchester store would be on 
hand to welcome visitors. Souvenirs were offered, 
as well as drawings for a variety of merchandise, 
with no purchases being required for participation 
in the drawings. 





Outdoor Seasonal Displays 


Build Good Traffic 


The Hamacher store’s traffic 
continues to increase not only be- 
cause of outdoor display, but also 
because of the firm’s frequent use 





Seasonal merchandise gets out- 
side display whenever the weather 
is favorable at the Hamacher 
Hardware Co. in Madison, Wis. 
These displays are placed on a 5-ft 
cement walk running the entire 
width of the 25 x 50-ft visual front 
store. 

People availing themselves of 
the free use of the store’s parking 
lot, occupying the balance of the 
75 x 130-ft plot are attracted by 
the neat store, its ample parking 
facilities and the wide variety 
of do-it-yourself merchandise it 
offers. 

Wheel barrows and woven wire 


92 


were shown on the walk in Janu- 
ary and February with a good in- 
crease in the early sale of these 
items for Hamacher’s. Early in the 
spring of each year Mr. Hamacher 
shows fertilizer, garden tools and 
other lawn and garden merchan- 
dise on the walk in front of his 
store. Hand and power mowers are 
featured on the walk in the early 
spring. 

Volume on outdoor displayed 
seasonal goods is high because of 
the many people using Highway 
113 going to and from their jobs. 
Many of these people note the out- 
side displays each business day. 


of handbills sent to 2200 homes in 
the area. 

Furnished by wholesalers these 
circulars call attention to the firm’s 
location, merchandise and parking 
facilities. 

The owner and his three-man 
staff — part-time employees — are 
always willing to repair storm 
sash and screens and perform 
other services for customers. Al- 
though the firm does not sell or 
repair major appliances it does 
arrange for servicing of electric 
housewares as a customer con- 
venience. 
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More Satisfactory Profits from 
nivance | Service Calls with MSP 


vvches | Quality Brass Trim 


> stores. 












Use MSP Brass Trim as replacements on your 
rondolas service calls. It's more profitable to you. It's more 
satisfying to your customers. MSP Brass Trim 
works easily — doesn't balk! Your time on the job 

































d in one 2 
is less — your profits greater. And the trouble- 
‘ee-color ‘ . a ae ‘ 
al. Th free service and long life of MSP Trim wins friends 
vag and holds customers — as you will see when you 
ie back- stock and use this better trim. 
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: Elevated type patented 
its staff * direct compound lever 
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’ competitive installations. | 
bien | Stacked with Sales Appeal! 
andise, 
cipation 
| New Inner-Seal Queen B and B Paks attract attention 
Ul . . make impulse sales! They're packaged in the exact 
lengths customers ask for . . . and each pak contains 
traffic complete instructions on how to weather-strip! 
only be- INNER-SEAL Queen B and B Paks are compact . . 
but also easy to stack and easy to stock, easy to display and sell! 
03 MSP BALLCOCK : _ a : 
rent use Quiet-operating elevated Cash in on these profitable salesmakers. Order your 
° irect un > 3 2 ; 
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BRIDGEPORT FABRICS, INC. 
BRIDGEPORT 1, CONNECTICUT 





Combining the Best in Materials and Crafts- 
manship to Produce Truly Fine Vitreous China 
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CASH IN 
WITH THIS 
PROVEN 
SELLER 


Millions of people, coast to coast, have 
bought Magnagrip for their own homes 
and as gifts. Order your Demonstrator 
Unit now and get your share of profits! 





~ Mew MAGNAGRIP 
— Demonstrator Unit 
«GCN Automatically 


* * ** 


CUSTOMERS CAN’T 
RESIST TESTING 
THE POWERFUL GRIP 


SELLING CARTON IN 
BASE POINTS UP WIDE 
VARIETY OF USES 


This small size attention-getter and 
salesemaker takes only nine inches 
of counter space! Use one in your 
housewares section — one with small 
tools. See how customers demonstrate 
to themselves the marvelous magnet- 
ism of Magnagrip — how the Demon- 
strator makes Magnagrip an auto- 
matic companion sale with household 
implements and tools! 

Yes, millions of Magnagrips are 
already in use, and the new Demon- 
strator is multiplying sales daily. 


HERE’S THE DOLLARS-AND-CENTS PROFIT STORY 


On initial order, Magnagrip Demonstrator Unit is 
packaged in a compact corrugated box containing 
1 Dozen No. 9 Deluxe Magnagrips @ $3.49 List 
(individually boxed in display carton which fits 
base of Demonstrator) plus 1 Demonstrator (com- 


Demonstrator Unit 

(1 doz. #9 —e 

7 49 list, 
monstvater and sample DM! 

Magnagrip at cost) 


ORDER NO. 


Replacement Cartons 
(1 dez. #9 Magnagrips Ri 
in new display box) 


your cost 
$26.87 $41.88 list 


$25.13 $41.88 list 


plete with sample Magnagrip and chained-on 
spatula). Demonstrator is supplied at cost. Re- 
placement orders consist of new display cartons 
each containing 1 doz. Magnagrips. Freight pre- 
paid on orders totalling 72 or more Magnagrips. 


YOUR GELLING YOUR PROFIT 
$15.01 


$16.75 


Order from your wholesaler or write for further information 


PHELON MAGNAGRIP CO., INC. 


e EAST LONGMEADOW, MASS. 











Changing Store 
(Continued from page 85) 


the city have their stores open for 
business. 

The most recent demonstration 
drew more than 800 visitors. It 
was a do-it yourself night featur- 
ing demonstrations of several 
kinds of power tools, painting 
methods and the laying of linoleum. 

A home appliance demonstration 
was the most successful single pro- 
motion, 1500 people crowding into 
the store for that event. 

Despite a blizzard on the evening 
of Nov. 6, 1953, more than 500 peo- 
ple turned out to attend a toy night 
presided over by Santa Claus. A 
repeat performance a week later 
attracted 700 registrants, registra- 
tion at this and other evening 
demonstrations entitling partici- 
pation in drawings for some high- 
priced merchandise. No purchases 
are required for such participation. 

At both of the pre-Christmas 
demonstrations and throughout the 
Christmas shopping season, gifts 
were sold to youngsters at 25¢ each. 
These wrapped packages contained 
holdover stock from the warehouse. 

Officers of the Woodring com- 
pany are: Howard Weyhenmeyer, 
president; Charles Weyhenmeyer, 
vice-president and treasurer, and 
Sherman Smith, secretary. 





Quality Toy Lines 
(Continued from page 69) 


Much of the toy selling is handled 
by these young ladies, but as none 
of our salespeople are assigned to 
any particular section of the floor, 
they go where they are needed. 
Low tables encourage self ser- 
vice and self selection. The tables 
used for toys can be folded, mak- 
ing seasonal expansion and con- 
traction of the department easy. 
Four adjustable glass shelves 
along the 10th Ave. wall of the 
store are under a line of shielded 
lighting fixtures. Miniature con- 
struction machinery, games and 
other easily handled items are 
shown on these shelves. 
Archery equipment, 
cars and other games are shown 
on the low tables. There are also 
two metal racks of children’s rec- 
ords and books. Doll buggies, 
velocipedes, scooters and other 


miniature 
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RIGHT 


CONTACT 
FOR ELECTRICAL SUPPLIES 


( 


With a tradition of 
‘DEPENDABILITY 
—— ee 7 ; 


HEAVY DUTY EXTENSIC 
with molded-on 
‘attachments 

- in 17 sizes and lengths 
from 10 to 100 feet of Type S 
or SJ rubber jacketed service 7 
cord. Every component partis — 
UL listed. For POWER TOOLS, 
FLOOR POLISHERS, PROJEC- 
TORS, OUTDOOR LIGHTING 
LAWN EQUIPMENT, etc. 








NEW ROYAL NO.2 
WIRE DEAL 


1500 feet of 5 
every - day 
© wire types in 
i" new assort- 

‘ment, plus all- 

steel display 

’ with built-in J 
wire cutter. 





CORD SETS 
Attractively 
Packaged 

EASY TO SELL! | 


THRU YOUR WHOLESALER 


Vahey WIRE + FUSES 


CORD SETS WIRING DEVICES 
DECORATIVE CHRISTMAS LIGHTING 


ROYAL ELECTRIC COMPANY, Inc. 
Pawtucket * Rhode Island 
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_ our sales spice’: 
means more gravy for you! 


tt oq Come cook up your profit plans in * a4 . 
t * - bs .* e 
~ LOS ANGELES |: 
. is e* 
re Ne _ >* Ce “a tos Ms . ‘ 
~ +. - = . — ~ : 3 S - > >a iy “ 
* i . ‘ 
» on guly 25-30th at the 
a ss . 
39th CALIFORNIA 
. » si 


7 
. . . . . * 
. where things are simmering with more than . 
* 
. 500 exhibitors showing more than 100,000 items . 
- 
a ... the complete California market, top lines . 
) ean 
,« from all over the U.S., and 1600 foreign lines! *~ 
re oy 
~ “— 
4 Merchandise Mart » Brack Shops + Individual Showrooms ‘x 
nom Biltmore and Alexandria Hotels cae 
A .. 
iy , ies . o> = - = Py “. 
~ . ew ete ie ss .* ° +<.™ 
\ -— -S | » ws - ~*~ < a 
st me 
~~ ! 
= 


=. and august 1-4 at the °° 


yy 


th, bs 
= 6th WESTERN - 
dy s 
. A, 
' HOUSEWARES SHOW - 
‘. . 
++, nearly every big name line in America here in ai 
Ftd one pot, well seasoned with top executives so you «‘ 
- can pepper your plans with fresh promotion ideas a,* 
2 ...and get the full flavor of an open-booth show! *» 
bie a er 
(Ye. shrine s 
| ” 3 A . + , 
“ @& &.. exposition hall ° 
<* 1 Se ~-, ~ = . 7 ~ 
~ ’ a rae ye olen ote be: 


Managed by Los Angeles Trade Fair, Inc. 
Sponsored by the Los Angeles Chamber of Commerce 
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VLCHEK 


CLAW HAMMER 


] Place this fine hammer in your 
) customer's hand. 


2 Let him judge its wonderful balance 
) and good looks. 


Point to its head of special analysis 
steel, heat-treated for exira strength. 


CA Point to its finely drawn claws, 
beveled face, and selected hickory 
handle. 


C\_ Name the price—he'll see at once the 
= value. Chances are — the 
‘Seas is made. 


ma fast-selling 

- PLASTIC 
TGs BOXES 
by VLCHEK 





Attractive, practical design, durable 
construction. Tight fitting cover stays 
¢losed—various compartment arrange- 
ments to fit any need. Twenty standard 
boxes available from stock, ranging in 
size from 442” x 2%" x 1” to 10%" x 6.4"x 
1%”, Sturdy, crystal-clear, molded plastic. 


Write now for catalog and prices. 





VLCHEK TOOL co. 


3001 East 87th Street 
Cleveland 4, Ohio 
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wheel goods are displayed in an 
aisle location. 

Juvenile furniture, larger wheel 
toys and a variety of other toys 
are shown on platforms. 

Pre-school toys are featured on 
one table, coloring books on an- 
other. Housekeeping tables have 
their own section. 

An electric train layout, large 
size wheel goods and some of the 
bulkier toys are shown in the front 
end of the hardware section, ap- 
proached from the main floor toy 
display by a ramp. 

Mr. Craig says of the division 
of the department, “It is easier, we 


believe, for the men serving the 
hardware section to sell wheel 
goods, playground equipment and 
such lines than for the girls in the 
housewares section.” 

In the warmer months toy de- 
partment space is expanded for 
showing wading pools and other 
summer items. Once a month a 
window is devoted to displaying 
either toys or wheel goods. 

Windows 15 ft long on 10th Ave. 
are used for toy and wheel goods 
displays much of the year. A hard- 
ware department window on an- 
other street is partly used for toys 
in the Christmas season. 


Three Freezer Sales a Week 


(Continued from page 88) 


4 
betes. | 
~~ 
ico} 
bin 3 
4 
ms 
~ 
“4 





The Dierufs and two service men load a freezer for delivery to a customer's 


home. 


obtained by the firm through tele- 
direct mail, 
newspaper advertising, in-store 
display and house-to-house can- 
vassing. Store demonstrations of 
freezer use by trained home econ- 
are another highly effective 
sales key employed upon occasion 
by the firm. 

Most of the freezers are sold on 
1 24-month payment plan, financed 
through the Citizens Fidelity Bank 
& Trust Co. of Louisville. After 
a 10 pet down payment on the 
freezer alone, customers make two 
payments each month. One is on 
the freezer, the other on the food, 
financed over four months through 


phone solicitation, 


omists 


Left to right: Bill Dieruf, Albert Gregg, Frank Dutra and Ed Dieruf. 


the same bank by the food sup- 
plier. 
Food is financed on a_ non- 


recourse basis. 

Careful credit 
made 
up to the present time. 

Food and financing arrange- 
ments were made by Dieruf 
the help of the Amana freezer dis- 
tributor, Stratton & 
of Louisville. 

Enthusiastic about the plan, Mr. 
Dieruf says, “The freezer food 
plan has a basically sound appeal 
to the housewife. Food budgets 


screening has 


repossessions unnecessary 


with 


Terstegge Co. 


and preparation are very impor- 
tant to her.” 
HARDWARE AGE, JUNE 24, 1954 
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For the 14” electric drill owner 












Let him see the 
ALL-NEW Snell 
8 piece, self-selling 


BEST-BORE 
BIT SET 


















INSIDE-OUTSIDE 
PULL-PUSH WHITE TAPE 





Die cast case finished in heavy chrome 
or zinc chromate. Automatic brake — 
replaceable blade. 











No. 406 Made in 3 lengths — (6 ~ : 
(8 ft.) (10 ft.) 





A White Tape in Powder Blue, Copper 
Tone, Silver or Bright Plated Cases. 







No. 380 — a 6 ft. tape designed for 
beauty as well as utility. 








A 50 ft. Steel Tape in 
Chrome Plated Case. 













Also furnished in zinc 
chromate and black 






wrinkled finishes. 










cig Raiegree tee 
Seals a Mee 






No. 718 Utility Knife 






Bye. 


Fine quality, rugged, five extra 


a $2.49 








































fi 
f 
: 
blades in handle — a quick seller at 75¢ 4 4 
H| @ Faster, cleaner boring o<a' 
WALSCO PADLOCKS i in all wood, plywood, 
; Fine quality, sensible prices, good design a | pressdwood, plaster, 
i make the Walsco Line an easy one to sell. plastics, etc. 
4 L | © Bit = "” = Fpl ye” 
4 ’ 56” - %" . %' oy. 
. ° felon for — thd overhead — at an angle — 
; ORDER ° as . 
: in hard to reach spots — mortising — doweling. 
FROM by . . 
4 YOUR J ® Bits packed and protected in handy permanent 
} be | plastic case, in eye-catching orange and blue 
i JOBBER. fl| ‘ ae . 
q | display box, with instruction booklet. 
. | 
: WRITE FOR Fi Sell Your Customers No. 8 BEST-BORE—the 8 
COMPLETE j piece bit set that makes any electric drill eight 
CATALOG. i times as useful! 
| 
‘ SNELL DIVISION, 
] THE WATERBURY LOCK & SPECIALTY CO. ae PARKER 





| WORCESTER 1, MASS.* U.S.A. _| MASS. ¢ U.S.A. 








ae i eae se 2S: * 
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for Every Dealer! 
STER 


QS 
KESTER 


METAL MENDEA 











ewes: 


KESTER 
SOLDER 


KESTER 


RADIO 


SOLDER 


\ SOLDER J) 


by, 25 


° KESTER ® 6 = e 
ACID-CORE SOLDER 
General Work; 

1 and 5 Ib. spools 


© By ° Kester ptastic ° 
ROSIN-CORE SOLDER 
Radio-TV, etc. 

1 and 5 Ib. spools 


KESTER 
RADIO SOLDER 
Rosin-Core for 
everything electrical 


KESTER 
METAL MENDER 
Acid-Core; 
25c package 











nk we om 


/ KESTER 
SOLDER 


man Al, 
"SIN-PTV) 









KESTER ° ° 





c KEST 
























© KESTER ER ° KESTER °® 
“RESIN-FIVE”’ SOLDERING PASTE SOLDERING PASTE SOLDERING FLUX 
SOLDER Handy 2 oz. tin 1 Ib. economy size (Liquid) 
More active flux; All-purpose; 





4 oz. bottles 











1 and 5 Ib. spools 


Wy KESTER 
F, SOLDER 


2%; 
ei 
7 














@ KESTER 
SOLDERING SALTS 
1 Ib. cans; 
‘Just Add Water’’ 





© KESTER COMMS = KESTER = 
BAR SOLDER SOLID-WIRE SOLDER 

Convenient shape; True alloys; 

1 and 5 Ib. spools 






“SOLDERING 
SIMPLIFIED” 
Free: 16-page booklet 
for your customers. 




















‘Tells ‘em 
how to do it.’ 








Your Customers know KESTER... 
Makes it Easier to Sell! 
Nationally advertised . .. nationally known 
-s .. Kester Solder enjoys real customer acceptance. 
EA Confidence in any product means greater sales; 
stock Kester and you'll really profit! 


Cash in on the Home Repair Market! 
More and more, the “man of the house” is turning to 
repair and hobbycraft work for economy and relaxation. 
He needs solder .. . and Kester’s “Soldering 
Simplified” booklet tells him how to use it. 
Get your free copies right away! 


KESTER SOLDER COMPANY KESTER 


4207 Wrightwood Avenue, Chicago 39 
Newark 5, New Jersey © Brantford, Canada 


Sell KESTER and you sell the BEST! 


SOLDER 


















NEWS and Views 


12 Proved Profit-Makers | we Wishing 





(Continued from page 10) 


Move Made to Reduce 
Government Competition 


Quick and favorable action is ex- 
pected on companion Senate and 
House measures establishing an 
anti-government competition board 
so that it will “get out and stay out 
of business-type competition.” 

Small businessmen could protest 
to the new board which could ter- 
minate or limit government compe- 
tition “consistent with the health, 
safely and welfare” of the country. 

The bill’s sponsors estimate that 
capital assets of government busi- 
ness total over $150 billion, and 
that selective sales of these assets 
could reduce the national debt by 
$40 billion; cut annual interest pay- 
ments on the debt by $500 million, 
and increase tax revenues from pri- 
vate business by $2 billion a year. 

Among the products competing 
with private business are the De- 
fense Department’s production of 
paint and rope, excellent grades of 
which are on sale at every hard- 
ware store, often cheaper than the 
government can produce them. 

Restoration of such production 
to private enterprise would improve 
the solvency of the country by de- 
creasing expenditures and increas- 
ing income and taxes, the bill's 
backers assert. 


FHA Drops Certain 
Home Luxury Items 


The Federal Housing Authority 
has removed 26 “luxury” items 
from the list of approved govern- 
ment supported home _ improve- 
ments. 

Improvements not now eligible 
for insured loans include: Barbecue 
pits, swimming pools, tennis courts, 
kennels, flower boxes, grading and 
landscaping, penthouses, steam 
cleaning of exterior surfaces, photo- 
murals, stands, tree surgery, val- 
ance or cornice boards, greenhouses, 
venetian blinds, fire alarms or fire 
detecting devices and burglar 
alarms. 


(Resume reading on page 11 
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_ 
- protest 2. GENEROUS MARKUPS 
s 
yuld ter- | 3. REASONABLE RETAIL PRICES 
aa 4. STRONG NATIONAL ADVERTISING 
+ health, 
country. Four profit-packed reasons why you should stock up on 
ate that BOKER Tree Brand Cutlery immediately: Quality, 
nt busi- markup, and retail pricing that work to your advantage 
on, and PLUS National Advertising in the Saturday Evening 
e assets Post, that brings them in asking for BOKER Tree Brand. 
debt by 
est pay- WHAT A COMBINATION FOR PROFITS! 
million, 
‘om pri- 
a year. 
mpeting 
the De- 
tion of EASY - 
» PINKING SHEARS 
ades of POULTRY SHEARS Removable hollow- 
y hard- Full mirror polished stainless steel; ground precision 
no-slip knurled handles. Cuts bones steel blades, Duraluminum handles. 
nan the and meat with equal ease. Fast- Lightweight, comfort-designed; sell 
m moving gift item. the moment customers pick them up. 
duction 
mprove 
by de- 
nereas- 
e bill’s 
3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- POCKET KNIVES 
sors, 342” embroidery scissors, all Sell them once and you'll never 
three pieces nickelplated. Handsome carry another brand! Fine steel and 
genuine leather case. Great ‘‘woman fine looks in patterns to suit every 
appeal.” taste. 
thority See us at the 
items 
Phage HOUSEWARES SHOW 
iprove- Atlantic City 
July 12-16 
pratt iain Booths 136, 138 and 140 
abanaets Hollow-ground blades of stainless 
courts, steel. — —— —_— eet. 1037 
tting edge. Women buy 
ig and sight BOKER 
team Tree QB Brann 
per Ask your jobber to show you the Pai UTE ERY, are" 
 - BOKER TREE BRAND LINE = 
10uses, Cotologs Availeble on Request 
or fire 


glar H. BOKER & 


CcoO., INC. 


ESTABLISHED 1837 


101 Duane Street 


New York 7, N. Y. 
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Dealer's Choice... 





Yes, the dealer does have a choice 
today wider than ever before. 


That’s because scores of imported 
lines are now available to the alert, 
profit-minded dealer: 


At the famed International Trade 
Mart at New Orleans, eleven nations 
Belgium, Canada, Cuba, France, West 
Germany, Great Britain, Italy, Japan, 
the Netherlands, the Philippines, and 
Switzerland—have established com- 
mercial centers to sell you the products 
of their national industries. In addi- 
tion, many importers maintain sales- 
rooms in the Mart to serve the trade 
with goods from all the world. 


Write today for more information 
on the profit possibilities of imported 
merchandise. 


INTERNATIONAL TRADE MART 


NEW ORLEANS, U.S. A. 











Hardware and allied —_ 
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Convention Check List 


For complete details about the conventions listed by dates below see 


the alphabetical listings following this quick check list. 


July 10-12 Sporting Goods Eastern Mark 
11-16 Independent Housewares Show Week in New York 
12-15 Nationa! Retail Hardware Assn. 11-15 National Hardware Show 


12-16 Housewares & Appliance Show 





A 
ugust 1955 
1- 4 Housewares Show (Western) 
15-18 Pacific Northwest Gift Show February 


5 Portl< ’ Gift hov ' 
22-25 Portland [Ore.) Gift Show 6-10 Nat. Sporting Goods Show 

























. Spokane Gi vs 
If you are not dominat- ae 
ing your caulking mar- Septemb September 
& ' 5 v4 eptember 
26-29 National Builders’ Hdwe. Exposition 20-21 Franklin Hardware vention 
ket... or if you have 
. | | October Cetels 
had trouble with your || 3-6 Atlontic City Hardware Conven- “De? | 
. tion of AHMA and SWHA 10-12 Cotter Fall Show 
presentcaulkingline... | 
profit by talking to our 
jobber, or write us for | . 
J ’ | National Events 
full details and prices. 
| American Hardware Manufacturers Atlantic City, N. J. Sponsored by 
CONSISTENTLY | Assn. annual joint convention with Independent Housewares Exhibit, } Sa 
| the National Wholesale Hardware Inc., 8 South Dearborn St., Chicago f * 
MEETS | Assn., Oct. 3-6 at the Marlborough- 3, Ill. oe . 
| Blenheim Hotel, Atlantic City, N. J. ; i 
Arthur L. Fauble is secretary of National Builders Hardware Exposi- i r 
the AHMA with offices at 342 Madi- tion, Sept. 26-29, at the Palmer i . 
| son Ave., New York 17, \ i ¢ House, Chicago. Sponsored by the h 
GOVT. SPECS. | Thomas A. Fernley, Jr., is execu- National Contract Hardware Assn., 
| tive secretary of the NWHA with John R. Schoemer, managing di- 
= | offices at 1900 Arch St., Philadel- rec P J rics Society 
FLEXISEAL CAULKING COM- ais & Os ' 99 8 Reese A ne ace the —g 
POUND is available in spouted Eee eee no ve se uneteaie — on wenn 
and regular cartridges, cans, pails Housewares Show (Western), Aug. Mathewson, | CHOCUEVE SOCTELAEY, 
and collapsible tubes. | 4-4. at the Shrine Auditorium, Los Administrative office of both group: 
-* oa . ees at 420 Madison Ave., New York 17, 
Angeles, Calif. Sponsored by the N.Y 
ma PUTTY WORKS Inc Los Angeles Trade Fair, Inc., 1151 agains 
’ . South Broadway, Los Angeles 15. 








National Hardware Show, Oct. 11-15, 


22 IRVING ST., MALDEN, MASS. Independent Housewares Exhibit, at the Navy Pier, Chicago. Spon ts 
Hotel, sored by National Hardware Show, iii 


July 11-16 at the Chelsea 
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A century and a quarter's experience 
in producing to highest quality stand- 


Branch Stocks: 






ards goes into every foot of Wall Saltimore 
Manila Rope. Result . . . rope that — 
takes the toughest job in its stride, Chicago 
turns in consistently good perform- Cleveland 
ance. Ellsworth, Me. 
Wall is now available packaged in aakatiiee 
the popular sizes, in compact handy, Memphis 
dispensing cartons which keep the New Orleans 
rope clean and ready for sale. These Norfolk 
cartons occupy minimum floor space ene 
and are attractive displays for “im- Pittsburgh 
pulse" buying. Portland, Me 


San Francisco 


WALL ROPE WORKS, INC. 
48 South Street, New York 5, N.Y. 
Factory: Beverly, N. J. 





Get Your Share of the 


“DO-IT-YOURSELF” 
MILLION-DOLLAR MARKET 


by featuring the brand new Ludlow 


Pons >a 


The Super Glo- 
Torch outperforms 
all other electric 
paint removers. 


Super 
S"2= G/o-Torch 


With G. E. Calrod 1,000 Watt, 
115 Volt AC/DC Heating Element 


The electric paint remover 
that anyone can operate 


RETAILS a | 0° 
AT ONLY 


reenter 
SRS Pit 
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UDLOW PRODUCTS CORF ORATION 


sell 


Hlore 


locks 















DEALER 
REVOLVING 
DISPLAY 

STAND 
















TUBULAR LOCKS 
can’t be beat for 


FAST INSTALLATION 
QUALITY # PRICE 


Smart, modern in design # Factory assembled, 
self-aligning—installs quickly = Solid brass one- 
piece knobs # Leck and inside parts of heavy 








gauge steel, cadmium plated # 5-pin tumblers 
# Patented push-button in chamber and bath sets 


OUR 25TH YEAR! MANUFACTURERS OF 
BUILDERS’ HARDWARE EXCLUSIVELY 


WRITE FOR LITERATURE AND PRICES 


NATIONAL HARDWARE 
CORPORATION 


OZONE PARK 16, NEW YORK, N. Y, 


101 














SELL MORE THAN JUST THE MAILBOX 


Offer your s the plete package ...a 
moilbox pilus a McNulty Post, Bracket, Wooden Mount- 
ing Platform and their name sign . . . either double 
or single faced. 

This good-looking, durable assembly has eye appeal. 
Set one up om your floor . . . they'll almost sell 
themselves. A display takes next to no room. Best 
of all . . . the sole has a dollar valve four or five 
times that of the mailbox alone. 

The full McNulty mailbox kit costs you $80.00 and 
retails at $128.00. I¢ contains: 


1 Mailbox 

15 Double faced name signs 

3 Single faced name signs 

6 Mailbox Posts 

6 Brackets 

6 Wooden Mounting Platforms 

A full assortment of letters 
As with ell McNulty name signs, you pay for only 
the frames. Every other month the McNulty man 
stops in, checks your supply of letters and fills in 
the gaps ot no charge. 
This kind of merchandising allows you to keep your 
money working, your inventory low, frees you of 
maintenance worries, and allows you to price-tag each 


sign whether the customer's name is Ace or Feather- 
stonehaugh. 


Write for details or 
Ask for the McNulty man to call 


McN vt F 
ty esign Studios in. 


1946 MILFORD, CONN. 












McNulty name signs are cast from government standard 
aluminum alloy, the frames and brackets dipped in 
flat black lacquer. Letters are 2'/,"’ high, full-surface 
reflectorized for daytime readability at night. Post 
and Bracket of aluminum. Post is 6° long—1'/,"" in 
diameter—bottom two feet protected by asphalt. 


ASK ABOUT OUR ESTATE SIGNS, WEATHERVANES, ECONOMY SIGNS AND OTHER PRODUCTS 


























WHEN YOU ORDER 


SHACKLES 


... be sure you get Wilcox- 
Drop 
Steel Shackles, available in 
a variety of styles as shown 
Galvanized or 


Crittenden 
Hot Dip 
Self-Colored 
they’re 
Navy 


with 


Line 
Hardware 


les, Drop 
buckles, 


bles, 


on request. 


3/16” te 2. 
weldless, 
strengths are in accordance 


Then, there’s also the W-C 
of Heavy and Shelf 
which 
Drop Forged Bronze Shack- 
Forged 
Chain 
Links, Eye or Ring Bolts, 
Wire Rope Sockets, Thim- 
Hooks, 
Pulleys. Our new 1954 Cata- 
log “N” will be mailed free | 


Forged 


in sizes from 
Of course, 
and 


Specifications. 


includes 


Turn- 
Connecting 








Blocks and 





(mOuUSTRIAL Ane 
wEAVY HaROWwaARE 








~~. CO 6 





WILCOX, CRITTENDEN & CO., INC. 


“4A CENTURY OF 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


DEPENDABILITY” 




















Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Housewares and Home Ap- 
pliances Show, July 12-16 at Con- 
vention Hall, Atlantic City, N. J. 
Sponsored by the National House- 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 654. 
A. W. Buddenberg, executive secre- 
tary. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco, 
Managing director, Russell R. Muel- 
ler, 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


National Wholesale Hardware Assn. 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 3-6 at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J. 
Thomas A. Fernley, Jr., is execu- 
tive secretary of the NWHA with 
offices at 1900 Arch St., Philadel- 
phia 3, Pa. Arthur L. Fauble is sec- 
retary of the AHMA with offices at 
342 Madison Ave., New York 17, 
a. 3. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2. G. Marvin 
Shutt, secretary. 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


Cotter & Co. Fall Merchandise Show, 
Oct. 10-12 at company headquar- 
ters, 365 E. Illinois St., Chicago 11, 
Ill. 


Franklin Hardware & Supply Co., 
annual stockholders’ meeting and 
convention, Sept. 20-21 at company 
headquarters, 918-28 N. Delaware 
Ave., Philadelphia 23, Pa. 


Pacific Northwest China, Glass, Gift, 
Stationery, Jewelry, Toy and House- 
wares Show, Aug. 15-18 at Civic 
Auditorium, Olympic and New 
Washington Hotels, and Terminal 
Sales Bldg., Seattle, Wash. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toys, and Housewares 
Show, Aug. 22-25, at the Public 
Auditorium, Plaza and Benson Ho- 
tels, Portland, Ore. 


Spokane Gift Show, Aug. 29-31, at 
the Davenport Hotel, Spokane, 
Wash. 


Sporting Goods Eastern Market Week, 
Oct. 10-12 at the Hotel New Yorker, 
New York City. This trade show is 
similar to the annual Western 
Market Week, sponsored by the Na- 
tional Sporting Goods Assn., 1 N. 
La Salle St., Chicago, IIl. 
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HARDWARE AGE, JUNE 24, 1954 


are 


new Instant _ 


YVIGORO 
peritet tor feding now 


With /nstant Vigoro you 
can do an excellent vol- 
ume of plant food busi- 
ness right through hot 
summer months! It’s 
ideal for root and leaf 
feeding of grass and 
plants all through July 
and August. Gardeners 
welcome the ease of 
feeding while they 
water their lawns and 
gardens—so be sure to 
recommend and display 
the complete water sol- 
uble plant food, Instant 
Vigoro. 











*Vigoro is the trademark for 
Swift & Company's plete, 


balanced plant food. 








SAFETY 
Ma jestic APPROVED 









NEAT 
KEEPS YARDS 
ENDS OPEN TRASH FIRES 


City ordinances against open 
trash fires are building a mar- 
ket! Home owners everywhere 
are seeking . . . actually ready 
to buy a “yard keeper” like the Majestic Outdoor Incin- 
erator. Show your customers its many safety and yard- 
upkeep features. It literally sells itself. 

@ Safely burns trash, leaves and other yard rubbish 

@ Spark-arresting flue prevents danger of flying sparks 

@ Large, swing-type access lid for easy loading 

@ Roomy, easy-to-clean ash compartment 

@ Combination ash removal door and draft control 

@ ALUMINIZED STEEL construction prevents corrosion 

@ Enclosed ash compartment—debris can’t scatter 

@ Steel basket liner lifts out to remove non-burnables 


See your nearest jobber, or write for his name 


The Majestic (o., 304-C Erie St., Huntington, Ind. 








DON'T 


PLACE THAT 





UNTIL 


You Check the Facts on 


CARLON PLASTIC PIPE 


Other plastic pipe may look like CARLON ... 
but only CARLON is unconditionally guaran- 
teed. Both quality and performance are 
backed by the company which pioneered in 


plastic pipe . . . and leads in every way. 


CARLON is performance proven. Thousands 
of installations throughout the nation prove 
that CARLON is dependable and long-lasting, 
even in the most’ severe conditions. 


CARLON sets the standard for the industry. 
By careful selection of raw materials, proper 
compounding, and advanced production tech- 
niques, CARLON produces pipe that meets 
every test. 


More CARLON is sold than any other plastic 
pipe. It is nationally recognized . . . the 
stripe which marks CARLON plastic pipe is 
the sign of quality for you — and for 
your customers. 


Buy the Pipe with the Stripe { 


f he 
/ ¢ 
l a 


ie 
CAR kon 
cp CARLON PRODUCTS CORPORATION 





Write today for literature 


Proneers in Plastic Pipe 


10300 MEECH AVENUE ¢ CLEVELAND 5, OHIO 


1999-CP_ MANUFACTURING PLANTS IN OHIO, COLORADO, N. CAROLINA, 
OREGON, TEXAS AND ONTARIO 





103: 














© For more information on these products and services 
use free post card on page 107. 


(Continued from page 13) 





Suggested retail price is $3.98 for 
package containing 30 ft. of strips. 
Counter and window display mate- 
rial is included. Carey-McFall Co. 


For more data circle No, 9 on postcard, p. 107 


Wedge Assortment 

A5 assortment contains wedges 
for tightening any size hammer, 
hatchet, ax, pick or similar wood- 
handled tool. Wedges can also be 
used to tighten ladder rungs. Pack- 
aged in transparent plastic con- 
tainer, assortment includes 2 doz. 
each of sizes No. 2, 3, 4 and 10; 
4 doz. of size No. 5, and % doz. of 
size No. 15. Plastic container can 
be used as a counter display and is 
divided into compartments. Comes 
with instruction sheet which tells 
which size wedge goes in each com- 
partment and the retail prices of 
the various wedges. Assortment 
costs dealer $4.73. Red Devil Tools. 


For more data circle No. 10 on postcard, p. 107 
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Sealed Beam Lanterns 


Added to Empire line of hand 
lanterns, Tilt-Beams feature a 
sealed-beam lens that can be tilted 
in a wide are and holds its position. 
Available in two models, Tilt- 
Beams are finished in two-tone col- 
ored enamel, with chrome lens 
ring, and have two handles. No. 
730 (illustrated) has a large top 





floodlight, with clear plastic lens, 
and two switches to light the spot- 
light or floodlight singly or both at 
once. Retails at $7.50. Model No. 
740, the Flasherlite, has a bright 
red automatic flasher light on top. 
Retails at $8.95. Metal Ware Corp. 


For more data circle No. 11 on postcard, p. 107 


Plastic Cover 


Made of heavy gage clear poly- 
ethylene, Coverall plastic comes in 
9 ft. wide rolls in 50 and 100 ft. 
lengths. Suggested retail price is 
22¢ a linear foot. Plastic can be 
used as painters drop cloth, furni- 
ture cover, dust cover, storage 
bags, appliance covers, etc. Warp 
Bros. 


For more data circle No. 12 on postcard, p. 107 


Liquid Glue Containers 


Evertite liquid resin glue now 
comes in 7 and 12 oz. metal cans 
(illustrated) and in plastic squeeze 
bottle. Twelve oz. cans come 12 to 
a case and list for $15 per doz. and 


JITTAT Ee 


$1.25 each; 7 oz. cans also come 12 
to a case and list for $9 per doz. 
and $.75 each. Franklin Glue Co. 


For more data circle No. 13 on postcard, p. 107 


Cake and Loaf Pans 

Mirro angel cake pan (illus- 
trated) is a one-cup egg white size 
tubed pan. It has leakproof, batter- 
seal, loose bottom. Pan is polished, 
with satin finish bottom. Listed 
for $1.65; slightly higher in West. 
Mirro Jr. loaf pan can be used for 
small loaf cakes, gelatin, salads or 
as a refrigerator storage dish. 





Seamless and easy to clean, it has 
a high polish finish. Measures 
732x352x2¥% in. Listed for 50¢; 
slightly higher in West. Aluminum 
Goods Mfg. Co. 


For more data circle No. 14 on postcard, p. 107 


Electric Drill 


New heavy-duty % in. electric 
drill, Model 516, weighs 10 Jb. and 
measures 1444x314x9% in. Has a 
6-ampere motor that drives the 
chuck at 550 rpm. Spindle offset is 
14% in. Entire housing is of alumi- 
num alloy. Rear spade-type handle 
is adjustable for vertical or hori- 
zontal position, or can be removed 
in cramped quarters; also has 
auxiliary two-position handle. Drill 
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OHD 
HAMMER DRIVE ANCHORS 


== 


DIAMIDE 
CARBIDE TIPPED DRILL 











KEYSTONE MACHINE 
BOLT SHIELDS 


MULTI SIZE 
SCREW ANCHORS 


DIAMOND EXPANSION BOLT CO., INC. 


Home Office and Factory—Garwood, New Jersey 
STOCK IN THE FOLLOWING CITIES 


Atlanta, Ga. Denver, Colo. Philadelphia, Pa. Montreal 
Boston, Mass. Detroit, Mich. Pittsburgh. Pa. Toronto 
St. Louis, Mo. . 
Chicago, It. Los Angeles, Cal. San Francisco, Cal. Winnipeg 
Datlas, Texas New York, N. Y. Seattle, Wash. Vancouver 








> || PROFIT WISE DEALERS 


ARE SELLING MORE 


“C" CLAMPS 
when... 
Displayed On This 
B &C Metal Stand 


Now, put your clamps out 
where they can be seen-— 
if they’re seen, they sell! 
Let this B & C display be 
your star salesman. It has 
eye appeal, sturdiness—a 
perfect attention com- 
peller. A “C” clamp show 
case all its own! That's 
why more and more B & C 
“C” clamps are selling 
today — they're dis- 
played to invite 





buyers. 


aby 
Get This Display Stand Free 
Order assortment # 1400—Consists of 55 clamps, with the 











SCREW TIP 


Built for rugged handling. 
Cool wood handie. The 
**hang’"’ or balance that 
mokes work easy. Low 
operating cost. 


A size for every solder- 
ing job—radio work, tin- 
ware, gutters, aircraft, 
metal cornices, refrigera- 
tors, ventilating and air 








BRILLIANT DISPLAY STAND 
See Your Jobber. 


conditioning equipment, 
auto bodies, etc. 


VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 
Electric Soldering Tools — Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons, Heating Units and Heating Devices. ld 
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metal counter display—assortment is shipped disassembled. 
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Standard Carton—Two No. 1400. Weight 54 Ibs. 


B & C Clamp is the 
Quality Line — budget 
priced for quick sale 
—quick profits.—A 
wide variety of jaw 
openings and throat 
sizes. Frames are of 
specially heat-treated 
Malleable iron for ex- 
ceptional _ strength, 
elasticity and tough- 
ness. 





SOLD THROUGH JOBBERS. WRITE DEPT. B FOR LITERATURE 


Manufacturers of Clamps—Vises—Hand Tools for Produc- 
tion—Maintenance—Service Since 1925. 


roe BRINK & COTTON merc. co 





33 POLAND STREET @ BRIDGEPORT CONN 
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WHAT’S NEW 











has 4 in. gear type chuck. Bit ca- 
pacity is rated at % in. for steel 
and 1% in. for wood. Standard 
equipment includes gear chuck, key, 
key holder, auxiliary handle, spade 
handle and 10 ft. electric cord. 
Porter-Cable Machine Co. 


For more data circle No. 15 on postcard, p. 107 


Convertible Pump 

New injector-type pump, called 
the Convert-o-jet, can be quickly 
converted from shallow to deep 
well operation. It will supply up 





to 600 gal. of water an hour at 30 
lb. pressure. Pump can be in- 
stalled under kitchen sink. Demp- 
ster Mill Mfg. Co. 


For more data circle No. 16 on postcard, p. 107 


DeLuxe Searchlight 

No. 2103 searchlight operates 
with eight standard flashlight cells 
and features a 3 in. focusing re- 
flector. Oblong bulb is designed to 
develop 214 times the candlepower 


106 


of the usual bulb. Contacts de- 
signed to take up variations in bat- 
tery length. Has heavy gage cord. 
Produces intensely white, long dis- 
tance beam. Headpiece swivels. 
Carrying handle folds against case 
when not in use. Rust-resistant 
steel case finished in scarlet wrinkle 





baked enamel. Headpiece and trim 
in chrome. Suggested retail price, 
$5.95 less batteries. Justrite Mfg. 


For more data circle No. 17 on postcard, p. 107 


Cash Register 

New McCaskey-Victor cash regis- 
ter, Model X-61, is equipped with 
an exempt key for non-taxable sales 
and a received-on-account key. Also 
included are three non-adding list- 
ing keys for charge sales, taxes and 
paid out sums. Four designating 
keys can be used for clerk or 
department identification. Machine 
registers up to $999.99 and totals 
up to $9,999.99. Lists at $184.50. 
Victor Adding Machine Co. 


For more data circle No. 18 on postcard, p. 107 





Adjustable Steam Basket 
Self-adjusting Steam Basket fits 

any pot 5% in. in diameter or 

larger. Made of aluminum, it has 





two lift-out handles, telescopic fold- 
in-legs, and collapsible sides for 
compact storage. Basket can be 
used to defrost frozen foods; steam- 
cook fruits, vegetables and baby 
foods; heat buns, bread and left- 
overs. Product lists at $1.50. 
Damar Products Co. 


For more data circle No. 19 on postcard, p. 107 


Hostess Cart 


Hostess cart with black enamel 
finish has frame of 5% in. welded 
tubular steel and has hinged sup- 
ports and tubular cross braces for 





Casters 


rigid strength. are full- 
swivel, 3-in. Lucite. Detachable 
trays measuring 2034x16 in. are 
available in teal green and mocha. 
Cart fair trades at $8.95. Folds 
compactly for storage. Cal-Dak. 


For more data circle No. 20 on postcard, p. 107 


Mailbox Post 
Aluminum mailbox post 
bracket is 6 ft. by 1% in. Bottom 
two feet of post are protected by 
(Continued on page 110) 


and 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 




































































issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 


























FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














































































































BUSINESS REPLY CARD mane 

No postage necessary if mailed if the United States —_— 

POSTAGE WILL BE PAID BY a 

Please use this P. O. HARDWARE AGE o_o 
Box Address for Quick Post Office Box 60 

Check Cards Only Village Station <a 

NEW YORK 14, N. Y. saad 

Postcard valid 8 weeks only. After that use own letterhead fully describing item wante 6/24/54 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 
| 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 
61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 
76 77 78 79 80 81 82 83 84 85 86 87 88 89 90 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 














will be sent you on each item. 





@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 6/24/54 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 9 10 #11 12 «13 14 «15 
1% #17 0«6«18—~=«6190~=6200 «(21 mamesenrmtenst é&s#@ THe BB BR 
31 32 33 34 «©6350 36 337 8 390 400 C41 42 43 44 45 
46 47 48 49 50 51 52 53 54 55 56 57 58 59 460 
61 62 63 64 65 66 67 68 69 70 71 72 73 #%74 75 
76 77 7 79 #=+‘%8gdo 81 82 83 84 85 86 87 88 89 90 
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eee eee eee eee eee ee ee 2 ee 2 





FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 














BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 
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POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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A big help for busy deal- 


ers. Use this card for free 
information on new prod- 
ucts described in this issue. 










































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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snapped | 
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All brus 
water hole 
proved fix 
cleans surf 
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horsehair 
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THE | 


36" long; 
in weight; 
for extend 
in length 
Extra 33 
wands a 
$1.50 each 


full-on and 
rect to ge 
Stendard 
both model: 


ORDERS AND REPEAT ORDERS COME FAST WITH 


ACE TEXTO TRED gts. 


i ) 7 
These carpet textured stair xe 
ads are in demand. Mil- 

ions of homes need 13 to 


30 treads and Texto Treds 
are preferred. Preferred for 
) home beauty. Preferred for 





dealer profits. 





ik Ul 


aba. 


18" or 24" widths 
with or without risers. 
Beautiful, durable, economical! 


Texto Treds are pre-sold for you with na- 
tional advertising in Ladies Home Journal, 
Good Housekeeping, McCalls, House Beau- 
tiful, House and Garden, and Living for 
Young Homemakers. 

At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 











LACO’S SUPERIOR 
100% EFFICIENT 




















4 PEO gS Uae Us 
BRUSH CAP ; Ce KOK 
Made of scratch-proof, | 4 Sins . Gy — — 
plioble rubber. Brush — BR Bice j Y, 5, LGM 
, CER an Nig eS" 
| snapped on or off in- PCS 3 % Ss 
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water holes in head. Im- 

















| om attece and come @ TRIPLE ACTION 
ime. Gatve broshon @ SOAKS, CLEANS, RINSES 
Pile brothes gach @ FLOATS DIRT AWAY 
1.50 


PAODEL 5336: As pictured and described 
























THE HANDLE at left. Pliable rubber brush cap; horsehair 
al —— brush; 36” detachabl xtendible handle 
fer extending to 6 fost with shut-off valve attached to end. In- 

Extra 33” extension dividually boxed. 
— $495 
MODEL 5314: Same brush cap, brush and 
SHUT-OFF shut-off valve as Model 5336. Handle is 
VALVE 14” long, pa ee for ton di g; con- 
: ies aaa cba ion nects direct to garden hose. 
end of handle is ex- 
BE $398 














full-on and attoches di- 
rect to gorden hose. 
Stendard feature on 
both models. 














LAITNER BRUSH CO. 


2000 Brooklyn Ave. « Detroit 26. Mich 
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1904 Belmont's SOth Anniversary 1954 


| | Get Ready Now 
For Big Fall Sales of New 


Gelmout 
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Your Customers Prefer 
Selmont Roasters Because They... 


@ Are scientifically proportioned to fit the new 
large-breasted turkeys. 







® Have new, more efficient guaranteed handles. 


®@ Have a new rolled-over bead that won't snag 
towels or cut fingers. 






@ Have an extra-durable smooth nonporous porce- 
lain surface that’s easy-to-clean. 




















@ Store in small space, the top fits neatly into the 
bottom. 


And Gclmount Offers You 
These Dealer Advantages 



























@ Bright colored label with full selling information 
On it. . 












@ It’s the popular priced line with a tall profit for you. 


@ Shipped in scientific package designed to elimi- 
nate shipping damage. 


@ A size for every family under one label— Belmont. 
















No. Capacity Fowl | Capacity Roast Order 
— 4 |b. 6 Ib. Fast-Selling 
51 6 lb. 8 Ib. 
52 | 10bb. 14 Ib. Selmont 
353 | 14 Ib. 18 Ib. ROASTERS 
54 | 18 Ib. 22 Ib. | Today ! 













> 
4, ° 
* mame * 





SAVE TIME! 
SAVE MONEY! 
GAIN PROFITS! 


How can you give your customers 
top quality while you save your 
own time and effort... and make 
more money, too? Easy! Just 
order from one source ATLAS. 

Get tacks, nails, staples, glazier 
points, rivets, glides -— thousands 
of allied items to choose from 
all with one order, one bill, one 
check to one wholesaler. Less 
paper work, uniform delivery, 
easier to inventory! 

ATLAS quality is known the 
world over. Ask your whole- 
saler to show you the complete 
ATLAS line — and explain how 
you can increase profits 5% or 


more by concentrating on one| 


source of supply. 


a 


TACK 
At l aa S corp. 
FAIRHAVEN, MASS. «¢ HENDERSON, KY. 


Makers of the largest variety 
of tacks and nails in the world. 








WHAT'S NEW 








(Continued from page 106) 





asphalt. Retail price of $6 includes 
wooden mounting platforms. Name 
sign on top of mailbox, which holds 
a maximum of 12 letters, retails 
for $5 double faced and $3 single 
faced. Dealer discount is 40 pet. 
McNulty Design Studios. 


For more data circle No. 21 on postcard, p. 107 


Stove Bolt Fastener 


Slotted steel stove bolts have been 
added to line of metal fasteners. 
Made to exact dimensions, with 
strong heads, smooth threads and 





uniform quality, stove bolts come 
in round and flat head styles. Avail- 
able in all popular sizes in both 
package and bulk, including five 
package carton. Southern Screw Co. 


For more data circle No. 22 on postcard, p. 107 


Circular Saw Vise 

SawVise Model VS-12 is for easy 
hand filing of all types and makes 
of circular saws and dados up to 
10 in. in diameter. Made of light- 


weight aluminum, the vise will at- 
tach to any work bench or table. 
Saw blade is held firm and rigid 
between two discs and can be 
turned on a 2 in. length center stud 
with % in. screw clamp. No-slip- 





ping, no-mar feature is part of the 
lifetime guarantee given with the 
product. Power Products Corp. 


For more data circle No. 23 on postcard, p. 107 


Oil Space Heater 


Model 4308 Little Giant oil 
heater has silver-beige baked-on 
finish, smokeless burner, built-in 


“Heat-Saver” baffle, air tight 
welded one-piece construction, low 
chimney outlet, waist-high finger 
tip control, and Ev-R-Clear flame 
door. It can be equipped with auto- 
matic “Air-Feed” to eliminate draft 
problems. Height is 345% in., width 
17 in., depth 22 in. Quaker Mfg. Co. 


For more data circle No. 24 on postcard, p. 107 
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WHAT’S NEW 


Barbecue Kit 

New 4-in-1 barbecue kit has a 
heavy 20 gauge steel grill with a 
9 x 16 in. cooking surface. Packed 



























i 


with grill is a 5 lb bag of char- 
coal briquets and a pint can of 
fluid fire ignitor. Shipped and dis- 
played in corrugated fiber carton, 
kit lists for $3.98. Kingsford 
Chemical Co. 

For more data circle No. 25 on postcard, p. 107 
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Black Flat Paint 


New Antique flat black finish is 
for use on wood or metal, such as 
iron tables, chairs, porch furniture, 
lamp bases, picture frames, fire- 





place equipment, trays and other 
houseware items. Product comes in 
12-0z aerosol container and lists for 
$1.69, including detachable spray 
head. Plasti-Kote, Inc. 
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Floor Maintainers 

New line of four heavy-duty floor 
maintainers consists of Models 
P-18, P-15, P-17 and P-23, of % 
hp., % hp., 34 hp. and 1 hp., respec- 
tively. Brush diameters are 18, 15, 
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‘ Jumped 
ler's Sales Figures 
poet March—11% in Aprii! 


NAME THAT SELLS 


FULLER IS THE BRANT "YOU THE NEW 


BECAUSE FULLER GIVES 
sir eg on HE HIGH-QUALITY AND 


TRAFFIC . - reat 
NS STEADY 

w-COST THAT MEA 

BUSINESS. THAT'S WHY FULLER'S PROD- 


\ 
UCTS ARE GOOD BUSINESS — FOR YOU! 



























SCREW HOLDER” Screw Driver 
Fuller's new 


ing 4 holds and sets screws tightly 
° h carbon cadmium steel blades 
©@ unbreakable amber handles; blister-proof domes 
+410—46 drivers, in 4 popular sizes, on 
a traffic-stopping display card! 
natant ba 


1 #411—3V2"" « Ve" 

2 12—4"" =3/16" 45 -90 
2 13—-6"* x 3/16"" -50 1.00 
1 14—8"" x 3/16" » 55 55 
Total Retell List per Assortment $2.75 


DEALER'S COST... .$1.83 (or 
ALSO AVAILABLE IN OPEN STOCK! \d 


ULLER’S NEW SLIP-JOINT PLIERS 


A high-quality, clean-fnish 6"' plier priced te retail at 36c! 2 
% 





PEG) —Soster’s Sos $2.98 per dozen. 
Packed 1 dex. an i" 
Two-position Boog 1 P~g - Wiil cut wire! , 
: ie sree ott keel Saregpome feet 
Eany-grip ‘checkered handles! j 
t ee 





DEALERS: Oca ede T SER) ett se” filer items, one 7 











RUSH ohf ' 
JOBBERS: Witte today for wide-margin cata- 
| log sheets and salesmen's samples. 
ULLER [ROT 
3522 WEBSTER AVENUE NEW YORK 67 


Borld’s Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Dept.: John H. Craham Co., 105 Duane St., N.Y. 
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NOW, a 3-way 
tape sales 
volume builder 


GOLD SEAL 





FRICTION 





Gold Seal quality in a plastic 
electrical tape. “Flows” on—stretches 
and contracts to cover any surface 
snugly. High dielectric—neat, 
thin wrapping gives all needed 
insulation on most jobs. Sticks fast 
—gives lasting protection under 
toughest conditions—sunlight, water, 
oil, solvents. Single 60-ft. rolls in 
round metal cans and Handy Pack 
of ten 20 ft. rolls in metal and fiber 
cartons. Sample free on request. 
Jenkins Bros., Rubber Div., 
100 Park Ave., New York 17. 


Stock up and tune up 
tape sales and profits. 


JENKINS 





FRICTION * RUBBER + PLASTIC 


Single rolls and 10-roll containers. 
Also Diamond Seal Friction 

and Rubber Tape made to 

ASTM Specifications. 








Splicing Compound 











BWHAT’S NEW 












17 and 23 in. Accessories for wet 
and dry scrubbing, waxing, polish- 
ing, steel wooling, shampooing, disc 
sanding and grinding are inter- 
changeable. Machines are equipped 
with fully automatic dual switch 
and are controlled with either or 
both hands. Adjustable handle 
locks securely in any position in 
90° arc. Self-retracting wheels flip 
up automatically as weight is 
shifted to brush. Clarke Sanding 
Vachine Co. 
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Oil Tank Filter Valve 

No. 807 filter valve is designed 
for use on new bottom outlet tanks. 
Length of elbow sufficiently long 
to assure plenty of clearance be- 
tween the tank and the valve handle 
when being installed. Handle is 
accessible from side although valve 
is installed on bottom. Comes in 
two sizes, % in. I.P.S. x % in. 
I.P.S. and 3% in. I.P.S. x % in. 
I.P.S. Equipped with  oil-proof 
packing. Rockford Brass Worl:s. 
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Aluminum Screening 


Aldura aluminum screening is 
now available in extra wide widths 
of 52, 54, 60 and 72 in., in 50 or 
100 ft. rolls. This screening will 
not rust or stain and does not need 
paint or varnish. Durall tension 
screens are also available in these 
extra wide widths. They can be 
taken down and rolled up for win- 
ter storage. N. Y. Wire Cloth Co 
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Drain Plunger 

For opening up stopped drains, 
new Magic Plunger is made of a 
length of reinforced hose with a 
force cup on one end and a faucet 
clamp adapter on the other. Clamp 
is fastened to water faucet. force 





cup is placed over drain opening 
and water is turned on. Force cup 
is pumped lightly a few times, 
which clears and cleans the drain. 
Hancock Mfgq., Inc. 
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Floor Coverings 


Here are 26 new patterns in floor 
coverings. In Gold Seal linoleum 
are two in Jackstraw design and 
two in Sequin design. Cork tile in 
three shades is available in either 
a %& or 3/16 in. thickness in tile 
sizes of 6x6, 6x12, 9x9, 12x12 and 
12x24 in. New pattern in Gold Sea! 
Congoleum is a rug in an overall 
textured background and a com 
panion rug for a child’s room with 
same background but with the ad- 
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‘Sagless” Lavatory 


Spring Pivot-Hinges 


Ball Bearing 
Single or Double Acting 


~(CHICAGO)— 
SPRING HINGES 


@ Top of Door 
and Stile Flush 
in any Position 





TYPE AD7227 


Attachments for Application 
to Marble or Glass 


There is a growing tendency among architects to 
specify that the top edge of toilet stall doors shall 
be flush with the top of the hanging stile. Hinges of 
this type were used in the New Statler Center in Los 
Angeles . . . equipped with Chicago Spring Hinges. 


“Spring Hinges of Quality” 
Chicago Sy Sprina Hinae Co. 
CHICA 


U.S.A. NEW YORK 
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SPEEDY SPRAYER 890 


Diaphragms eliminate oily pis 
tons. Ve h.p. motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 
ibs. pressure. Never needs oiling. 
With gun, less motor, retail $36.50 



















PAINT 
TANK 778 


Holds 3 gallons. 
Carried or hung 
on ladder. With 
10° air and paint 
hose. Retail 


$22.00 


SPEEDY SPRAYER 444 


No job too big! 4 cu. ft. of 
clean, oil-free cir at 40 Ibs. 
pressure. 2 h.p. motor or 
engine. With gun, less motor, 
retail $66.00 





NEW! MOBILE TANK SPRAYERS 


MODEL 960 MODEL 450 
“a h.p. with gun, with motor $106.00 1/2 h.p. with gun, with motor $169.00 



























ORDER FROM YOUR WHOLESALER 


W. R. BROWN CORPORATION 
2665 Normandy Ave., Chicago 35, lil. 
Specialists in Portable Sprayers for Over 30 Years 
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WHAT’S NEW 





Ae 


f STOCK LESS 
with this NEW 


_ STAR 
VAP 






Here’s the profitable 
answer to your hack 
saw blade problems 
—the new Star “Flex-Pak” Display. 

You sell more because you can 
keep your stock where your cus- 
tomers can see it — seeing means 
selling. And you can multiply your 
dollar profits by four simply by rec- 
ommending Star “Molyfléx’”® High 
Speed Blades—your selling story is 
printed right on the “Flex-Pak.” 

Star’s new “Flex-Pak” solves 
your stock problem, too. For an in- 
vestment of only $13.64, you get a 
balanced assortment of eight kinds 
of Star Blades — 80 Unbreakable 
Special Flexible (green) and 20 
“Molyflex” High Speed (copper 
colored), in 10” and 12” lengths, 
18 and 24 tooth. 

Ask your whole- 
saler for the Star 
“Flex-Pak” — for 
more sales, more 
profits, and a bal- 
anced stock. 





Sold Only Through Recognized Distributors. 


“GLEMSON BROS., Inc. 


: MIDDLETOWN, N. Y., U.S.A. 
® 


Makers of Hand and Power Hack Saw 

Blades, Frames, Metal and Wood Cutting 

Band Saw Blades and Clemson Hand and 

Power Lawn Machines, @ 3087 
114 





@ For more information on these products and services 
use free post card on page 107. 





dition of woolly animals. Other de- 
signs include Halo (illustrated), 
available in three colorings, a patio 
tile design, a floral rug and a pom 
pom chrysanthemum. Congoleum- 
Nairn, Ine. 
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Sliding Door Pull 


Edge Pull No. 315, added to line 
of sliding door hardware, is a ring 
type pull with a beveled face plate 
on the underside. In installation, 
the pull automatically sizes the 
mortised hole to the face plate and 
leaves no ragged edges. Die cast of 
Zamak No. 5, it is available in all 
standard finishes. Brass and bronze 
finisnes are protected by a trans- 
parent baked enamel finish. Pulls 
are individually packaged in clear 
plastic envelope with the necessary 
screws. Ajax Hardware Mfg. Corp. 
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Magnesium Wedge 
Magna-Wedge is a lightweight, 
magnesium wedge for use with 
chain and bow saws. Lighter and 
softer than steel, wedge is said not 
to nick, break or damage saw teeth 





if it falls from a saw kerf. Cor- 
ners and centers are dimpled to fit 
all standard saw kerfs and will 
enter without difficulty even after 
kerf starts to close. Warren Tool 
Corp. 
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Hobby Workshop 


Complete hobby workshop, The 
Century, is a combination tool 
chest, work bench and storage cabi- 
net with more than 150 tools. In- 
cluded are tools for model building, 
wood carving, metal work, leather- 
craft, etc. This blond hardwood 
unit measures 4714 in. high, 27 in. 
wide and 1114 in. deep. Built-in 
drawing board folds out to a 19x26 
in. working surface. There are 
more than 5 cu. ft. of storage space 
in the base and two drawers in top 
section. Lists at $100; slightly 
higher in far west. X-Acto, Inc. 
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Chain Saw 

New model OMG chain saw is 
equipped to handle guide bars from 
12 to 42 in. Saw is compact and 
weighs 24 lb. Powered by a 3 hp. 


HARDWARE AGE, JUNE 24, 1954 














G 
a 
t 
£ 





HARDWAFEF 












sight, 
with 
r and 
d not 
teeth 


Cor- 
to fit 
will 
after 
Tool 


The 

tool 
cabi- 

In- 
ding, 
ither- 
lwood 
27 in. 
lilt-in 
19x26 
» are 
space 
n top 
ightly 
uc. 
, p. 107 


aw is 
from 
t and 


3 hp. 


1954 











TAPER PINS 


Complete stock, all sizes 47/0 through #14. 
Special sizes to order. 
Milled or Centerless Ground (Precision Type). 
Made to accurate tolerances. 


Also “Stanho” Taper Pins made from selected 
screw stock, Monel, Brass, Aluminum 
or other metals. Clean bright finish 
—prompt shipments. 











Write for 
description 
and prices. 

















OARD 


JIORSE NAIL CORP 


PROPITE SOUR IW 5g 


WITH TOP QUALITY 
ROCKWOOD HARDWARE 











HAND RAIL 
BRACKETS 


Qe » 


These popular builders’ 
hardware items available 








in Cast Iron or Cast 
Aluminum. Attractively 
finished in Burnished 
Aluminum or plated 
in Brass or Nickel. 
DOOR 
STOPS 2th! ciaai ceaaiien 


MANUFACTURING ‘ 
ROCKWOQOQOD, PENNA... PHONE 2891 
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aut Sale. the 


RIBezID 


New 40A 





Tristand 


Tray pushes up easily to fold 
Tristand, pushes down easily 
to set up. Holds stand rigid. 


The Tristand your customers 
have been wanting. Now stand 
and tray all one unit—no loose 
parts. Extra-light weight, 
stronger more rigid than ever. 
Full size vise base—3 benders, 
ceiling brace screw, pipe rest, 
new tool-hanging slots. Designed 
for the utmost service for your 
money. Stock order the new 
Riteatp 40A Tristand today— 
immediate delivery! 








Vise base overhangs 
front legs so threader 
handles swing clear. Per- 
fect tripod and balance. 





Folds up small as ever 
for easy carrying to 
job and it's extra-light 
weight. 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S.A. 











WHAT’S NEW 











single cylinder, two-cycle gasoline 
engine, it operates at 5000 rpm, at 
full speed. Features include auto- 
matic stallproof centrifugal clutch, 
automatic chain sprocket and chain 
oiler, fast action rewind starter 
with one finger throttle control, 
and no bar indexing. Mall Tool Co. 
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Steak Knives Set 


Blue Ribbon steak knives have 
saw edge blades and 
ivory-textured handles. Attractive- 
ly packaged in sets of 6, at $15 
list per set, knives come in alligator 
leatherette, hinged box. Lamson & 


Goodnow Mfg. Co. 
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Wheel Toy 


Latest model Irish Maii wheel toy 
has a single front wheel, eliminat- 
ing the hazard of foot pinch. It also 





has chain drive transmission, Duran 
upholstered seat, and ball bearing 
steel wheels with semi-pneumatic 
tires. Gear housing and wheels are 
painted red. Toy is 32 in. long, 
1314 in. wide and 11 in. high. Lists 
for $19.95. Buckley Mfg. Co. 
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Combination Stove Mat 


This new combination stove mat 
with removable spoon tray is de- 





2-in-1 SPREADER CART 


Twin sister to the Garden Cart but 
with this important difference—2 in 
1 is convertible—either garden cart 
or spreader. Flat bottom of 2-in-1 
lifts up to expose spreader-assembly 
for spreading seed, fertilizer and 
lime. Offer your customers both! 


A BETTER GardenCart 
by JACKSON 


Greater profits for you because the Jackson Garden 
Cart has all the features that SELL! 


@ Strongest, most durable cart on the market. 

@ Flat bottom for carrying potted plants, hauling tools, etc. 
Easy reach handle—convenient height for easy hauling. 

Tilts forward to receive leaves, sweepings— easy to unload, too. 
Large capacity—well balanced for heavy loads. 


Remember—Jackson quality is presold! Get your 
share of the profits by handling this better-built, 
more useful Jackson Garden Cart. 
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mat 
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signed to give protection and con- 
venience for stove tops. Spoon tray 
fits in waffle design of the stove mat 








mF cis 
PPLIANCE iy 
bes 











and lifts off for easy cleaning. Mat 
is heat-proof and comes in red, yel- 

low, green, blue, white and gray. 
Schacht Rubber Mfg. Co. 
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Wall Heater 


Wall heater has front piece of 
white porcelain and panels in 
platinum gray color. Lower panel 
is hinged to give easy access to the 
valve and air regulator. Unvented, 








rated at 8000 BTU, and available 
for any type gas, model 108 heater 
is 21 in. high and 13 in. wide. Re- 
cessed section is 34% in. deep. Arm- 
strong Products Corp. 
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Riding Power Mower 


Called the Rangerider, this new 
riding mower has safety leveling 
wheels that eliminate tipping when 
cutting on slopes. Standard cutting 
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SHARON 
dramatic COLOR 


practical UTILITY 


salesmaking PACKAGING 


Se ee ee ee aeeanaeeeaeen eee eae a 7a; 


self-service DISPLA : 


THEY'RE ALL IN THE NEW 


Sharon 


PROFIT BUILDING SW-7-D 


COLOR KEYED 


KEY KITS 


¢ 7 sizes from .050" to 3/16" across flats 
¢ Alloy steel, heat treated 





e Each key color sized 


¢ Selector chart sealed in polyethylene 
case 


e Fits 32 sizes hollow head fasteners 


ASK YOUR JOBBER OR WRITE US 











as advertised in.. 
and guaranteed by 


GOOD HOUSEKEEPING 
















caret OR g REFUND OF 
Ss 


’ Guaranteed by ® 
Good Housekeeping 


Lor as ADVERTISED rue 


as 


BY 
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- Will not bind, 
stick or warp 


2. beautiful, natural 
finish 


3. water and rust-proof, 
requires no paint 


HA-6-24-54 


FAWSCO Manufacturing Division 
Cuyahoga Falls, Ohio 
Send me prices on all-aluminum mail boxes. Packed 6 


4. complete with working 
signal flag 


5. corrugated bottom ... 


MAIL THIS COUPON TODAY 





Address 


City , 
Please print name and address plainly. | 


r 
| 
| 
| to shipping carton; shipping weight — 20 Ibs. 
| 
| 
| 
| 





WHAT’S NEW 
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unit has four folding reversible 
blades which fold back when strik- 
ing an uncuttable object. Chassis 
is tubular steel of bridge type con- 
struction. Forward-reverse-neutral 
clutch and shifting lever is sepa- 
rate from mower drive. Mower is 
powered with a 2% hp., four-cycle 





All eyes are on 


SARGENT’S NEW 
ALUMINUM HARDWARE 


Get this tree display! 


See the Sargent Aluminum Line. Fee/the smooth, quality 
finish! This aluminum hardware is molded, not die cast. 
Non-rusting. Enduring as brass. Designed to harmonize 
with modern architecture but perfectly suited to the 
traditional. Backed by the Sargent name! And priced 


to sell! 


Available in 3 handsome finishes: Bright Aluminum 
(AL) . . . Polished Brass (B) . . 


SPRGEN 


: New York 
of New Haver’ 





gasoline engine, has a maximum 
cutting speed of five mph., and 
makes a 24 in. cut. Root Mfg. Co. 
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Wood Grained Finish 


New coating is a pigmented fin- 
ish, not a stain, that gives full 
color and a wood grained appear- 
ance to all exterior rough wood 
surfaces. Covers solidly in a luster- 
less color. Comes in lead, pine, 
pewter, charcoal, redwood, and 
bark colors. Can be applied with 
roller, brush, or spray. Doesn’t 
contain creosote. Finish uses oils 
and permanent color pigments. 
Sapolin Paints, Inc. 
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Medicine Cabinet 


Called the Suburban, this bath- 
room medicine cabinet has more 
than 1550 cu. in. of storage space. 
Features include large plate glass 
beveled-edge mirror; electrically 
welded heavy-gage steel cabinet; 
non-yellowing white enamel finish; 
chrome fluorescent light fixtures; 
chrome spring, rod and ball door 
check; bullet-type door catch; full- 
length chrome plated piano hinge, 
and toothbrush holder. In lighted 
and unlighted models. /deal Cabi- 
net Corp. 
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. Dull Bronze (OP). 


Sargent & Company 


NEW HAVEN, CONN. - Chicago 
Hardware of Character 
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FREE! This attractive, self-selling display, includ- 
es ing the merchandise. Each item is protected by a 
plastic sheet over entire display. Call your supplier 
today. For full information, write us, Dept. 4F. 
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GOLD ga SEAL — sus sest 
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BEST 
QUALITY NAMED 
BRAND 


EXTRA HEAVY WEIGHT 


- : - ~ - bad 
S/n ea | WT tha ago I 
Sg. yy ! MLL fo nsf PURE WHITE STRAIGHT 
¥ 4 ~ — : 


— GRAIN HICKORY 
Wy Es 


BEAUTIFUL DISPLAY 
PACKAGE—METAL AND 
WOOD WEDGES—HANDLES 
IN CELLOPHANE 
CRAFTSMEN AND OTHERS 
ALWAYS WANT TO BUY 
AND USE THE BEST 
REPAIR HANDLES 


SELL THEM PURE WHITE 
GOLD SEAL HANDLES— 
THEY ALWAYS SATISFY 


LA PIERRE-SAWYER HANDLE CO., JACKSON, MO.—(For Over 50 Years! 




















BETTER STORE 
FIXTURES 





FOR LESS 


INTERCHANGEABLE — ADJUSTABLE 
PEG BOARD BACKS 
Write for catalog No. JAH TODAY 


W. C. HELLER & CO. 
MONTPELIER, OHIO 
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NORTON 


CORNER CLAMP 





Ideal for picture frames, windows, drawers 


Hundreds of amazing uses for Rocco’s Fastening Mitre 
Clamp. A quality product with all cast construction. (Not 
Stamped.) Easy to use. May beclamped to table or used free. 
Makes easy nailing, glueing, screwing or fastening all 45 

angles. Every home workshop needs at least two clamps. 
The single locking sides jaws takes up any variation of 


error that may be made in con- TO 
struction. Takesupto2¥"stock. RETAIL $395 
AT 


ROCCO PRODUCTS, INC. 





2916 Fourth Ave. So., Minneapolis, Minn. 




















ry 


Closing sales... 
closing doors 














@ Low cost. 

e Asefficient asmore 
expensive closers. 

e@ Fast turnover— 
good profits. 

e@ Smooth, quiet 
operation. 

e Adjustable closing 
speed. 

e Concealed shock- 
absorber spring. 

e Aluminum barrel. 

e Quolity built. 

Any “handy man” 

can install it on wood 

or metal screen doors. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





444 DOOR CLOSER 


120 





| 
colors 
soiling. Measuring 10x15 in., unit 


_ the $2.95 wrought 













TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 13) 





and varnished to prevent 


has easel back for counter use or 
can be hung on wall. One each of 


| the items are mounted on display, 


and two each of the packaged arti- 


| cles are included in assortment as | | 


a back-up stock. Edwards Co. 
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| Coffee Brewer Deal 


Five promotional offers’ of 


| “Spring Specials” will be in effect 


through June 30. Deal 468-CW 
offers a combination of Nicro stain- 


| less steel 4-8 cup coffee brewer and 


candlewarmer (illustrated). Cus- 
tomer buys coffeemaker for regular 
retail price of $11.95 and receives 
iron candle- 
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iGraphited |QCK FLUID 
* a ahs Ue 

For. year-round lock main- 
™ tenance and best protection 
m against sticking — rust — 
bfreezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
fyour jobber. 


FAmerican Grease Stick Co. AG, 


Muskegon, Michigan 


P 0 i PRODUCTS 
ae 
us *Stainiess DOOR-EASE Stick 


€Lubricant in two sizes, 1S¢ and 
m 39c; AMERICAN ODripless Oil in 

















= 4-oz. oiler, 29c. 
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PICTURE OF SKILL 
AND EXPERIENCE 


Brooks has the equipment and 
background to make almost any 
conceivable wire form. In fact, con- 
ceiving is part of Brooks service— 
designing wire components to meet 
your need. Try us on some part 
you now cast or machine. An in- 
quiry will cost you nothing, may 
save you much, 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


"BROGKS  HOGKS 
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TO HELP YOU SELL 








® For more information 
on these products and 
services use free post 
card on page 107. 


warmer free. “Baker’s Dozen” 
Deal offers one electric knife sharp- 
ener free with purchase of 12. Deal 
1768 gives one glass filter rod free 
with purchase of 11. In Deal 1769 
dealer pays for 48 rods and receives 
12 free. Deal 1771 gives one free 
stainless steel filter with purchase 
of 11. Cory Corp. 


For more data circle No. 44 on postcard, p. 107 


Clock Display 

Called the Stop ’n Shop Clock 
Mart, this clock display exhibits up 
to 18 clocks, including six wall 
models, in 2 sq ft of counter space. 


Unit is constructed of wrought 
iron and textured wood. Display 






is available for $24.95 upon pur- 
chase of $75 (dealer cost) in 
clocks of any assortment. Included 
free with Clock Mart are three 
Prestige-E clocks, in dealer’s choice 
of colors, which sell for $26.85. 
Seth Thomas Clock Co. 


For more data circle No. 45 on postcard, p. 107 


Painting Booklet 

“Paint It Right,” is a 32-page 
booklet for the do-it - yourself 
painter. It contains information on 
painting techniques and painting 
shortcuts. The booklet is designed 
to help the amateur painter do the 
kind of job that will encourage 
him to tackle other painting jobs. 
Seidlitz Paint and Varnish Co. 


For more data circle No. 46 on postcard, p. 107 
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Dinnerware Display 

Counter display for merchandis- 
ing Florence dinnerware has up- 
right piece 13 in. high and a base 
extending 19 in. to show.an actual 





table setting. Silver and napkins 
are printed on in a three-dimen- 
sional effect. Background of dis- 
play is turquoise blue. Pro-phy- 
lac-tic Brush Co. 


For more data circle No. 47 on postcard, p. 107 


Asphalt Tile Packaging 


New carton for packaging of 
Matico asphalt tile is a dual-pur- 
pose type. It can be used as a 
standard container or as a counter 
display. Design is dark blue with 





red lettering on a kraft field. Com- 
plete instructions for converting 
package to a display unit are print- 
ed and illustrated on the carton. 
Mastic Tile Corp. 


For more data circle No. 48 on postcard, p. 107 


Sprinkler Hose Reel 


New reel for plastic sprinkler 
hoses comes in three sizes for hoses 
up to 50 ft long or more. To use, 
hose is attached to outlet and 
enough reeled off to water a given 
area. Clip at base of reel keeps 








Hardw ar« 


Cary 








in Demand 





Here are two points that smart 
hardware dealers everywhere use 
as their guide. (1) Stanley shelf 
hardware is a complete line. (2) 
Stanley shelf hardware is a quality 
line. Stock Stanley shelf hardware 
— it’s always in demand, Order 

| through your wholesaler — or for 

| further information write The 
Stanley Works, 386 Lake Street, 
New Britain, Conn. 


_ [STANLEY] 
Hardware 


TOOLS © ELECTRIC TOOLS © HARDWARE 
STEEL © STEEL STRAPPING 















Strength 
with 
Economy 


HARGRAVE 


Super-Junior 





FORGED STEEL 
HEAT TREATED 


This new line is the answer to 
a growing need for MORE 
STRENGTH, LONGER LIFE 
and greoter value for the 
money invested. They are 
rapidly becoming the favorite 
clamps of industrial users 
everywhere. 


Forged steel, heat-treated 
frames make SUPER-JUNIOR 
Clamps much stronger than 
pressed steel clamps, malle- 
able, aluminum and other cast 
clamps on the market. They 
are much more economical to 
use on practically all classes 
of work. 


7 Convenient Sizes 


Especially suitable for jig and 
pattern work, gluing, welding 
and aircraft construction. 
Specify SUPER-JUNIOR 
Clamps and eliminate the loss 
of valuable shop time due to 
small clamp failure. "They're 
built to take it!" 


MORE STRENGTH 
LONGER LIFE 
FEWER REPAIRS 


WRITE FOR CATALOG 


of the complete line of Har- 
grave “tested tools", repeat 
and dependable profit tools. 
The complete line of Clamps, 
Chisels, Punches, Masonry 
Drills, Saw Vises, Brace 
Wrenches, File Cleaners and 
Washer-Meta! Cutters. 


The Cincinnati Tool Co. 


Montgomery Road 
CINCINNATI 12, OHIO 


© 


HARGRAVE 


The Complete Line of Tested 


TOOLS 


La] 
HARGRAVE 


TO HELP YOU SELL 








| water from entering coiled hose. 


Fits-All reel can also be used for 
electric lawn mower cords and for 
storing and drying commercial fish- 
ing lines. Lists for $1.85. Russell- 
ville Wire Works. 


For more data circle No. 49 on postcard, p. 107 


.* . 
Door Cushion Display 
Inner-Seal overhead garage door 
cushion is now available in a new 
black and yellow self-display pack- 





age, designed so that customers can 


| inspect and handle the product. In- 


structions for installation are on 
every package. Suggested retail 
price for 8 ft. length is $2.65; for 
9 ft. length, $2.95. Bridgeport Fab- 
rics, Inc. 


For more data circle No. 50 on postcard, p. 107 


Ice Crusher Deal 


Dazey triple ice crusher, and 
magnetic bottle opener are offered 
in a special deal for the months of 
June and July. The promotion is 


available in two forms: The first, 
ice crusher with white enamel body 
and bottle opener at $9.95; the sec- 
ond, ice crusher with chrome body 
and bottle opener at $11.95. Mer- 
chandising kit is packed with each 
individual combination of ice crush- 
er and bottle opener. Dazey Corp. 


For more data circle No. 51 on postcard, p. 107 


Lockset Display 

Counter display unit shows ac- 
tual hardware in E-Z-Set line of 
tubular locksets. Revolves to show 





both sides of locks, which feature 
three-piece assembly and are self- 
aligning. National Hardware Corp. 


For more data circle No. 52 on postcard, p. 107 


Sealing Tape 

New band label has been added 
to Bantam rolls of Tru-Test 
gummed Kraft tape. Label carries 
suggestions for use of tape in the 
home, and indicates the retail price. 
Bantam rolls are available in 2, 
2% and 8 in. widths, with individ- 
ual band labels. Packed 1 doz. rolls 
to a display carton, rolls are also 
available in 1 and 144 in. widths 
unlabeled. Tape, Inc. 


For more data circle No, 53 on postcard, p. 197 
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MRS. -DAMAR’S NEWEST WINNER! 
—~ Sensational Steam Basket 


MAKES ANY POT | 
A STEAM COOKER! . 








D on $450 etal 


This versatile STEAM BASKET 





Two Convenient 
Lift-Out 


Siendios preserves the natural flavor and 


zen foods, for steam cooking 

foods, fruits and vegetables! it 
heats leftovers, bread, buns, ete., 
in minutes. Rustproof, stainproof 
aluminum—fits any 5/2” pot or 
larger. Collapsible sides and tele- 
seopic fold-in legs expand from 
5/2” diameter by 2” te 9%” diam- 
eter by 3” high. Retails for only 
$1.50 and it’s Damar’s newest 
money maker! Packaged in color- 
ful display box—to sell on sight! 





Self Adjusts 
To Fit Any Pot 


See Us At The Show In Atlantic City—Space 1624 and 
1626—on the AIR CONDITIONED Auditorium Mezzanine! 


SEE YOUR JOBBER OR WRITE US DIRECT 


DAMAR PRODUCTS INC. 


20-8 Damar Bidg., Newark 5, N. J. 





THE LAST WORD IN 


WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 












STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 





BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE YOURS FOR PARTICULARS 


€OnFiodenNnce 











with 


QNCHOR 


sur 


WIRE CORPORATION 


AVE 
LAND oe ce 


Pek mea Ss 2 oes 


LONG 15 
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makes any pot a steam cooker— | 


healthful vitamins of foods. Won- | 
derful for quickly defrosting fro- 








TO HELP YOU SELL 


Jigger Glass Display Set 
Golfing decoration is 
ounce heavy-base jigger 
rhich come in new four-piece dis- 





on two- 





play sets. Rims of Safedge glasses 
are guaranteed not to chip. Sets 
retail for about 79¢ each. Libbey 
Glass Div., Owens-Illinois Glass Co. 


For more data circle No. 54 on postcard, p. 107 


Screwdriver Display 


New TD-48 Hold-E-Zee 
driver assortment comes in 
service plastic display unit. 


screw- 
self- 
Dis- 





play, offered without cost, holds 49 
screwdrivers in 17 types and sizes. 
Upson Bros., Inc. 


For more data circle No. 55 on postcard, p. 107 


Iron Hardware Folder 


Folder No. 5002-FI illustrates 
and describes 20 items of forged 
iron hardware for home applica- 
tion. Gives dimensions and iden- 
tifies by model number five hinge 
straps, two door knockers, mail 
boxes, a foot scraper, and an as- 
sortment of forged iron hardware | 
for kitchen use, including hinges, 


glasses | 


% 





One of many FEATURES 
that SELL MORE 


PeceX Cle | 
FROZEN FOOD 
CONTAINERS 


T 


The Same 








| 
1. 
| 


1 pt — 1% pt — 1 qt — 2 qt 
identical 45%" square shape permits 
combinations of all sizes to STACK 
WAIFORMLY and COMPACTLY . 
saves space. When not in use, all 
sizes will also nest together without 
wedging. Saves on freight too! 


| FASTER FREEZING 
Projections on covers, sides and 

| bottoms allow space for constant | 

| circulation of cold. Keeps con- WI! rh 

| tainers from freezing together. - 

| 





DISPLAY 
PACKAGED SETS 





Molded of UNBREAKABLE polyethylene . . lasts for 
years. So easytoseal .. . easy to open . . . sides 
can't collapse or bulge open. In fact, repeat sales 
will prove LUSTRO-WARE Frozen Food Containers meet 
every user's requirements. 


Nationally advertised and priced for 
sales and profits. For complete information 
contact your supplier or write to COLUMBUS 
PLASTIC PRODUCTS, INC., Columbus, Ohio. 


SS 


Pot 
—_ 















ie NEW 
Curb-Marking e 
Drivefindér ge" 


Needed by 
Millions of 
Home-Owners 


i 





t, most , most sales-making unit ever 
offered to mark Samat Saves lawns, saves tires, 
liminates short-cutting. Double barrel-shaped head 
carrying two red and two green reflectors in each, 
head. Corrosion-resistant satin chrome finish. Two 
models—Model 100 DRIVEFINDER, includes 8” high 
base and anchoring stakes for driving into ground. 
Two units in display box. List $4.95 per pair. Model 
200 DRIVEFINDER, without base. Heads threaded to 
fit any length pipe desired (not furnished), two units 
in display box. List $2.95 per pair. 
ATTRACTIVE DISPLAY BOX. Order DRIVEFINDER now! 


CARTRUCK PRODUCTS CORPORATION 
1743 West ‘3300 Strect Cleveland 9%, Ohie 

















SUPERIOR HEAVY DUTY 
ALL-STEEL LEG and 
WORK BENCH ASSEMBLY 





_ 


@ Makes work benches 6 ft. long 
and as much as 3 ft. wide. 

® Complete with all hardware. 

¢ All holes drilled for mounting top 
and shelf. 


® Made of high quality 14 gauge 


steel. 
$995 LIST 


Write for full details about this and other 
Superior products 


SUPERIOR 
PRESSED STEEL COMPANY 
Lansdowne St., Cambridge 39, Mass. 








TO HELP YOU SELL 


latches and pulls. Entitled “Friend- 
ly Doorways,” folder is printed in 
two colors and measures 314x614 
in. Can be used as an envelope 





| stuffer. McKinney Mfg. Co. 











For more data circle No. 56 on postcard, p. 107 


Perforated Panels 


Precut, consumer packaged per- 
forated hardboard panels are made 
from tempered Masonite Duolux, 





with an enamel finish. Six colors 
available. Packaged complete with 
mounting hardware and 20 assort- 
ed hooks. John H. Graham & Co., 


Ine. 
For more data circle No. 57 on postcard, p. 107 


Fishing Tackle Catalog 
Full-color fishing tackle catalog 


contains complete new line of glass 





and three reels. 


spinning 
Catalog has 48 pages and is 81x11 
in. South Bend Bait Co. 


For more data circle No. 58 on postcard, p. 107 


rods 






Desk Stapler Display 
Swingline “77” 4-in-1 desk sta- 


plers come in container which 
doubles as counter display. Lid be- 
comes display background with a 





kangaroo which is die-cut to pop 
out when lid is folded into position. 
Unit can display all four stapler 


colors. Back of display holds four 
vending cartons describing fea- 
tures of stapler. Speed Products 
Co., Ine. 


For more data circle No. 59 on postcard, p. 107 


Wheel Display 


Corrugated board display shows 
13 types of wheels as replacements 
for home, farm and light indus- 
trial vehicles. Folded display and 
26 individually packed wheels are 
shipped in a carton. Display con- 








sists of three pieces—the top deck 
which folds over and is locked by 
the two die-cut ends. Wheels fit 
into die-cut slots which are identi- 
fied as to size on the imprint 
labeled deck. Display is yellow and 
blue. Allied Wheel Products, Inc. 


For more data circle No. 60 on postcard, p. 107 


Repair Cement Handbook 


This 48-page illustrated hand- 
book shows in detail methods for 4 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 107. 


wide range of uses with repair 
cement. Text and_ illustrations 
present repair methods for leaks 
in pipes, boilers, radiators, con- 
crete and cinder blocks, and sheet 
and plate metal. Other sections 
show how to tighten loose parts in 
metal, wood or plastics. Directory 
describes the 12 types of repair 
cements and the various repair jobs 


they do. Table lists physical data 
of each cement. Smooth-On-Mfg. 
Co. 


For more data circle No. 61 on postcard, p. 107 


Color Keyboard Display 


Color keyboard merchandising 
display for color selection features 
144 brushed out color chips of 
Fashion Color and Mel-Lux odorless 








paints. Included with each keyboard 
color selector is a room visualizor 
that permits pre-selection of color 
in a fully decorated room, a counter 
stand, a color index and a mixing 
guide. Sapolin Paints, Inc. 


For more data circle No. 62 on postcard, p. 107 


Brush Catalog 


76-page illustrated catalog pre- 
sents a complete panorama of 
household, maintenance and per- 
sonal brushes. Cross-indexed for 
quick reference, it covers the fol- 
lowing types of brushes: floor, 


street, window, fountain, dusters, 
scrubbing, waxing, glass cleaning, 
sanitary, household, painters’ and 
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paperhangers’, shoe, personal, ani- 
mal and special purpose. Specifica- 
tions and shipping data are given 
for every type of brush. A final 
section has a separate listing of 
brush handles. Empire Brushes, Inc. 
For more data circle No. 63 on postcard, p. 107 


Weather Stripping Packs 


Inner-Seal weather stripping 
comes in new-self display packages. 
Two sizes are offered: Queen B Pak, 
containing a 17-ft length of weather 
stripping, and B Pak, which con- 





tains a 10-ft length. Instructions on 


how to weatherstrip are printed in- | 


side every Pak. Suggested retail 
price for the Queen Pak is $1.98, 
and for the B Pak $1.19. Bridgeport 
Fabrics, Inc. 


For more data circle No. 64 on postcard, p. 107 


Seed Packaging 


For sealed-in protection, vege- 
table seeds are now being packaged 
in new labelled cans. Units of %4, 
% and 1 lb. of seed come in four 
different can sizes. Cans feature 
full color lithographed illustrations 
superimposed over a wrap-around 
band in green and yellow. W. Atlee 
Burpee Co. 


For more data circle No, 65 on postcard, p. 107 





(Resume reading on page 14) 

















CHAMPION 


SCREEN and 
STORM DOOR 
LATCHES 


The all-round superior qualities 
built into these items make them 
fast sellers for you and insure 
long and satisfactory use by your 

















customers, 
-E-3 5) 
a cy 


No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 


One 
piece drawn steel case. Bolt equipped with 


Cast Allumaloy, rust proof levers. 


two easy compression springs. Packed 1 
in a box, 4 dozen in a case, 





Tubular Screen and Storm Door Latch. 
No. 4150—Wrought Steel 

No. 4155—Wrought Brass 

Packed 1 in a box, 4 dozen in case. 


Screen Door Hardware is available in 
plated finishes. 


Winning Sales 





F. eatures 


Superior Quality. 
Easy Installation. 
Double Spring Action. 


Priced to sell to the 
largest number of pro- 
spective buyers. 


ms 
2. 
3. 
4. 


Nearly all hardware jobbers handle some 
products in the big CHAMPION line, 


The 
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HARDWARE BRIEFS: 





A. E. Ewing Co. Discontinues Business; 


Sinsel Retires After 50 Years With Firm 


Olean, N. Y.—A. E. Ewing 
Co., Olean, N. Y., hardware 
and home furnishings retail 
firm, has discontinued busi- 
ness, all assets, including 
inventory, display fixtures, 
and office equipment having 
been liquidated. The store 
officially closed its doors on 
March 13. The firm is pres- 
ently seeking to dispose of 
its lease on its four-story 
brick building, 150-car park- 
ing lot and new warehouse. 


Cameron, W. Va. — Her- 
bert W. Sinsel, manager of 
Sinsel Hardware Co. for 
more than 50 years, has re- 
tired. He came to Cameron 
in 1902, managing the J. D. 
Owens Hardware Store for 
five years. He purchased an 
interest in the firm in 1907, 
and the remainder in 1909. 
Mr. Sinsel changed the name 
of the store that year. 


Center, Tex. — Harris 
Hardware and Furniture Co. 
has moved to a new location 
on the corner of North 
Tenaha and Logansport 
Streets. 


Anniston, Ala. — A new 
drive-in hardware store, 
Clark Hardware Co., recently 
opened at 19 W. 12 St. The 
store has a drive-in parking 
and shopping entrance on 
Court St. Floyd M. Clark is 
owner-manager. 


St. John, Kans.—Roy Weil 
held the formal opening of 
his new hardware store re- 
cently. Merchandise prizes 
were awarded, including a 
steam iron, plastic hose and 
automatic screw driver. Yard 
sticks were given as favors. 


Elberon, lowa—The recent 
fire, which destroyed the 


(Continued on page 133) 
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Robert Doti Rejoins 
Wholesale Firm 

Robert Doti has rejoined 
Igoe Bros., Inc., Brooklyn, 
N. Y., wholesalers, after an 





ROBERT DOTI 
absence of several years. Ee 
will serve as assistant to 
Joseph A. Igoe, vice presi- 
dent and general sales man- 
ager. 


W. C. Habbersett Joins 
Thermoseal Aluminum 


William C. Habbersett has 
been named general manager 
of the Thermoseg! Aluminum 
Div., F. C. Russell Co., Cleve- 
land, manufacturer of screen 
and storm windows. He will 
be located at division head- 
quarters, Cambridge, O. 

Mr. Habbersett was previ- 
ously employed by Russell & 
Erwin Co., New Britain, 
Conn., as general sales mana- 
ger. He was also affiliated 
with George W. Habbersett 
Co., Baltimore, Md., as a dis- 
tributor of appliances. Prior 
to his association with the 
Baltimore firm, he was with 
Independent Lock Co., Fitch- 
burg, Mass., where he helped 
organize the company’s Keil 
Lock Div. 





John Findeisen Retires 
From True Temper 


John O. Findeisen, vice 
president in charge of mer- 


chandising of True Temper 


Corp., Cleveland, retired from 
the firm on June 1. 
Mr. Findeisen was named 


vice president in 1946, and 
a director in 1939. He will 
retain his position as director. 

A member of the company 
since 1912, when he joined 





JOHN O. FINDEISEN 


True Temper’s sales pro- 
motion staff at the then 
Philadelphia works, Mr. Fin- 
deisen successively held the 
posts of assistant sales man- 
ager, sales manager, mer- 


chandising director and vice 


president. 

Mr. Findeisen’s only an- 
nounced plans were to catch 
up on some fishing. 


New Stratton & Terstegge Consumer Promotions 





Tennessee sales representatives of Stratton & Terstegge Co., wholesalers of Louisville, 
Ky., met recently to hear details on new consumer promotions for dealer use developed 
by the company. These include a Fall broadside, a Fall book and a Christmas book on 
toys. Shown in this photo are standing, left to right, Fred Wrenn, G. Crenshaw, M. 
Thompson, H. Stone, and J. H. Sanders, sales promotion manager. Seated, left to right 
are, C. Richey, H. R. Brown, H. Jones, buyer, A. L. Crowe, sales manager, Ed Camp- 
bell and R. McClintock. 
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Salt Lake Hardware 


Makes Two Appointments 


Oscar Hanson, Jr., is the 
new director of sales of Salt 
Lake Hardware Co., whole- 
City, 
Utah. He replaces John W. 
resigned as 


salers of Salt Lake 


Droubay who 





OSCAR HANSON, JR. 


general sales manager. 
Mr. 





Hanson joined Salt 
Lake Hardware in 1919. Most 
recently he was manager of 


the company’s Colorado Div. 


In addition to his new post, 
Mr. Hanson is a director of 
the firm. 

Replacing Mr. Hanson as 





MELTON R. HOGGE 


manager of the Colorado Div. 


is Melton R. Hogge. Mr. 
Hogge joined Salt Lake 
Hardware in 1933. He held 


vatious sales positions with 
the company before being 
appointed assistant manager 
of the Colorado Div. in 1953. 





Hardware Dealers Warned Against New 
Racket Developing in Rental Business 


A warning that hardware 
dealers may be victimized by 
a new racket that is develop- 
ing in the tool rental busi- 
ness is voiced in a letter to 
HARDWARE AGE by a mid- 
west dealer. 

The racket involves the 
practice of renting a _ tool 
from a hardware store and 
then selling it to a pawn 
shop, with the “customer” 
pocketing the proceeds of the 
pawn shop sale. 

The most effective means 
of combatting this racket, it 
is suggested, is to be certain 
of the identification of each 
customer, and to maintain an 
adequate record of the serial 
number, etc., of the machine 
rented. 

If a customer is not known 
personally, a dealer should 
require positive identification 

(Continued on page 132) 
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R. W. Eisinger, Sr. 
Named Board Chairman 


Roger W. Eisinger, Sr., 
has been named chairman of 
the board of Eisinger Build- 
ers Supply Co., Bethesda, 
Md. He has been secretary- 
treasurer of Ejisinger Mill 
and Lumber Co. since 1928. 

Roger W. Eisinger, Jr., 
secretary -treasurer of the 
firm since its founding in 
1946, is now president and 
general manager. John B. 
Logan is secretary-treasurer 
and purchasing agent. 

The company has started 
construction on its new main 


plant, located in the Con- 
gressional Airport business 
area. During construction, 


Eisinger’s main office is in 
temporary quarters at 7309 
Waverly St. 





National Retail Toy Dealers Association 
Forms New York And New Jersey Chapters 





Irwin Auger Bit Co. 
Names Fischer President 
Ray C., Fischer, vice presi- 
dent in charge of sales for 
Irwin Auger Bit Co., Wil- 
mington, Ohio, has been elect- 
ed president of the company. 
He succeeds Matthew R. 
Denver, who died May 13. 
Joseph von Klinger has 
been elected a member of 
the board to fill the unex- 
pired term of Mr. Denver. 





RAY C. FISCHER 


Mr. Fischer joined the 
company in 1941 in produc- 
tion work. He was made vice 
president in charge of sales 
in 1947. 





John Hires Rejoins 
Worth Hardware Co. 


John Hires has rejoined 
Worth Hardware Co., Inc., 
hardware wholesalers of 84 
White St., New York City, 
to represent it in Long 
Island and part of Connecti- 
eut. Previous to his return 
to Worth, he had represented 
Yale & Towne Mfg. Co., in a 


mid-west territory for a 
year. 
His former association 


with Worth Hardware 
as a traveling salesman, 
been from 1945 to 19538. 


Co., 
had 


Recently organized to com- 
bat unfair trade practices 
in the retailing of toys and 
wheel goods, the National 
Retail Toy Dealers Associa- 
tion (NRTDA), now has 
more than 500 members in 
38 states. Membership is open 
to retailers selling toys and 
wheel goods on a 12-month 
including hardware, 
department and _= specialty 


basis, 


stores. 

Two chapters have 
been established to date— 
one in New York, the other 
in New Jersey, with plans 
being made for more local 
chapters. The New Jersey 
chapter, sparked by Ran- 
dolph Blodgett of The Play 
Fair, 399 Bloomfield Ave., 
Caldwell, N. J., and national 
secretary of the NRTDA, 
will serve as the model for 
formation of other chapters. 

Membership applications 
may be obtained from Mrs. 
Felicia Parker, Publicity Di- 
rector, National Retail Toy 
Dealers’ Association, 148 E. 
38th St., New York 16, or 
from Mr. Blodgett. Dues are 
$5 per year. 

Thomas McKenna of The 
Merry-Go-Round, New Ro- 
chelle, N. Y., is chairman of 
the national board of 
NRTDA. Attorneys for the 
group are Frederick P. Gage 
of New Rochelle, N. Y., and 
Joseph K. Reichbart, New 
York City. 


local 


Syracuse Alloy Metals 
President Resigns 

William F. Martin has re- 
signed as president of Syra- 
cuse Alloy Metals Corp., 
Syracuse, N. Y. He will con- 
tinue with the firm as gen- 
eral sales manager. 

The company has announ- 
ced plans to broaden its line 
of Samco products and in- 
crease manufacturing facil- 
ities, 
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Marshall-Wells Names 
Hatfield Vice President 


L. M. Hatfield, vice presi- 
dent in charge of sales and 
merchandising of Marshall- 
Wells Co., has been promoted 
to executive vice president 
and manager of the firm’s 
Amer.can branches. 

The appointment was an- 
nounced recently by John H. 
Moore, president of the com- 
pany, following a meeting of 
the board of directors. 

Mr. Hatfield joined Mar- 
shall-Wells in 1940, at the 
Portland, Ore., branch. He 
was formerly associated with 
Montgomery- Ward on the 
West Coast for 13 years. 

Outlining Marshall-Wells’ 
program for expansion, Mr. 
Moore reported that the 
company has new facilities 
under consideration at Van- 


_______— News of the Trade —— 


couver, British Columbia; 
Edmonton, Alberta and Cal- 
gary, Alberta. He added that 





L. M. HATFIELD 
newly constructed ware- 
houses have recently been 
put into operation at St. 
Paul, Minn.; Billings, Mont., 
and Saskatoon, Saskatche- 
wan, Canada. 





Store Owner-Employee Conference Held 
At Northern Michigan College, Marquette 


Business Signals — Ked, 
Green or Caution, and Sharp- 
en Your Salesmanship were 
among the topics discussed 
at a store owner - employee 
conference held at Northern 
Michigan College of Educa- 
tion, Marquette, Mich., May 
25. 

Delegates from 29 member 
stores of the Michigan Retail 
Hardware Association, two 
wholesalers, and Hardware 
Mutuals representing a 15- 
county area in Northern 


Michigan, attended the con- 


ference, 

Thirty-nine persons attend- 
ed the opening session, and 
71 the evening banquet, held 
at the Northland Hotel. 

Speakers included William 
Watkins, William J. Carey 
and Wally Weber, all from 
the University of Michigan; 
Walter Chojnowski, North- 
ern Michigan College; Dan 
McDavid, National Cash 
Register Co.; Kenneth Lam- 
phere, MRHA, and William 
KE. Buelow, Patterson-Sargent 
Co. 


Md”? 


Delegates from 29 member stores of the Michigan Retail 
Hardware Association, two wholesalers and Hardware Mu- 
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E. H. Weitzen Joins 
AMF As Vice President 


Edward H. Weitzen, for- 
merly vice president of Bu- 
lova Watch Co., and presi- 
dent and director of Bulova 
Research and Development 
Laboratories, has joined 
American Machine & Foun- 
dry Co., New York, as vice 
president in charge of mar- 
keting. 

Mr. Weitzen joined Bulova 
in 1945. He was named a 
vice president in 1950 and 
president and director of the 
firm’s research laboratories 
the same year. 


Landers, Frary & Clark 
Appoints District Mgrs. 
Francis P. Hickey has been 
appointed district manager 
of Stanley Insulating Div., 
Landers, Frary & Clark, 
New Britain, Conn., cover- 
ing the Atlantic seaboard 
from Maine to Florida. 
Irwin Feher has_ been 
named assistant district man- 
ager of the Home Cleaning 
Equipment Div. in the metro- 
politan New York City area. 


DeWalt Names Jones 
District Sales Mgr. 


Raymond C, Jones has 
been named a district sales 
manager for DeWalt, Inc., 
Lancaster, Pa., manufactur- 
ers of cutting machinery for 
wood, metals and plastics. 

Mr. Jones will act as De- 





Walt representative in Ar- 
kansas, the southern half of 
Illinois, the southwestern 
portion of Kentucky, the 
northern half of Mississippi, 
the southeastern portion of 
Missouri, and Tennessee. 
Prior to joining DeWalt, 
he was manager of the hard- 
ware and housewares depart- 





RAYMOND C. JONES 


ment of the Fedway Depart- 
ment Store in Amarillo, 
Texas. From 1950 until 1953 
he was a department man- 
ager for Sears Roebuck & 
Co. and 1945 to 1950 served 
in this same capacity with 
Montgomery Ward & Com- 
pany. 


Morse Gets New Post 


R. H. Morse III has been 
appointed assistant to the 
vice president in charge of 
sales, Fairbanks, Morse & 
Co., Chicago. He has been 
general manager of the firm’s 
Beloit, Wis., plant for the 


past two years. 








. 6 


tuals who attended the store owner-employee conference 








at Michigan Northern Michigan College of Education. 
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Shown at May I1 meeting of Builders Hardware Club 
of North California are, left to right: Robert G. Ryan, 


ES secretary of National Builders Hardware Assn.; Al the biggest SELF-SELLING 


Troyer, Norton Pacific Sales, San Francisco, and John 


Depart- Worner, of John Worner & Son, New Orleans, hardware EXTRAS 
marillo, firm, and president of NBHA. Mr. Ryan and Mr. Worner 
til 1953 were honored at the meeting. 


ever offered 














t man- a la i a - 
buck & Lau Blower Appoints years, part of which time he | . 
served Three Vice Presidents operated branch offices in | Every single tape packed in an ir- 
y with Atlanta and Birmingham. He | resistible crystal-clear plastic util- 
Lau Blower Co., Dayton, wij] be ] ane ity case! PLUS—rich metal-edge 
~ Com- O.. h : d th y wih be ocated at oe. carton that is a display in itself! 
., has appointed three new Earl J. Curlett, who joined And in each “White-Tape”— more 
vice presidents. They are quality extras than in any tape at 
Samuel J. Hipple, in charge . any price! Yet Evans “White- 
) f special assignments; Wil- Tapes” still start at a sensible 
ost = nts; _ 
liam E. Prather, in charge $3.49 list price. 
as_ been of production, and Harold E. 
to the Nemecek, in charge of pur- 
irge of chasing. 
orse & 
s been 
s firm’s H & A Announces 


‘or the Personnel Changes 


Lee Mitchell has been 
named to the newly created 
post of assistant sales mana- 
ger of Hooven & Allison Co., 


EARL J. CURLETT 


H & A in 1947, will take over 
most of Mr. Mitchell’s former | 
territory. Mr. Curlett has| 
been in the sales department | 
at Xenia for the past year. | 











Ragone Sees Mgr | 6,8, 10 and HOW Eaetaoty LC HL. L-O-N-G 


Charles O. Rader has been | 
named eastern regional sales 
manager of Bostwick Lab- 
LEE MITCHELL oratories, Inc., Bridgeport, 





Another outstanding EVANS EXTRA! Each EVANS 
Pocket “White-Tape” in clear Tenite utility case. 
1-dozen assortment carton becomes a counter display. 
Conn. He was formerly gen- Inside...a special display for one each 6, 8, and 10 ft. 


t ,and three extra disple ds for individual tapes. 
cordage manufacturers of eral sales manager of the Ee ee Seer aan ae SHETeeee tapee 


Xenia, O. Aerosol Div. of Bridgeport 
Mr. Mitchell has been as- Brass Co. and was _ subse- | & C0 
' 


sociated with the firm’s sales quently president of Blitz 
department for the past 30 Products. Qror 410-416 TRUMBULL ST., ELIZABETH, MW. J. 
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Dan F. Searight, President, Walter Tips Co., 
Celebrates 50th Anniversary With Firm 


Dan F. Searight, president 
of Walter Tips Co., Austin, 
Tex., hardware and automo- 
bile accessories wholesalers, 
observed his 50th anniver- 
sary with the firm on June 
21. He is the third successive 





DAN F. SEARIGHT 


president of Walter Tips 
with a 50-year record of con- 
tinuous service. 

Mr. Searight joined the 
97-year-old firm in 1904 as 
an office boy. He became a 
salesman in 1912, and in 1936 
was named buyer for the 
hardware division. 

He has been a member of 
the board of directors since 
1927 and has served as sec- 
retary and vice _ president. 
Mr. Searight was elected 
president of Walter Tips in 
1950. 


Olin-Industries Names 
Brannan District Mgr. 


Aubrey E. Brannan has 
been appointed district man- 
ager, with headquarters at 
Kansas City, for the sale of 
Western-Winchester prod- 
ucts of the Arms and Ammu- 
nition Division of Olin In- 
dustries, Inc. The district ter- 
ritory includes Iowa, Ne- 
braska and Kansas, western 
Missouri, eastern Colorado 
and eastern Wyoming. 

Mr. Brannan succeeds Guy 
L. Nichols, who has _ been 
district manager since 1917. 
Mr. Brannan has been with 
the Olin Arms and Ammu- 
nition Division sales staff 
since 1949 in Iowa and Ne- 
braska. 


Samson Moves Offices 


Samson Cordage Works of 


Boston, Mass., on June 1 
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moved its general offices from 
the former location at 89 
Broad St. to expanded quar- 
ters at 470 Atlantic Ave. 
The company manufactures 
braided cotton cordage and 
spot sash cord. 





Pratt & Lambert 
Elects New Officers 


Pratt & Lambert, Inc., 
Buffalo, N. Y., has appointed 
the following officers: 

Burton F. Wilkinson was 
made a director and general 
sales manager. He succeeds 
James H. McNulty, retired. 

The following were made 
vice presidents: J. Clarence 
Roth, resident manager, Cen- 
tral Div.; Granville M. 
Breinig, advertising man- 
ager, and William H. Lutz, 
technical director. 

Mr. Wilkinson joined Pratt 
& Lambert in 1938 asa sales- 
man in the Central Div. He 
was made assistant general 
sales manager in 1951. Mr. 
Wilkinson is also assistant 
treasurer. 





I. Kenner Promoted 
To Sales Manager 


Rhode Island Insulated 
Wire Co., Providence, R I., 
manufacturers of asbestos 
plastic insulated wire, cord 
sets and heater cord wire, 
has promoted Irwin Kenner 
to sales manager. 

Mr Kenner has been with 
the firm 10 years. His previ- 
ous assignments include of- 
fice manager, credit manager, 
and sales coordinator. 


Rout Joins S & W 


Charles F. Rout has been 
appointed to the sales staff 
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of S & W Moulding Co., Co- 
lumbus, O. After a training 
period, Mr. Rout’s duties 
will be to assist in the co- 
ordination of S & W’s na- 
tional sales program. 





R. L. Ficks, Jr. Named 
Salmanson Sales Mgr. 


Robert L. Ficks, Jr. has 
been appointed sales manager 
of Salmanson & Co., New 





ROBERT L. FICKS, JR. 


York, manufacturers of fur- 
niture and distributor for 
Arvin Industries Metal Fur- 
niture Div. 

Mr. Ficks was previously 
sales manager of Ficks Reed 
Co., Cincinnati, O. 


New Company Name 


Milwaukee Flush Valve 
Co. has announced, that, be- 
cause of a gradual and pro- 
gressive change in the nature 
of its products and business, 
it has changed its name to 
‘Milwaukee Faucets, Inc. 


Inland Steel Products 
Names Four Branch Mors. 


Four new branch mana- 
gers and a salesman have 
been appointed by Inland 
Steel Products Co., Milwau- 
kee, Wis. 

The branch managers are: 
Paul C. Dunn, Los Angeles 
office and warehouse; H. A. 
White, who replaces Mr. 
Dunn as Chicago manager; 
Arthur F. Pope, St. Louis 
office and warehouse, and 
M. R. Greene, who replaces 
Mr. Pope as Buffalo man- 
ager. 

Ben H. Norrid has been 
named sales representative in 
the central and_ southern 
states. He joined the firm in 
1949 and was previously as- 
signed in the St. Louis area. 





James Barber Retires 
From Wright Steel 


James Barber, sales man- 
ager of G. F. Wright Steel 
& Wire Company, Worcester, 
Mass., retired in June after 
long service in the wire busi- 
ness. 

Mr. Barber began his 
wire career with Wright 
Wire Co. of Worcester and 
Palmer, Mass., previous to 
the merger of that company 
with Clinton-Wright Wire 
Co. (1920), and later Wick- 
wire Spencer Steel Corp. 
Nine years after its organiz- 
ation, he became associated 
with G. F. Wright Steel & 
Wire Company, which manu- 
factures hexagonal netting, 
steel, brass and copper wire 
cloth, wire strand and chain 
link fence. 





Warehouse in lowa 


Conron, Inc., Danville, IIl., 
wholesalers, opened a hard- 
ware warehouse at 1044 So. 
Dittmer St., Davenport. 
Iowa, on May 15. 

A three-day open house 
was held April 20-22, which 
attracted 313 dealers ana 


their families. Refreshments 
were served and displays 
from several manufacturers 
were featured. 

The building contains 15,- 
000 sq ft of space and is 


equipped with adjustable 
steel shelving. 
Robert Sermersheim is 


manager of the warehouse. 
































Conron, Inc.’s new wholesale hardware warehouse in Davenport, lowa. 
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NEWS OF 


MANUFACTURERS’ AGENTS 





Evans & Co. Realigns 
Sales Representatives 


Evans & Co., Elizabeth, 
N. J., has completed terri- 
torial changes in their sales 
representation: 

Jack C, Clyle and Associ- 
ates, Atlanta, Ga., will han- 
dle Evans’ line of steel tapes 
and rules in Georgia, north 
of Macon, North and South 
Carolina, and Virginia; 

H. Louis Rolfes, Cincin- 
nati, will represent the firm 
in West Virginia, Western 
Maryland, and Pennsylvania, 
west of the Susquehanna; 

Milton Davis will cover 
Eastern Pennsylvania, East- 
ern Maryland, Delaware, and 
Southern New Jersey. 


Patten & Son to Handle 
Firm's Galvanized Ware 


J. M. Patten & Son, manu- 
facturer’s agent, Memphis, 
Tenn., has been appointed 
sales representative of Jones 
& Laughlin Steel Corp.’s 
Container Div. Patten & Son 
will handle J & L’s galvan- 
ized ware in Mississippi and 
part of Tennessee. 


D. Scharf Associates 
Named Ohio Agent 


David Scharf Associates 
have been appointed manu- 
facturers representatives for 
Ohio, exclusive of Toledo, by 
Finders Mfg. Co. 

Ray Dealy, associated with 
Finders Mfg. Co. for many 
years, will work with Mr. 
Scharf. 

David Scharf Associates 
also represents Finders in 
Western Pennsylvania with 
the exception of Erie and all 
of West Virginia. 


D. D. Davis Forms 
Sales Agency 


David D. Davis, director, 
vice president and director 
of sales of Continental Screw 
Co., New Bedford, Mass., has 
resigned from the firm. 

Mr. Davis and Robert A. 
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McCormick, also formerly as- 
sociated with Continental 
Screw, have formed Davis- 
McCormick & Co., sales re- 
presentatives and consultants 
for the fastener line of two 
hardware firms. They are 
Southington Hardware Mfg. 
Co., Southington, Conn., and 
Pawtucket Screw Co.., Paw- 
tucket, R. I. 

The new company is lo- 
cated at 132 Nassau St., New 
York 38, N. Y. 


G. Hertsberg Forms 
Cleveland Agency 


Garson Hertzberg, form- 
erly sales manager of Cen- 
tury Plastic Products, Inc., 
Cleveland, has formed his 
own agency at 2471 Green- 
vale Rd. in Cleveland. 

Named Garson Sales Co., 
the firm will represent Cen- 
tury Plastic and other house- 
ware and hardware manu- 
facturers in Ohio, upper 
New York, Michigan, West- 
ern: Pennsylvania, West Vir- 
ginia and Kentucky. 


Evans Products Co. 
Appoints Two Agents 


Consumer Products Div. of 
the Evans Products Co., 
Plymouth, Mich., has an- 
nounced the addition of two 
new sales organizations to 
handle its bicycle and veloci- 
pede lines. 

Ken Roberts & Co., San 
Francisco, will act as repre- 
sentatives in California, and 
Herb Calkins, Inc., Kansas 
City, will operate in Kansas, 


Nebraska, Iowa and Mis- 
souri. 
Evans recently acquired 


the Cycle Div. of the Colson 
Corp., Elyria, Ohio. 





Bernz Co. Expands 


Ground-breaking ceremon- 
ies were held May 12 by Otto 
Bernz Co., Rochester, N. Y., 
for the firm’s new boiler 
house, pump house, and a 
filling building for Bernz’s 
propane cylinders. These will 
be followed by a 35,000 sq 
ft main manufacturing plant. 
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QUALITY UNSURPASSED 
BEAUTY THAT LASTS! 





PROFITABLE 


QUICK TURNOVER ° LOW INVENTORY 





FINISHES 


DECORATIVE 
METALLIC 
FINISHES 






Pale gold, rich gold, 
roman gold, copper and 
silver ‘“‘stabilized’’ me- 
tallic finishes in 2 oz. bottles are 
offered in a sales promoting 

counter display. These high qual- > ( 
ity metallic finishes are easy to 
sell, easy to use, easy to keep, 
and they “stay brighter longer.” 


MULTI-PURPOSE FINISHES 
IN SPRAY CANS 


Convenient, ready-to-use — no 
mixing, no brushes to clean. 
Available in eleven popular col- 
ors. Ideally suited for many com- 
mercial, industrial and residen- 
tial uses. 


REDWOOD FINISHES 


Chromatone manufactures two types 
of Redwood finishes—Clear and Pig- 
mented. Chromatone Clear Redwood 
Finish is a resin free oil with a high 
penetrating action which produces a 
tough, long lasting, high gloss finish. 
The Pigmented Finish is manufac- 
tured to the same high specifications, 
and is recommended to provide uni- 
form color for varying shades of 
wood. 


WRITE FOR FREE 
DESCRIPTIVE LITERATURE 


‘a | 


tar 





ALUMATONE CORPORATION 





1523A Grande Vista Ave., Los Angeles 23, Calif. 
9270A Olive Street Rd., St. Louis 5, Missouri 

















Savogran Co. Appoints 
C. Smith District Mgr. 


Savogran Co., Boston, has 
appointed Carl B. Smith dis- 
trict manager of the Ohio 
territory. He will headquar- 
ter in Cleveland and travel 
throughout Ohio, West Vir- 
ginia and Northern Ken- 
tucky. 

Mr. Smith was formerly 
with Bartons Manufacturing 
Company of St. Louis. 





R. W. Wille Named 
Asst. Product Mgr. 


Richard M. Wille has been 
appointed assistant manager, 
Sheet Metal Products Sales 
Div., by Inland Steel Pro- 
ducts Co., Milwaukee, Wis., 
manufacturers of the Milcor 
line of steel building pro- 
ducts and garden equipment. 

Mr. Wille was formerly 
assistant manager of the 
company’s Cleveland Branch 
offices and warehouse. 





Gries Appoints 
Two Fastener Salesmen 


Carl E. Von der Heide 
has been appointed sales rep- 
resentative of Gries Repro- 
ducer Corp., New Rochelle, 
N. Y., in Michigan and the 
counties of LaPorte, Elkhart, 
Steuben, St. Joseph, and La 
Grange in Northeast Indi- 
ana. He will handle the firm’s 
line of threaded fasteners. 

Arthur D. Deardorff has 
been named to represent 
Gries’ line of threaded fasten- 
ers in Illinois, Indiana, Wis- 
consin and Iowa. 





R. G. Reimann 
Appointed Salesman 


R. G. Reimann, for six 
years associated with Gen- 
eral Steel Warehouse Co., as 
a salesman in the hardware 
trade, has been appointed a 
sales representative for Dia- 
mond Calk Horseshoe Co., 
Duluth, Minn. From his 
headquarters in Des Plaines, 
Ill., he will contact the hard- 
ware trade in Illinois, Mis- 
souri and Kansas. 


T. Young Joins Kidde 


Truman Young has been 
appointed manager for mar- 
ket development of Walter 
Kidde & Co., Belleville, N. J. 
past 


For the twenty-one 
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years he has been associated 
with the Pyrene Mfg. Co., 
Newark, N. J., serving as 
advertising manager. 





W. D. Wahlistrom Joins 
Rubberset Sales Staff 
Willard D. Wahlstrom has 
been assigned to the Rubber- 
set Co., Newark, N. J., sales 
force. He will cover Wiscon- 





WILLARD D. WAHLSTROM 


sin, Minnesota, North Da- 
kota, South Dakota and parts 
of Iowa. 

For the past eight years, 
Mr. Wahlstrom has been as- 
sociated with hardware and 
related fields as a salesman. 





A. H. Quick Retires 

Archer H. Quick, for 30 
years district sales manager 
of Pheoll Mfg. Co., New 
York, manufacturers of 
screws, bolts and nuts, will 
retire June 30. He will be 
succeeded by George A. Ca- 
hill. 
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Dealers Warned Against 
Tool Rental Racket 


(Continued from page 127) 
of some type. The dealer 
should also make a record of 
this identification, preferably 
on the rental form. 

For example, if an automo- 
bile operator’s license is of- 
fered for identification, the 
number of the license ani 
perhaps the description of 
the person can be noted. The 
signature on the rental form 
can also be compared with 
the signature on the opera- 
tor’s license. 

HARDWARE AGE would like 
to learn of any other dealers 
who may have been victim- 
ized by this racket. Let us 
have the details of the per- 
son who rented the machine, 
the type of machine, its serial 
number, etc. 





Allen & Co. Names 
Two Sales Executives 


Leslie Young has been ap- 
pointed assistant to sales vice 
president of S. L. Allen & 
Co., Philadelphia. He has 
been with the firm for close 
to 30 years. 

Walter H. Adams, repre- 
sentative in the east-north 
central area, has been named 
assistant sales manager. 





Washington Forge Names 
Sales Representative 


Washington Forge, 
cutlery manufacturers, 


Inc., 
En- 


N. d., 


have ap- 
pointed Raymond J. Hardt 
exclusive sales representative 
for the Chicago area. 

Mr. Hardt will supervise 


glishtown, 





RAYMOND J. HARDT 


all levels of distribution in 
Chicago and the surrounding 
States. 


F. T. Clarke Gets 
Sales Executive Post 
Frank T. Clarke has been 
appointed manager of sales 
of American Steel & Wire 
Div.’s District sales offices in 
Boston. He succeeds A. N. 
Murdoch, who retired May 31. 








Correction 


On page 171 of the June 10 
issue the statement is made 
that the display coach illus- 
trated in an accompanying 
photograph is used by the 
Albany Hardware Co., of Al- 
bany, N. Y. This is incorrect. 
The bus is used by the Al- 
bany Hardware Co. of Al- 
bany, Georgia. 
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Section of Bostwick-Braun’s 6000 sq ft showroom showing many of the items that were 
displayed at the Toledo, O., wholesale hardware firm's annual Toy and Holiday Show, 


held June | through June 24. See June 10 issue of H. A. for story. 
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HARDWARE BRIEFS 








(Continued from page 126) 
Community building, also 
did damage to the Ulch hard- 
ware store building and stock. 


Sycamore, Ga.—Sycamore 
Hardware Co. recently 
opened and will carry a com- 
plete line of hardware equip- 
ment, specializing in Minne- 
sota paints. Opening day 
demonstrations featured 
Minnesota paints and Aer- 
motor electric pumps. 


Berne, Ind.—Walter Am- 
stutz has been appointed 
manager of the Berne Hard- 
ware Co. on May 1, suc- 
ceeding Leo E. Lehman who 
resigned. 


Hill City, Kans. — Ben’s 
Hardware held a grand open- 
ing recently with refresh- 
ments and prizes. Mr. and 
Mrs. Ben Fabricius are the 
owners. 


Omaha, Neb.—L. E. Nel- 
son of L. E. Nelson & Son 
Hardware at 1417 Harney 
St., and his wife celebrated 


their 50th wedding anniver- 
sary May 23. Mr. Nelson, 
75, has been in the hardware 
business for 52 years. 


Greenville, Pa.—Reagle 
Hardware Store at 173 Main 
St., marked its 100th anni- 
versary May 8. Although 
the establishment has been 
known by its present name 
only since 1935, it has been 
operated continuously for a 
full century. 


Springfield, Ill. — Schlitt 
Hardware Co. has sold its 
Jacksonville store to J. C. 
Bomke. Mr. Bomke was as- 
sociated with the Schlitt’s 
Springfield store before go- 
ing to Jacksonville. He will 
operate the firm under the 
name of Bomke Hardware 
Co. 


Meadville, Pa.—Mrs. Ruth 
Luce of Cambridge Springs, 
and her brother Lee Martin 
of Erie, have purchased the 
Park Hardware Store, Cam- 
bridge Springs. The pur- 











News of the Trade ——__— 


chase includes both the busi- 
ness and the store building. 
Mrs. Sue M, Turner was the 
former owner. 


Columbus, Wis.—A grand 
opening was held recently at 
Columbus Hardware to cele- 
brate its new management. 
Adrian Lenz and a non-ac- 
tive partner, Kenneth R. 
Johnson, are the new owners. 
Several hundred dollars 
worth of prizes were given 
away. 


Garden City, Mich.—Don- 
ald T. Poynter has opened 
the A & D Hardware at 
29810 Ford Road. Mr. Poyn- 
ter, a former’ hardware 
owner in Detroit, also oper- 
ates a building business. Ed- 
ward L. Howland will man- 
age the new store. 


Mason City, Jowa — Mrs. 
Harold Neld has sold the 
Nehl Pump and Hardware to 
Francis L. Morson. Mr. Mor- 
son, who has been in the 
hardware field for 20 years, 
will operate the business un- 
der the name of Morson 
Hardware. 


Cherry Valley, N. Y.— 
Steven’s Hardware re-opened 





recently. The store was bad- 
ly damaged by fire on March 
27. It is completely remod- 
eled, including a new front. 


Chicago, Ill. — Lebeda’s 
Ace store at 5436 So. Kedzie 
Ave. held a grand opening 
on May 20. The store is 
equipped with all new fix- 
tures and is arranged for 
self-service. Owners are Mr. 
and Mrs. George Lebeda. 


Chicago, Ill.—Cazzato 
Bros. Ace store, 5107-09 
North Harlem Ave., opened 


on May 20. It is owned by 
Art, Pete and John Cazzato. 


Hartford City, Ind.—Davis 
Hardware store has been sold 
to Richard Dee who also 
operates a hardware store at 
Dunkirk. Toby Lawson will 
be in charge of the store here. 
The name of the store will 
be changed to Dee’s Hard- 


ware. 

Batesburg, S. C. — Joe 
Antopolsky, owner of Joe 
Antopolsky Hardware, is 


going out of business. He had 
been here for more than 21 
years. He will reside in 
Augusta, Ga., where he is one 
of the owners of Antopolsky 
Bros. Hardware. 
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Larry Sullivan 


Larry Sullivan, for many 
years a manufacturer’s rep- 
resentative in Atlanta, Ga., 
died in early June at his 
home in Sandersville, Ga. Mr. 
Sullivan had retired from ac- 
tive business on Jan. 1 of 
this year. He had represented 
Irwin Auger Bit Co. for more 
than 40 years. 


L. Firmin Castleman 


L. Firmin Castleman, 83, 
for 44 years with Shapleigh 
Hardware Co., St. Louis, died 
May 21. Mr. Castleman was 
employed by the company in 
1901 as a Missouri salesman. 
He retired in 1945. 


Stanley Quisenberry 


Stanley Quisenberry, 76, 
who had operated as a 
manufacturers’ representa- 


tive, Stanley Quisenberry & 
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Associates, St. Louis, died 
June 10, after 56 years in 
the hardware business. A 
former division sales man- 
ager in Illinois and Wiscon- 
sin for the Shapleigh Hard- 
ware Co., St. Louis, Mr. Qui- 
senberry retired from the 
firm in 1949, after 46 years’ 
service. He joined Shapleigh 
Hardware in 1903 as a tra- 
veling salesman. 


Roscoe C. Beachler 


Roscoe C. Beachler, 71, 


Reynolds, Neb., hardware 
merchant since 1943, died 
May 9. 

Lee Watson 


Lee Watson, 90, head of 
Weakley-Watson, wholesale 
and retail hardware firm of 
Brownwood, Tex., since 1893, 
died May 9. The firm was 
established in 1876 by J. C. 
Weakley, Mr. Watson’s 
father-in-law. 








1954 


Jack M. Zapoleon 


Jack M. Zapoleon, 58, vice 
president in charge of sales 
for Borg-Erickson Corp., 
scale manufacturers, died 
June 10. 

Mr. Zapoleon joined the 
company in 1938, and was 
appointed sales manager and 
vice president in 1942. Prior 
to joining Borg-Erickson, he 
was a sales representative for 
Borg-Warner Corp. 


Joseph H. Kitz 


Joseph H. Kitz, 80, a part- 
ner in the Kitz & Pfeil Hard- 
ware Store in Oshkosh, Wis., 
from 1913 to 1949, died May 
24, 


Howard C. McNeil 


Howard Crichton McNeil, 
76, since 1930 president of 
Illinois Iron & Bolt Co., Car- 
pentersville, Ill., died May 
14, following a brief illness. 


He is succeeded by William 
K. Child, formerly treasurer 
ef the firm. 

Mr. MeNeil joined the 
company in 1907, following 
a period as department man- 
ager with McNeil & Higgins, 
Chicago. 

Mr. Child became associ- 
ated with Illinois Iron & Bolt 
following World War IT. He 
was named assistant trea- 
surer in 1945. 


William F. Gain 

William F. 
founder of the 
ware Co., Kansas City, in 
1906, died May 18. His firm 
operates three hardware 
stores in the Greater Kansas 
City area. Mr. Gain was a 
past president of the Kansas 
City Hardware Club. He was 
also a member of the Forty 
Years Ago Club. Mr. Gain 
was retired from business at 
the time of his death. 


Gain, 74, 
Gain Hard- 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
pliance Division has taken an ap- 
proach to price maintenance that 
has been used previously by other 
fair trading manufacturers in 
areas where price cutting has 
been especially troublesome. 

Westinghouse notified all 
electric housewares dealers in the 
Greater Philadelphia area of its 
intention to intensify 
ment of fair trade in that area. 


has 


enforce- 


It was pointed out in the letter 
signed by R. Z. Sorenson, manager 
of electric that the 
action stemmed from the fact that 
there had recently been many 
complaints of price-cutting in the 
Philadelphia electric 
housewares. 


Contracts for All 


Attached to the letter which put 
all dealers on notice of the com- 
pany’s intention to “take all steps 
provided by law,” price 
schedule and a fair trade agree- 
ment in triplicate, to be signed 
and returned to the company as 
a gesture of each dealer’s coopera- 
tion. 


housewares, 


area on 


was a 


Skil Warns Discounters 


Typical of the greater attention 
to Fair Trade on the part of manu- 
facturers in recent months is the 
action taken by Skil Corp., manu- 
facturers of portable power tools, 
against “discounters” and other 
violators of their fair trade con- 
tracts. 

Skil obtained a temporary in- 
junction, in May, in the U. S. Dis- 
trict Court at Hartford, Conn., 
against a company that was al- 
leged to be cutting prices. 

A similar action was taken in a 
Michigan court after Skil repre- 
sentatives found Skil tools, adver- 
tised as new, being auctioned from 
the tailgate of a truck in Ohio. 

James L. McManus, general 
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counsel of Skil, reports that warn- 
ings have been sent to other dis- 
count firms and that all known 
hardware dealers have 
cularized in states where the Fair 
Trade Acts are applicable. 

An indication of the extent to 
which some manufacturers of na- 
tionally known lines are going to 
enforce their fair trade programs 
is the recent announcement by the 


been cir- 





“a 






W. A. Scheaffer Pen Co. that it had 
spent more than a third of a mil 
lion dollars already this year to 
support its price maintenance con 
tracts. 

The pen company reported that 
it had spent $384,000 to buy back 
its own pen and pencils that ap- 
peared at cut prices in discount 
houses. 

Scheaffer has also discontinued 
selling to any outlets selling its 
products at a discount. Over 300 
retail off for 
this reason. 


accounts were cut 

One of the most significant Fair 
Trade decisions of many months 
was that of a New York Court of 
Appeals which, on June 4, upheld 
the New York Trade 
law as well as Ma- 


Fair 
Federal 


state 
the 






































































DISCOUNT HOUSES IN ACTION—Above, Masters, /nc., 






18-year 
old New York City firm uses small windows but attracts big crowds. 
Below, another mid-town New York “shopping service” fills its win 
dow with brand name goods at cut prices. 
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No. 9 Solvent, Hoppe’s Patches, Hoppe’s Lubri- 
cating Oil and Hoppe’s Gun Grease. And NOW 
they are demanding Hoppe’s Gun Cleaning 
Rods—the finest made. 
handling our Full Line better have a talk with 
your Jobber—you’'re missing sales. 





2314A North 8th St. 





HOPPE'S 


| UBRICAT I Ng 
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HOPPE PRODUCTS 
Have Nation Wide Demand 


Millions of gun owners know and use Hoppe’s 


If you are not now 


FRANK A. HOPPE, Inc. 
Philadelphia 33, Penna. j 























NOW! NEW LOW PRICE on 
FLEXO-SPACE Self-Service Island 


ANNOUNCING 
our new low prices 
on FLEXO-SPACE 
Self - Service Is- 
lands. Here is your 
opportunity to fol- 
low the trend of 
thousands of ag- 
gressive merchants 
like yourself and 
modernize your 
store with Self- 
Service fixtures. 
Do it with FLEXO- 
SPACE at a saving 
of 50% over com- 
petitive Islands. 
FLEXO-SPACE gives you Self-Service, Mass Display and 
300% more Selling Space than one flat-type counter. Yes, 
in only 12¥%2 Sq. Ft. of floor area you get 50 Sq. Ft. of 
selling space. Raise or lower the middle shelves every 2” 

within 15 adjustments. FLEXO-SPACE is a complete 
Island! Your customers shop on 4 sides from 5 large 
Self-Service shelves. The time-saving and money-making 
advantages of FLEXO-SPACE have been “Tested and 
Proved” by thousands of retail merchants. New amaz- 
ingly low prices on FLEXO-SPACE at almost 50% less 
than you expect to pay. Without obligation write for FREE 
catalog on FLEXO-SPACE and other Self-Service fixtures. 
Do it now — Today! 





Mirs. write for special extra low prices. 


ADD SALES COMPANY 


825 York Street 


Manitowoc, Wisconsin 
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More Profit Ahead 








WITH 







@ Smart looking 
@ Fast selling 


@ Complete line 


Here Are The Features That Make 
"AMERICAN" Such A Big Favorite! 





r 





¢ Full turned-up safety runner 
¢ Sensitive center point steering 
Beautifully varnished natural wood finish 


© A complete line from 36" to 55" 








You'll be proud to display these popular sleds next winter. 
till you see how fast they move! 


the nation's best sellers 


And wait 
AMERICAN has long been one of 


Write now for full details to 


_ Sap. H-6 


HEDLUND MFG. © Sa 





| ‘Iitirely New Source Of Profits For You | 


ARCO PUBLISHING CO., INC. 





ee en tae eae ay ee re 
bad 


3 Arco How-to-Do-lt Books 
Every Weekend Builder Needs 


—AND BRING YOU PROFIT IN 2 WAYS! 
@ They Sell On Sight © They Stimulate New Business 


THESE 3 HOW-TO-DO-IT BOOKS 
ARE SURE MONEY MAKERS 
FOR YOU! 

HANDY MAN'S HOME MANUAL 


38 project-filled chapters . . 
350 photographs, drawings 
and detailed diagrams cover 
ing a mass of home repair, 
maintenance and workshop 
tips. Retail $2.00 
BUILD YOUR OWN MODERN 
FURNITURE BY KLAUS GRABE 
Treasury of woodworking 
know-how by world-famous 
furniture designer. Over 20 
handsome, easy-to-build, ex- 
clusive pieces. Hundreds of 
how-to-do-it photos Retail 
00. 
LOW COST HOMES 
23 homes YOU can build, 
including 9 by Egil P 
Hermanovski—the man ac 
claimed as another Frank 
Lloyd Wright. Plus an al 
bum of space-saving built 
ins—alone worth the price 
of this book. Retail $2.00 
WHOLESALE PRICE: 
$14.40 per dozen (assorted) 
SPECIAL OFFER: 
3 books (1 of each) for ceed 


Practically everyone who enters yout 
establishment can use these new 
Arco Handi-Books — because they 
contain valuable information for any 
one interested in building, repairing 
or altering his home! Answering 
thousands of qutstions on home 
building—packed with hundreds of 
facts, easy-to-understand instructions, 
photos, drawings—each Arco Handi 
Book is designed to give the budget- 
minded builder the most for the 
least! Books are clear, easy to han 
dle, good to display, never cause 
complaints or returns. They con- 
stantly build your business 
DELUXE EDITIONS—YET LOW PRICED 


And look at what your customers get 
for only $2.00! The newest home repair, 
maintenance and workshop hints—OR the 
secrets of a world-famous furniture de 
signer—OR easy-to-follow plans for build 
ing 23 modern homes! These books sell 
themselves—but best of all, they'll stimu 
late your customers to tackle additional 
home repairing jobs—which means ad 
ditional business for you! 


FREE CIRCULARS AVAILABLE 
ON EVERY BOOK! ORDER NOW! 
Jobber And Wholesaler Inquiries Invited 

Dept. 6-HA—480 Lexington 
Ave., New York 17, W. Y. 
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Profit-minded dealers find 
in garden oe staples 


—e. 


iS Ee 


“SQUARE SQUIRT’ 
Sprinkler 


#8) 

‘SPRAY MIX’ 
Fertilizer 
Dispenser 


“MIST RAY’ 
Hand Spray 


#1000 SWINGIN’ SPRAY 
America’s No.1 
Oscillating 

Lawn 

Sprinkler. 


Retail 13.95 rectangular area spray 


MELNOR weta. prooucts co., Inc. 
10-40 45th Avenue, Long Island City 1, N.Y. 






You’ tL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 











To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 


share? Write for catalogs today. 
iG SU 


2AM TIES MU: 


4 In? 
Stewart Iron Railing lron Picket Fence 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 


Stewart Chain Link Settees 
Wire Fence Window Guards 


THE STEWART IRON WORKS CO., INC. 
2137 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 












































guire law, in a case brought by 
three New York City firms, widely 
known for their price-cutting ac- 
tivities, against five manufactur- 
ers. 

In dismissing the appeals for 
removal of the injunctions which 
had been granted General Electric 
Co., Lionel Corp. and three record 
manufacturers against the three 
New York retailers, the court held 
“the statute creates no unreason- 
able or arbitrary discrimination 
against low cost, minimum service 
retailers, as defendants contend.” 

The decision continued: 

“The statute itself does not pur- 
port to create any such distinction 
or classification. Its provisions 
are wholly inapplicable to un- 
marked goods. As to marked 
goods, it merely permits a manu- 
facturer, whose trade mark or 
brand name may represent a large 
advertising investment and a care- 
fully nurtured good will, to pre- 
vent’ retailers, over whom he 
would otherwise have little con- 





trol, from seriously impairing the 
value of that trade mark and good 
will by reselling his identified 
products at unreasonably low 
prices.” 

The defendants contended that 
the New York state law, as orig- 
inally enacted, was not intended 
to apply to resale price mainte- 
nance as against non-signatories 
engaged in inter-state commerce. 
They claimed that without reen- 
actment of the New York law af- 
ter passage of the Maguire law 
the state law could not be applied 
to inter-state commerce. 


Applies to Interstate 


The court made it clear, how- 
ever, that “we have squarely held 
that the statute applies to non- 
signatories in interstate com- 
merce.” 

The biggest developments at the 
legislative level, on fair trade, has 
been the introduction of such leg- 
islation for the District of Co- 
lumbia (see pp. 10 and 14, June 





What is a Discount House? 


Here's one hardware dealer’s response to the 
question posed in an editorial in “Just Among 


Ourselves,” 
Dear Editor: 


You are to be commended for 
your editorial in the May 27th 
issue of HARDWARE AGE. We are 
indeed prone to seize upon expres- 
sions and terms such as “the dis- 
count house” with no more than a 
rather vague definition in mind. 
Generally it seems to designate the 
competitor who is smart enough to 
buy better and sell at less than we 
can. Price cutters by any other 
name would smell the same. 

But let’s not dream of legislating 
this sort of competition out of ex- 
istence. We tried to regulate the 
fair distribution of merchandise 
with the old NRA, then the OPA, 
and ration cards during the war, 
and we weren’t very successful. 
The Fair Trade laws are openly 
flaunted even though they have 
the approval of the Supreme Court. 
We cannot ignore the fact that in 
the final analysis that system of 
distribution which brings mer- 
chandise to the consumer at the 
most economical level is the sys- 
tem which will prevail. 


which appeared on page 7, May 27. 


It is regrettable but true that 
the advent of the discount house 
has created a _ hostile attitude 
amongst retailers, wholesalers and 
manufacturers and at a time when 
we should all be working together 
to solve our common problems, for 
it is our humble opinion that the 
jobbers and manufacturers are 
going to be bruised as badly as the 
retailers in the forthcoming scram- 
ble for business. It is time for all 
of us to put our houses in order. 

We have several discount houses 
operating brazenly in our trade 
area but the quasi-wholesale houses 
are the organizations giving us the 
most trouble. We must be very 
careful in our condemnation to dis- 
tinguish between them and our 
very good friends the full line 
hardware jobbers who are being 
hurt as badly as we are. Let’s have 
competition, but clean. 

Yours truly, 
A. C. Johnson, 
President 
Robertson Hardware Co., 
Wauwatosa, Wis. 
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10 issue, and p. 10, this issue), 
and the introduction of a bill to 
repeal the Louisiana Fair Trade 
law. 

Schwegmann Bros., giant super- 
markets of New Orleans, provided 
picnic lunches to busloads of 
“consumers” whom they hauled to 
Baton Rouge to lobby for the pro- 
posed repealer bill. 

Canadian businessmen, commerce 
commissioners and legislators fol- 
lowed with much interest the testi- 
mony of United States fair trading 
manufacturers at hearings held in 





Toronto, early this month, on re- 
strictive trade practices. 
Under the Canadian 
Act price maintenance agreements 

are illegal. 

Herman T. Van Mell, secretary 
and general counsel for the Sun- 
beam Corp., one of the U. S. manu- 
facturers to testify, pointed out 
that while it is costly for the man- 
ufacturer to police fair trade—an 


Combines | 





average $1,500 per case—Sunbeam | 


sales are high in fair trade states 
but low in states where minimum 
prices cannot be controlled by 
fair trade laws. 


Midwest Wholesalers Cut Off Discounters 
(Continued from page 14) 


tained in an advertisement pub- 
lished in Hardware and Farm 
Equipment magazine, published in 
Kansas City, and was signed by 
the following wholesale firms: 
Wyeth Hardware Co., St. Joseph, 
Mo.; Blish, Mize & Silliman Hard- 
ware Co., Atchison, Kan.; Town- 
ley Metal & Hardware Co., Kansas 
City, Mo.; Richards & Conover 
Hardware Co., Kansas City, Mo.; 
Stowe Hardware & Supply Co., 
Kansas City, Mo., and W.A.L. 
Thompson Hardware Co., Topeka, 
Kan. 

The statement made by 
firms was as follows: 

“Here is our policy: (1) To sell 
to retail dealers who buy mer- 
chandise for resale only those 
products which they customarily 
sell, or which they plan to begin 
selling as a permanent line in 
their stores. (2) To sell to selected 
industrial companies only that 
merchandise which they will use 
either in the maintenance and op- 
eration of their plants or as an 
integral part of the products they 
manufacture. (3) To support the 
efforts of manufacturers, dealers, 
and dealer associations to ensure 
fair and ethical competitive con- 
ditions in the marketplace, and to 
protect the interests of the dealer. 

“This is our pledge: (1) We will 
do the very best that we can to 
prevent, in any form, the sale of 
our products to any individuals 
other than retail dealers who re- 
sell at fair prices to the buying 
public. (2) We will exert every 


these 
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effort to confine our sales on in- 
dustrial accounts to only those 
products which we feel sure they’1] 
use in the operation of their 
plants or for the production of 
their goods. (3) We will support, 
in every reasonable way possible, 
the legitimate efforts of our deal- 


ers, manufacturers, and dealer as- | 


sociations to insure fair competi- 
tion and to. protect dealers’ 
rights.” 


Mall Cuts Price On 
Cut, Bulk Saw Chain 


A major nation-wide price re- 
duction on ready cut and bulk saw 
chain has been made by Mall Tool 
Co., Chicago. 

Mall bulk saw chain that for- 
merly sold for $3.08 per ft has been 
cut to as much as $2.85 for the 
same length. Prices on ready cut 
saw chain have been reduced in 
like proportion. 


Arvin Replacing 
Three Items in Line 


Arvin Industries, Inc., is drop- 
ping coffee percolators, irons and 
toasters from 
wares line and is substituting three 
new items to replace those being 
discontinued. 


One new product, a window fan, 
already has been introduced to the 
trade; a new item with a number of | 
unique features will be presented in | 
July and a third new product will | 








its electric house- | 
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2702 
DOOR 
STOP 

HOLDERS 


SCHOOLS 


2596 
EXTENSION 
FLUSH BOLT 





2353 
PULL PLATE 


__| HOSPITALS 


Ls SR | = 
CHOOSE St BUILDERS’ HARDWARE 
On architectural contracts where 
quality must be high and the 
price reasonable—your selection 
of SAFE Builders’ Hardware . . 
the fine quality, truly competitive 
line . . . may well mean the dif- 


ference between losing or gain- 
ing a profitable contract. 


Write for FREE Catalog giving com- 
plete details on our extensive line. 





PADLOCK and HARDWARE CO. 
LANCASTER, PA. 


















| (Were’s the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS pur 
' 












Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
sate you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or -_ off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





THE TRADE CALLS © 


for 
DYKEM 
STEEL BLUE’ ae 


Lott) Ge» 
Dies and (|S; 











ular package 8-oz. can fitted with 
Poptiite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
== ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY : 
Established 1920 = 
23058 North 11th St. © St. Louis 6, Mo. 







| all retail 





make its appearance in October. 

The company reported it will 
broaden its marketing of heaters, 
fans and other air-moving appli- 
ances and will step up its program 
on the Lectric Cook, a grill-waffler 
combination. 


Large Hardware Stores 
Had Lower Volume 


The sales of large hardware 
stores in organizations operating 
from one to 10 stores were 6 pct 
lower in the first three-month 
period of this year than they were 
in the like period of 1953. 

The decline was slightly more 
than that of the four pct shown by 
stores in the United 
States in the January-March period 
as compared with last year. 

These large hardware firms 
showed a 14 pct increase in sales 
from March to April but March 
sales were 4 pct lower than they 
were in March 1953. 

The percentage of change in 
sales of large retail hardware 
firms, in selected metropolitan 
areas, as reported to the Bureau of 
the Census, were as follows: 


Mar., 1954 3 mo. 
from 1954 from 
ar. Feb. 3 mo. 
1953 1954 ' 

Hardware stores ues -—4 +14 — 6 
Birmingham area ear —20 +29 —tt 
Boston area irae +14 +28 -—2 
Buffalo area as re -—7 +10 -3 
Chicago area svpheus 0 +7 —3 
Detroit area _ —2 +17 +3 
Hartford area .. ° ° —12 +2 +3 
Los Angeles —. ae —5 +2 
Milwaukee area +9 +17 +1 
New York-Northern N. x —4 +14 -—4 
Norfolk-Portsmouth ..... —6 +16 -6 
Philadelphia ........... —14 +16 —l4 
Providence asenaeae +15 +35 -! 
Sacramento : 7 + 4 +22 -3 
St. Louis . ne eters + 2 +22 0 
Seattle .... va —-9 +11 -7 
+8 —13 


Washington aaelaaie —I8 


Farmers Realizing 
Less from Products 

If you’ve been wondering why 
the farmer hasn’t re-entered the 


buying market in any strength, the 


answer is found in income figures 
released by the Agriculture Dept. 

The department reports that 
farmers, in April, took home about 
5 pct less money from market for 
their products than in the preceding 
month. They got an estimated $1.9 
billion from marketing during the 
month. 

The month’s sales brought farm 
income for the first four months of 
ou to about $8.4 billion, down 
3 pet from the same 1953 period. 











































May Was Poor Month 
For Sears and Ward 


May sales of the nation’s two 
largest mail order houses showed 
greater decreases from May 1953 
than they did in the first four 
months of 1954. 

Sears, Roebuck & Co.’s May 
sales were 10 pct under May last 
year. For the first four months of 
this year, Sears’ sales ran 8.8 pet 
under the like 1953 period. 

May sales of Montgomery Ward 
& Co. were 17.9 pct below May, 
1953, Ward sales were 15.8 pct 
under year-ago levels for the first 
four months of this year. 

Because of Easter business, 
April sales of both the mail or- 
der giants showed the smallest 
year-to-year decline of any month 
since last summer. The mail or- 
der houses, however, continued to 
lag behind department stores. 





April Retail Sales 
Of Hardware Higher 


Higher retail hardware sales 
in April brought the cumulative 
total for the year slightly above 
the total of the 4-month period 
of last year and almost even 
with the like period of 1952. 

Without adjustment for sea- 
sonal variations, retail hard- 
ware sales in April were esti- 
mated by the Dept. of Commerce 
at $221 million—$2 million 
higher than last April and $5 
million higher than March 1954 
sales. 


The Dept. of Commerce es- 
timates, seasonally unadjusted, 
follow: 


(millions of dollars) 








1954 1953 1952 

SOMERTY 2.0055 165 166 166 
February ..... 172 167 170 
OS re 196 200 190 
ere 221 219 229 
4 Months 754 752 755 
BN «seed de ew. e 234 244 
NS cia iichleitin sit 232 233 
SESE ee wins 236 214 
BE cw. . 6«6tiéi2AG 
September .... 231 224 
October ...... 256 233 
November 237 219 
December ..... 297 290 
2.703 2,628 
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HAWKINS 


SCREEN 
DOOR 
GRILLE 





EASY 10 SELL 


SCREEN DOOR GRILLE: wrought iron, 
screws to frame, adjustable to any 
size door. Silhouettes individually cast, 
hand finished, many beautiful styles. 
HIDE-A-STAIR: made of steel shapes and shipped com- 
pletely assembled, ready to install. Installation easy, 
operation safe, simple. Counterbalanced by adjustable 
springs. Meets F.H.A. requirements. 

For complete details and prices, address HAWKINS IRON 
CO., INC., 315 North 4th Street, Birmingham, Alabama. 


INCREASE SE BS ORNAMENTAL 
SALES WITH IRON 








e Efficient in operation. 
e Durable construction. 
e Smart styling. 


e Nine models in the 
popular price range 
—all good values. 


Booth 1208 
Atlantic City 


THE TAPLIN MANUFACTURING CO. 
NEW BRITAIN, CONN. 
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N ¢KEYSTOCKe NOW! 


Another — “STEELBAR"™ EACH 
t BILD-N-REPAIR STEEL ASSORTMENT BAR 
W “XXZ”" 
ZINKOTE 
Special PLATED 
Cold Finished Just cut 
Sq. Steel Key to length, file 
Stock or grind, 
* and fit 
Each Bar ° 
Has Our “XXZ” Each Bar 
Tinkote Plate within standard 
Finish Steel Tolerance 





This attractive combination Display Case 
or Stock Carton FREE 
Every Hardware Store ¢ Farm Supply Store e Builders’ 
Supply * Power Tool Dealer ¢ Factory Store Room °¢ 
Machine Shop should have one of these new 
BILD-N-REPAIR STEELBAR. 


No. 200 ASSORTMENT CONTAINS: 


*5—1/8” x12” Keystock 
ee lt a ...Keystock 
Ea asye BAe ox.ses ae ...Keystock 
on ce in s,s pve oa a wince & xen ie Sale Keystock 
er ee .  cccune bes a Guts calteieudee Keystock 
i eet fe ee ......Keystock 
Bau 9/8” ZIB” 2. ocx re peer Keystock 


AN EXTREMELY GOOD PROFIT ITEM 


BADEN STEELBAR COMPANY | State St., Baden, Penna. 



















ERY 


f 


JOBBER about 

the new stack-pak 
pulley cartons. Each 
pulley now comes in an 
attractive red, white 
and blue package design- 
ed to keep your shelf 
looking neat and trim. 


There's no more hunting thru shelves 
or in drawers when you feature the No. 50 
pulley display. You make sales on-the-spot 
trom this colorful red, white and blue mer- 
chandiser. Each display has 24 pulleys in 
the 12 most popular sizes from 11/)" to 5", 
and in bore sizes from %/2" and 5%". 





MFG'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 





CHICAGO 12 ILLINOIS 
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BIG YEAR ROUND AD PUSH IN 





SELLS 
EXCITING 
NEW 
PLANTABBS 
PACKAGE! 





Means More Profit! 

Get on the bandwagon. Stock 
Plantabbs! Show ’em! Now- 
with more regular LIFE ads to 
back you up all year ’round- 
you'll sell more than ever before! 
Write for new display carton...or 
contact your wholesaler! Quick! 


FULTON’S 


PLANTABBS 


COMPLETE PLANT FOOD TABLETS 
Plentabbs Corp. Dept. AH Baltimore 1, Me 


Get Your FREE SAMPLE 
of SMO-CLOUD 


“The most effective Insect-Killer 
put on the market in the last 
10 years,” Chicago News. 














Learn why SMO-CLOUD has been fea- 
tured on TV, Radio, Magazines, News- 
papers as the most revolutionary in- 
secticide ever developed. 


syn Za" 











Nationally Advertised 

95 
sean ST Ren 
Money Back Guarantee 

More Profit in SMO-CLOUD! 

You pay $12.87 for 11 cans ... and get 
the 12th can FREE. You pocket the extra 
$1.95. Your profit is 87¢ per can. Get your 
sample and full details. 


© COMPACT SMART COUNTER DISPLAYS 


® DEALER CO-OP ADVERTISING 
Backed by TV, Radio, Magazines 


CONTACT: 


CONTINENTAL CHEMISTE CORP. 


Dept. H, 2068 W. Ogden Ave., Chicago 12, Ill. 
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Consamer Mailers 








New Wholesalers’ Aids for Dealers’ Use 


Stratton & Terstegge 
Prepares Promotions 

The sales force of Stratton & 
Terstegge Co., Louisville, Ky., has 
started to show a prospectus of the 
company’s Parade of Gifts Fall and 
Winter Promotion Book, the cover 
of which is shown here. 

A broadside has also been pre- 
pared and is suggested for distribu- 
tion by dealers in the second and 
third weeks of September. The con- 
sumer circular is timed for use in 
November or the first week in 
December. 

J. H. Sanders, sales promotion 
manager, states the two promotions 
are “designed to help dealers com- 





Paade f Sie 


ratt amp +1984 


FOR Pifasurs 





bat discount houses and chain store 
competition and get their fair share 
of business in their localities.” 





Promotions 


Manufacturers’ New Merchandising Plans 


Revere Continues 
French Fryer Special 


A promotional offer on a 1-qt 
French fryer unit, which had been 
added to the Revere Ware cooking 
utensil line early last month as a 
15th anniversary special, is being 
continued indefinitely. It had been 
scheduled to end June 15. 

The special price on the copper- 
clad stainless steel sauce pan and 
the bright tinned basket is $2.98 
and is to sell for $3.50 at the end of 
the promotion. 


Hamilton Promotion 
On Boxes, Bait Bucket 


A “box and bucket bonanza” was 
launched June 1 by the Hamilton 
Metal Products Co., Hamilton, O., 
on six of its most popular items, 
metal boxes and a bait bucket, 
which will be promoted during the 
three-month campaign which runs 
through Sept. 1. 

Special flyers which outline the 
details of the promotion are being 
mailed to the trade. The flyers point 
up the contribution that the “Bo- 
nanza” boxes and bucket can make 





toward the expanding do-it-yourself 
market, plus their special applica- 
tion to vacationing months. 

Extra inducements are included 
in the campaign. Price reductions 
up to 10 pct and quantity discounts 
have been tied into the promotion. 


Can Opener Week 
To Be Yearly Event 


The first National Can Opener 
Week, May 3 to 8, was so success- 
ful that plans have been made to 
make it an annual event, reports 
Harold H. Jaeger, director of the 
marketing bureau of the Can 
Manufacturers Institute, New York 
City. 

Hundreds of stories about the 
week were carried in newspapers 
and magazines with a combined 
circulation of over 100 million. It 
was also promoted on 87 individual 
radio and television programs and 
was aired over 432 stations. 

Participating in the promotion 
were the Jones & Laughlin Steel 
Corp. and eight can opener manu- 
facturers who ran advertising in 
national magazines. These manu- 
facturers were: Best Can Opener 
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SHOPMASTERS 


NEWEST SENSATION 


+ COMBINATION 
POWER TOOL 


For Information 
SY Write Dept. 50L 
p 1214 s. 3rd St., 
















28 of the 30 


dealers who took the 
blindfold test 
found L-0-F easiest to cut 














START MODERNIZING FOR ADDED PROFIT WITH 






$12750 


FOB PLANT 


ERECTRO ISLAND 


Arrange movable shelves freely to form unlimited variety of 
sales producing display for all types of merchandise. 90 square 
feet of display area in only 32 square feet of floor space 
allows more space for seasonal merchondise and is perfect tor 
front island display. Let Erectro Island start your store modern 
ization and prove to you that modern Sitka store fixtures don't 
cost—they pay. Write for free literature and catalogue. 


Erectro Islands are sturdily constructed 
of laminated plywood, trimmed with 
solid hardwood and finished to your 
specification in hard lacquered pastel 
colors. Size: 4 feet by 8 feet. Overall 
height 52 inches. 


Representation still open 
in some areas. 


STORE FIXTURE MANUFACTURING CO. 


50 Kansas Avenue, Kansas City, Kansas 
Phone Mayfair 1700 


Division of SITKA SPRUCE LUMBER ANO MANUFACTURING CO. 








any other hardware magazine. 


100 E. 42 St 











Hardware dealers all over the country have discovered that 

5 it pays to keep your eyes on Harpware AcE for ideas and 
“BY E advice that mean more money in your pocket. Help on 
2 it store management problems, merchandising ideas, market 

news, more new merchandise descriptions than published 

by any other hardware magazine, and news of other hard- 


ware people are just a few of the regular features of 
HarpwarE AcE that have caused more dealers to invest in subscriptions to sauiens Ace than to 


HARDWARE AGE 


The Hardware Dealers’ Magazine 


New York 17, N.- Y. 

















BUSINESS 
BUILDER! 


96 pages —Many 
full color illustrations 
Pocket Size 


“BIRD SHOOTER’S 
MANUAL" 





BUILD “REPEAT” BUSINESS 









SAMPLES! 





with this Lasting Reminder of YOU! 


Here's how to hold o/d friends and add new customers with low 
cost reminder advertising! Give your customers a POCKET 
SIZE “BIRD SHOOTER’S MANUAL" . includes DUCKS, 
GEESE, GROUSE, PHEASANT, SNIPE, ETC. Full color illus- 
trations, identifying descriptions, flyways, 1954-55 Hunting 
Seasons, Game and Bag limits ... A hunter's constant reference 
manual—no other book like it! Retail value $1.00 
QUANTITY DISCOUNTS! 

Printed with your name and advertisement on two inside covers 
and back cover. Your price: 500 @ 20¢ ea., 1000 @ 18¢ ea., 
2000 @ 17¢ ea. Larger quantities at proportionate eects 


BOOKHAVEN PRESS, 1118 East 8th Street, Los Angeles 21, California HA. 5 | | 
Please send free sample and advertising details on BIROSHOBTER'S MANUAL ! 


| 
WAME (Print) _ — | 
| 
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McGill “CANT MISS"’ 


mouse &trat traps 


SPRING 
THis 
ON EM 


- 


Today For 
Complete 
Information 


McGILL METAL PRODUCTS CO. 
MARENGO- ILLINOIS 


















. HERE'S HOW YOU 
> CAN SELL MORE 
PUTTY KNIVES 
AND SCRAPERS 


FULL 
40% 
PROFIT 





NEW! 

NO. 7B SALES ORDER 

cen esque JOBBER 
eatures 


HYDE DE-LUXE 
BLACK & SILVER 
PUTTY KNIVES 
AND SCRAPERS 











Mfg. Co., Cahil Mfg. Co., Dazey 


| 


Corp., Edlund Co., Rival Mfg. Co., | 


Swing-A-Way Mfg. Co., Turner & 


Seymour and Vaughan Mfg. Co. 


Free Vacuum Offer 
In Admiral Promotion 

A $79.95 Apex vacuum cleaner 
with the purchase of any television 
receiver or home appliance priced at 
$195.40 or above is the special offer 


niversary promotion. 


in Admiral Corporation’s 20th an- | 


All Admiral distributors are par- | 


gether with over 90 pct of its 33,000 

| dealers, the company reports. 
Dealer advertising of the vacuum 

cleaner promotion is being stimu- 


ticipating in the 60-day event, to- | 


lated by Admiral’s promotion of the | 


campaign in newspapers and Life, 
and on the full ABC radio network. 





Expanded ‘Fix-Up' 
Activity Is Urged 
The construction industry and 
government were urged to en- 
courage the “fix-up” market as 
an industry stabilizer and as a 
means of conserving property 
values, in a new policy adopted 
by the Chamber of Commerce 
of the United States at its recent 
annual meeting. 

It has been estimated that the 
probable annual expenditure for 
“fix-up” activities is around $6.6 
billion and there is a possibility 
of pushing the total 30 pct to 50 
pet higher. 


“i ) ) | 





Laundry Appliance 
Shipments Much Lower 

Factory sales of standard-size 
household washers in April were 
down 16 pct from March, and de- 
creased 10.3 pet from April, 1953, 
according to the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Dryer sales were off 31.3 pct from 
the preceding month, and were 31.9 
pet ahead of the total in April, 
1953. 

Ironer sales advanced 39.2 pct 


| over the number sold in March, but 


were 40.4 pct below the total for | 


| April a year ago. 
(Resume reading on page 15) 


| 





GIBSON GRIPPER CLIPS 


Keep things in place! 


II 


ie 





*0tg Ever gi 





ee LL SN se meee 


—— A A LL cL fA A AAS I see ee 


ee meee mereeeee eee Seth Semen 


New Display Carton holds 3 dozen clips 
with screws. Packed all large, all small 
or assorted (2 dozen large and | dozen 
small). 
© Bright nickel finish 
© No jutting points 
© Need no adjusting 
© Double spring for greater holding power 
e Large size grips 34" to 1'/4" diameter 
¢ Small size grips '/2" to 7%" diameter 
© Retails for 10¢ in East 


See your jobber or write 


GIBSON GOOD TOOLS, INC. 











80 PEARL STREET 


SIDNEY, NEW YORK H 








METAL FOLDING PLAY SETS 











Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shere Dr., Chicage 1! 











Bewildered ? ? 


ee?) ll 
WASHINGTON NEWS 
AND VIEWS on page 10 
of this issue. Here are ac- 
curate, authentic, easy-to- 
understand reports on the 
latest developments in 
Washington affecting 
hardware dealers. This 
helpful feature in each 
issue is another reason 
why HARDWARE AGE 
is the No. 1 choice of 
hardware dealers through- 
out the nation. 
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don’t buy from pictures... 







Fiite Master products 





GYM SETS — TEETEROUNDS SEE S777 Wl aster 
SANDBOXES — SLIDES compare it 
PLAYTIME TABLES and 





you'll 
.. BUY IT! 
favorite 
jobber 


for SUPER DELUXE FD 51-SRNT-2 


CONSOLIDATED METAL PRODUCTS COMPANY © CINCINNATI 2, OHIO 


AMERICAN CHAINS game 


de, CHAIN 
for Farms, Homes, Industry © 
and Transportation 








au... | 


SWAN GARDEN HOSE! 
r for Steady Profits all year 'round— 
FIRST IN VALUE... | Buy AMERICAN 
¢ FIRST IN SALES VOLUME... Display AMERICAN 
© FIRST IN RETAIL PROFITS .. . tn thts Cashes 


SWAN RUBBER CO. Ag CO Sell AMERICAN 








more 


ACCO 


products 



















order from your AMERICAN CHAIN wholesaler 
Bucyrus, Ohio 


WORLD'S LARGEST MANUFACTURER OF GARDEN HOSE 






American Chain Division 


AMERICAN CHAIN & CABLE 


Bri dgeport 2, Con necticut 

















York, Pennsylvania * 





MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 








WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 


Push Black & Decker Sanders 


No. 44 © Gives satin-smooth finish 
Sander © Eliminates hand-sanding 






















fe © Real motor—not “vibrator” 
a ge Retail © Quolity-made, fully guaranteed 
Price: = ORDER FROM YOUR B&D WHOLESALER — listed in 





$4695 phone book Yellow Pages under "Tools - Electric.” 


CARTON _ || DEALERS & ng ee | ‘| pO YOU NEED A “TOP-NOTCH” 
ASSORTED || —/% ‘QUICK - SHARP” | REPRESENTATIVE .. . in Ohio 
| x 

















| Sharpens sickle without | Michigan and Indiana? 





3s 







i f hi P 
NIPPLES 2 es al yo poo . Calling on individual auto- 
25's and 100's—!/," to |" Sizes 3 Sickles stay sharp longer motive and hardware trade. We 
Write for Catalog Shore" using “Quick have an opening for new line. 
4 Low in price—good profit CHARLES H. PRICE & Associates 














PITTSBURGH NIPPLE WORKS, INC. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. | | to: 
4H || BORST COMPANY, MOLINE, ILL. 
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1046 Penobscot Bidg. . Detroit 26, Mich. 
























Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words.. ... $5.00 
Each additional word........... 10 


Positions Wanted 
(Special Rate) set solid, maximum, 
GF DD nccccecenecovsesesusesssveveess $2.00 
Each additional word........... 05 
Allow Seven Words for Keyed Address 
or Your Address 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close !5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 





Representatives Wanted 








Salesmen Opportunity 


WANTED: Salesman capable of main- 
taining top position with established sales 
force of leading manufacturer in Garden 
and Farm Equipment Lines. Our growth 
opens a few positions for top flight men. 
An excellent opportunity for a man with 
real ability who wants to establish him- 
self with an aggressive, 50-years young, 
AAAI firm. 


Traveling necessary, calling on hardware, 
implement, seed, garden and farm supply 
stores. Car required, mileage allowance, 
Salary and liberal expenses, bonus, op- 
portunity unlimited. 


If you believe you can qualify, write for 
appointment stating your age, experience, 
full personal details. Harry A. Yoder, 
Sales Manager, H. D. Hudson Manufac- 
turing Company, 589 East Illinois Street, 
Chicago 11, Illinois. 














EXCLUSIVE PROTECTED TERRITORIES 
OPEN FOR MANUFACTURERS Representa- 
tives calling on lumber dealers, building material 
and hardware dealers and jobbers to handle a 
complete line of quality builders hardware tubular 
locks and latch sets. In reply state lines now 
handled, territory covered and experience in build- 
ers hardware. Confidential. Address B-426, care of 
Harpware Ace, 100 E. 42nd St., New York 17, 
Nn. ¥. 





MANUFACTURERS REPRESENTATIVE 
WANTED,;; to sell a well accepted line of hex key 
wrench sets, tubing cutters and flaring tools, man- 
drels, chucks and arbors to the Canadian and New 
England territory open. Address: Box B-893, care 
. . <a Acz, 100 East 42 Street, New York 
, mm. ve 





IF YOU HAVE AN ESTABLISHED CLIEN- 
TELE AMONG hardware retail stores throughout 
all or part of Tennessee please communicate with 
us as we have opening for aggressive commission 
sales representative. Exclusive territory. We have 
been making tools over fifty years. Address: Box 
B-891, care of Harpware Ace, 190 East 42nd 
Street, New York 17, N. Y. 





PAINT LINE AVAILABLE, COMMISSION 
MEN, Manufacturers Representatives. Solicit the 
Paint, Hardware, Lumber, Surplus, Army-Navy 
Dealers. Side-Line acceptable. New Jersey, Mary- 
land, Delaware, Pennsylvania and Florida terri- 
tories open. We manufacture five priced lines 
in white and color and offer many smart labels 
Aggressive, cooperative Management and excellent 
paint at the price. Address: Box B-858. care of 
aa Acez, 100 East 42nd Street, New York 
17, WF 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 





tion sells eight out of ten on first call. Fxcellent 
for onening new accounts and high volume re- 
peat business. Address: Box A-870. care of Harn- 
ware Ace, 
N. Y 


100 F. 42nd St., New York 17, 
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REPRESENTATIVES WANTED. Selling 
privileges now being offered on the Berg Selector 
the non-competitive animated showcase. No off 
seasons. Berg Company, Inc., Madison, Wisconsin. 








YOUNG, STRONGLY FINANCED 
CHICAGO MFR. of wrought iron legs 
in complete size range (also mfrs. 
and Hi-Fi wrought iron tables) now 
entering Do-it-Yourself market. Re- 
quires Mfrs. Reps in all territories 
now selling 1 or 2 non-conflicting 
lines to lumber yards and wholesale 
and retail hardware outlets. May 
also call on furniture and display 
mfrs. Great interest in this smartly 
designed, competitively priced line. 
Liberal commission, mail order credit, 
protected territory. Full details, 
please, including age, lines carried, 
exact territory covered, home address 
and phone number. 


Write: Box 877, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














REPRESENTATIVES WANTED. Manufac- 
turer has several territories open for representatives 
calling on hardware and building supply jobbers. 
Highest quality, lowest priced, nationally promoted 
“Do-it-yourself”? metal line. Write stating lines 
handled and territory covered. Replies confidential. 
Box 727-B, Linwood Station, Detroit 6, Michigan. 





IMPORTED STEEL and WIRE PRODUCTS 
Wanted by old established Belgian organization— 
sales representatives experienced in dealing with 
large steel warehouses and with a following among 
end users. Liberal profit sharing arrangement. This 
is your chance to earn more than the usual commis- 
sion. All replies confidential. Address: Box B-889, 
care of Harpware AGE, 100 East 42 Street, New 
York 17, N. Y. , 





COMMISSION SALESMEN WANTED: Have 
several scattered territories open for commission 
sales representatives who have established following 
among retail hardware stores by manufacturer of 
mechanics, household and garage tools, Exclusive 
territories awarded. In reply indicate boundaries of 
sections now being actively covered. Address: 
Box B-895, care of Harpware Ace, 100 East 42 
Street, New York 17, N. Y. 





REPRESENTATIVES WANTED. Salesmen 
wanted for known established national manufac- 
turer of furniture cups, glides, etc. Distributed 
through hardware-houseware jobbers. Must be ex- 
perienced and established. Territorial commission. 
Please reply with complete information concerning 
your area, etc. No objection to limited allied line. 
Address: Box B-884, care of Harnware Ace, 100 
East 42 Street, New York 17, N. Y. 





REPRESENTATIVES WANTED: “Manufac- 
turer revising all territories require capable work- 
ing sales representatives for established and com- 
plete line SAMCO OTL DRUM FAUCETS, OTL 
MOLASSES VARNISH GATES, CEE 
CLAMPS, FLOOR CLAMPS, GAS INCINER- 
ATORS AND SMALL TOOLS. Advise terri- 
tory covered, number associates, lines carried, 
references, other complete details. SYRALL, 208 
Burnet, Syracuse, N. Y.” 





EXPERIENCED MEN TO SELL HARD. 
WARE for smali jobber, in South Jersey also one 
for Morris Sussex Warren Co., Can carry any 
nonconflicting lines along with ours. Also inter- 
ested in man in Bergen & Passaic Counties. Ad- 
dress: Box B-880, care of Harpware AGg, 100 
East 42 Street, New York 17, N. Y 





SALESMAN now calling on Retail Hardware 
to sell Rope—Mops—Twine—Sash Cord. Address 
Box B-883, care of Harpware AGE, 100 East 42 
Street, New York 17, N. 





WANTED: Sales Representative to sell house 
ware lines to Hardware and retail trade. Liberal 
commission plus extra-special income plan. Dx 
not miss this opportnuity. Write us now for ful 
particulars. Please state age, experience, and types 
of trade covered. Associated Importers, 1355 Mar- 
ket Street, San Francisco, California. 





WANTED MANUFACTURERS AGENTS 
CALLING ON Contract Builders Hardware Out 
lets and Jobbers to represent us and to present 
our line of Panic Exit Devices in Pennsylvania, 
Indiana, Minnesota, Missouri, and Southern 
California—Lincoln Hardware Mfg. Company, 
Box B-272, St. Clair Shores, Michigan. 





WE ARE LOOKING FOR A TOP SALES 
MAN experienced in selling hardware or house- 
wares jobbers, The fellow we want may be a 
successful man accustomed to high earnings but 
unhappy in his present connection. Or he might 
be a fellow on the way up and ready to make sub- 
stantially more than he does now if he had the 
right line and a good territory. Our firm is the 
leader in its field. We offer a good midwest terri 
tory, a wide line and quality promotional material 
This opportunity is too good for a weak order 
taker. We are looking for a man who thinks he’s 
worth it because we know he’ll be able to earn 
as much as he thinks he’s worth. Age 25-39. Ad 
dress: Box B-896, care of Harnware Ace, 199 
East 42nd Street, New York 17, N. Y. 





Accounts Wanted 


ACCOUNTS WANTED: By long established 
manufacturers’ agents, ample capital, good steady 
business producers; hand tools, power tools, build 
ers’ hardware, galvanized ware, wire cloth, meta! 
lath, general builders’ supply and hardware lines 
Address: Post Office Box 3318, South Highland 
Station, Birmingham, Ala. 








MICHIGAN REPRESENTATIVE, recently 
established can handle two more lines of power or 
hand tools, electrical appliances, or hardware. Five 
years experience calling on hardware wholesalers 
and appliance distributors. Aggressive and cor 
sistent coverage or wholesalers, and retailer mis 
sionary calls. R. E. Rickman, 812 Lincoln Ave 
nue, Lansing 10, Michigan. 





ACCOUNTS WANTED—Manufacturers Sales 
Agent. Aggressive, 36 year old, desires lines t 
sell to hardware industrial and builder supp 
jobbers in Washington, Oregon, Idaho, Montana 
and British Columbia. Nationollv advertised lines 
preferred. Address: Toe K. Saad Company, 6821-96 
S_.F. Mercer Ts!and, Washington. 
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Classified Opportunities Section 





Accounts Wanted 


Accounts Wanted 


Positions Wanted 








A new kind of Mfrs. Rep. Agency 


calling on whise. hdwe., pibg., gdn. supply 
and dept. store trade in So. Calif. area, 
has been organized by top Jobber sales- 
man and 2 assoc. with 30 yrs. ntl. mer- 
chandising experience. Spend 90% time 
detailing Trade with Jobbers' salesmen, 
10% with buyers. Can handle 2 additional 
lines to nationally known line now selling. 
Guerantee 100% hard work where it 
counts. Bank & Mfrs. reference given. 


Address: 


WM. W. BRADY CO. 


5526 Vineland Ave. North Hollywood, Calif 














SMALL GADGET LINE WANTED: Either 

Hardware, Houseware, bar accessory, gift or 
toy novelty or a Staple Line with Real Growth 
Possibilities. Sales Representative offers intensive 
Coverage and Promotional Merchandising know 
how in New York, New Jersey, Philadelphia, to 
the variety, drug chains, jobbers, dept. stores, cat- 
alog houses, club plans, etc. Address: Box B-882, 
care of Harpware AGez, 100 East 42 Street, New 
York 17, N. , A 








Mfgrs. Rep. Florida & S. E. 
Well established with limited lines; will 
take an additional major line, sold to 


hardware jobbers. 


Address: Box B-887, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














LONG ESTABLISHED MANUFACTURERS 
REPRESENTATIVE WITH following in New 
England States, retail and wholesale Hardware, 
Builder’s Supplies and Plumbers. Open for good 
natinoally advertised line. Address: Box B-872, care 
# _ Aceg, 100 East 42 St., New York 17, 





MANUFACTURERS AGENT JUST GET- 
TING STARTED desires one or two volume pro- 
ducing items for the states of Colorado, Idaho, 
Montana, Utah and Wyoming, calling on the whole- 
sale hardware trade. I am 36 years of age, having 
had ten years of traveling experience with a major 
wholesale hardware distributor. I have been very 
successful in promoting and merchandising their 
goods. Can furnish the best of references. Address: 
Box B-875, care of Harpware AGz, 100 East 42 
Street, New York 17, N. Y. 





WESTERN CANADIAN MANUFAC- 
TURERS AGENT OFFERS complete coverage 
on HOUSEWARES AND HARDWARE lines to 
all or any of Canada’s four western provinces. 
Our aggressive executive representation means 
SALES. Inquiries invited. Highest trade and 
banking references provided on request. Eastern 
Canada representatives desiring western affiliate 
may contact. JOHN L. LOCK COMPANY, Box 
512, Vancouver, British Columbia, Canada. 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadeiphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa 














SINGLE LINE WANTED BY REPRESEN- 
TATIVE now selling one well established line. Can 
devote considerable time to another line. Has fol- 
lowing among jobbers, retailers and lumber dealers. 
Adjustable territory within a radius of 150 miles 
of New York City. Address: Box B-850, care of 
Tarpware AcE, 100 East 42nd Street, New York 
17, % %- 





HARDWARE AGE, JUNE 24, 1954 


NEW ENGLAND REPRESENTATIVE 
SALES, Age 29, 7 Years selling experience. 
Family background in Hardware filed, desires lines 
for coverage in New England area. Excellent con- 
tacts with distributors and jobbers. Reply P.O. 
Box 46, Newton Lower Falls, Mass. 





FLORIDA ESTABLISHED REPRESENT- 
ATIVE presently selling some of the leading job 
bers department stores and chains now handling 
only one line interested in one or two other lines 
for these outlets from well rated manufacturer, 
houseware variety and hotel supply items preferred. 
Address: Box B-845, care of Harpware AGe, 100 
ast 42nd Street, New York 17, N. Y 








NEED WESTERN SALES? 


California Sales Organization Provides 
@ Complete Market Coverage 
@ Sales Promotional Activity 
@ Trade Show Participation 
@ Display—Warehouse Facilities 
A. T. ANKENY AGENCY Ph.: Ariz. 93153 
614 Midvale Ave. Los Angeles 24, Calif. 














OHIO, WESTERN PENNSYLVANIA, IN- 
DIANA, HARDWARE and mill supply and allied 
lines wanted for the above territory, Representative 
has 8 years wholesale and retail hardware experi 
ence and large following in the industry. Write: 
Box B-874, care of Harpware AcrF, 100 East 42nd 
St., New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
calling on Wholesale Hardware Jobbers and Build- 
ing Material Jobbers in Missouri, Kansas, lowa, 
Nebraska and Oklahoma, wants additional na- 
tionally known and recognized line on commission 
basis. Well rated firms only considered. Please 
write C. H. Wakeman, 3031 Troost, Kansas City, 
Mo. 





MANUFACTURER’S AGENT DESIRES AD 
DITIONAL LINE in Builder’s Hardware. Now 
serving leading Wholesale Jobbers Chain Stores 
solely in the State of New York including the 
Metropolitan area. As I now represent only one 
Manufacturer I can devote considerable time to 
another line which will not be treated as a side 
line. Address: Box B-881, care of Harpware AGe, 
100 East 42 Street, New York 17, N. Y. 





Help Wanted 


SALESMEN—Sound opportunity with estab- 
lished manufacturers Representative who needs 
two full-time men to call on hardware, building 
material jobbers, wholesalers, selected dealers in 
Maryland, Virginia, and North and South Caro- 
lina. Hardware or building materials experience 
desired. Commission basis. Reply in confidence 
for personal interview. Address: Box B-894, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 








SALESMAN, Experienced only wanted by old 
established Jobber and Distributor of Nationally 
known hardware items to call on established retail 
trade in New Jersey and Staten Island. Send re- 
sume of experience and qualifications to Address: 
Box B-892, care of Harpware AGE, 100 East 42 
Street, New York 17, N. Y 


SALESMAN, EXPERIENCED, HARDWARE 
AND PAINT, to represent an Eastern Paint 
Brush Manufacturer in the State of Georgia. Will 
turn over 200 active accounts. Commission basis 
only. Reply: Acme Brush Corp., 707 B’way, New 
York 3, N. ¥ 








MANUFFACTURER OF FULL LINE OF 
paint products desires salesman with experience 
in hardware, paint or building supplies. Sideline 
or full time. Attractive commission. New Eng- 
land, Pennsylvania, Long Island. Information 
held in confidence. Reply giving experience. Ad- 





dress: Dutch Masters Paint & Varnish Co., Wythe 
Ave., North 14th St., Brooklyn 11, N. Y. 





SALESMAN, BUILDERS HARDWARE, 30 
years experience, will consider General Hardware, 
tools or Plumbing, also building specialties. De 
Sire territory with headquarters in St. Louis. 
Address: Box B-890, care of HarpwWarE AGE, 100 
East 42nd Street, New York 17, N 

CATALOG & PRICE BOOK MAN, IS years’ 
experience wholesale hardware & housewares—com 
piling salesmen, warehouse, dealer & consumer 
catalogs. Thorough knowledge of all duplicating & 
printing processes.—Capable to set up entire sys- 
tem, organize dept. indoctrinate your office staff. 
Obsolete books brought up to date. Fee basis, 
anywhere in the U. S. Address: Box B-888, care 
of Harpware AGe, 100 East 42 Street, New York 
a eA 





Business Opportunities 





FOR SALE: HARDWARE STORE, WELL 
ESTABLISHED in a thriving Jersey Shore 
town. Clean stock. Will sell at invoice. Will also 
sell building, if desired. Living quarters included. 
Approximately $40,000 cash needed. Must be seen 
to be appreciated. Owner desires to retire. No 
Brokers. Address Box B-278, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 


HARDWARE BUSINESS FOR SALE IN 
Central Pennsylvania. Established over 50 years, 
inventory around $38,000. Building for sale or 
rent. Address: Box B-876, care of HarRpDWaRE AGg, 
100 East 42nd Street, New York 17, N. Y. 








FOR SALE: Hardware and Plumbing supplies 
Very good location, ample parking. Established 
12 years, a very good growing business, complete 
records for inspection. Located in Detroit sub 
urban district. Stock and fixtures approximately 
$35,000, lease on building $300 per month, 6-room 
apartment over store optional at $125 per month, 
3120 sq. ft. floor space, 1920 sq. ft. basement, 765 
sq. ft. shed, 6600 sq. ft. yard space. Reason for 
selling, poor health. Address: Box B-854, care of 
HARDWARE AGe, 100 East 42nd Street, New York 
i A 


FLORIDA WEST COAST: Hardware busi 
ness for sale. Established over 20 years. Long 
lease on building which is in best business section 
is available. Webb Hopkins, care RANDOLPH, 
INC., 433 Cleveland Street, Clearwater, Florida. 








WANT TO CONTACT MANUFACTURER 
OF sheet metal products to handle invention 
“Home Garbage Unit’ not patent pending on 
royaly basis or, would sell outright. Wil: send 
drawings and specifications to party genuinely 
interested. This product would be very useful to 
every home in every city in the United States 
Address: Box B-869, care of Haxrnware AGe, 100 
East 42nd Street, New York 17, N. Y 


WANTED TO BUY—ESTABLISHED HARD 
WARE BUSINESS. State of Florida or adjacent 
territory Must stand Investigation Address: 
Box B-830, care of Harpware AGe, 100 East 42nd 
Street, New York 17, N. Y. 








$30,000 potential plus expenses first year for 
live-wire commission man with proven hardware 
chain headquarters, executive contacts in middle 
west and/or nationally. Must devote full time, 
travel widely, work out of Chicago home office No 
investment, long term repeat business on new dealer 
promotional program. An exclusive, iron clad sales 
contract to the man who qualifies. Give brief per- 
sonal and business history, qualifications. Address: 
Box B-886, care of Harpware AcE, 100 E, 42 St., 
New York 17, N. Y. 








ESTABLISHED RETAIL HARDWARE FOR SALE 


stock, fixtures and building, located in 
fast growing section of Miami, Fia., 
less than $50,000.00 will buy. 


Address: Box B-885, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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MR. DEALER: Write for 


Lenk by fines 


Your Free Booklet on the LP TORCH and 
IH IRON including complete details on Solder 
and Soldering Techniques for the “Do-It- 
Yourself” market. Make your store buying 
headquarters for Soldering Equipment with 
this free service. 


THE LENK MFG. CO., 30 CUMMINGTON ST., BOSTON 15, MASS. 








STERLING (S) QUALITY 














STERLING 
* Caulking Compounds 
* Glazing Compounds 
* Paint Removers 
* Brush Cleaners 


























For Cartridge or 
Bulk Compound 


Precision made for longer lite 
and better results. © All work- 
ing parts accurately machined. 
* Extra heavy gauge barrels. © Uses all 


Delivery 


Sold with caulking materials—handles light oils. © Posi- 
a tive ratchet drive. © Threaded nozles—no 
LIFETIME bayonet joints to come loose. © Three popular 
GUARANTEE _ sizes—6!", 10" and 15". List prices—$6.50 


$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 











146 





3718 E. 93rd St. Cleveland 5, Ohio 














CASTERS 
and GLIDES 






of July 23 issue 
HARDWARE AGE DIRECTORY 


and Order From Your Jobber Today 
FAULTLESS CASTER CORPORATION, Evansville, Ind. 





on Pages 147, 148, 149, 150 
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Majestic Co., Inc., The ........... etl Lene 118 
Mansfield Sanitary Pottery, Inc... 93| Sharon Bolt & Screw Co. ........ 117 
Marshalitown Trowel Co. ........ 143 | Sheffield Bronze Paint Corp...... 4l 
I GENES. cscnsccccercbesce 1!) Shelby Spring Hinge Co. ........ 120 
McGill Metal Prods. Co. ........ 142 | Shopmaster, Inc. .........ssse00s 141 
McNulty Design Studios, Inc...... PM TN snisecsscesecesndnse 2 
Meinor Metal Prod. Co., Inc...... nn ee ee a 47 
Miller, Inc., Robert E. ........... 148 | Sitka Store Fixtures Mfg. Co..... 141 
Miracle Adhesives Corp. ......... 39 | Slaymaker Lock Co....1, 19, 20-21, 22 | 
| Snell Div., Parker Mfg. Co........ 97 | 
Southern Screw Co. ........seee0s 18 
| Standard Horse Nail Ga. cscs 115 
N Shading Wart, TW sssiccscccness 121 
National Hdwe. Corp. .......... 101 | Starrett Co., The L. S. .......... “ 
National Hdwe. Show ........... 51 | Sterling Paint & Varnish Co...... 146 
National Housewares Mfrs. Assoc. al Stewart Iron Works Co., Inc., The 136 
Notional Lock Co. .........c.000. 54 Superior Pressed Steel Co. ....... 124 
National Mfg. Co. ............. 25 Sete BeRbar Ges, svc cscvecesscvcss 143 
National Metal Prod. Co., Kansas | Swift B CO. oo. eee eee ee eee ee een ees 103 
STINE. 2 55.icceewcnenriedincacwn 148 
National Metal Prod. Co., Pitts- 
SS NES sald i tat 27 | 
National Screw & Mfg. Co., The.. 149 | T 
MNES OIG: DO. 2200000200000, 148) Taplin Mfg. Co., The .........0. 139 
- —_— | eee 113 
| Triangle Conduit & Cable Co., 
Ek cacdsvaxenvevemanssuawente 23 
° } 
Olin Industries, Inc., Elect. Div.. .86-87 
| U 
United States Plywood Corp...... 43 
P | Utica Drop Forge & Tool Corp... 44 
I a as | 
Parkersburg Steel Co., The....... 50 | 
Phelon Co., Inc., R. E. .......... 94 | v 
lye Nipple Works, Inc..... 143 | Vichek a a re % 
Pittsburgh Plate Glass Co., 
Breet B00. veoiinenneccconeoeces, 33 | Vulcan Electric Ce. .ccccccccccess 105 
Store Front Div. ...........cc000 53 
a re 140 | 
oo A 147 | Ww 
Price & Assoc., Charles H....... 143 | 
Protectall Safa Corp. ............ 49 | OEM CR Wretate PER pmenncnces - 
“CRS aera | Warren Tool Corp. ......seeeeeee 79 
| Waterbury Lock & Specialty Co., 
“ees. eee 97 
| Western Reserve Mfg. Co. ....... 146 
| Wickwire Spencer Steel Div...... 32 
? | Wilcox, Crittenden & Co., Inc... 102 
Queen Stove Works, Inc. ........ 48 | Witt Cornice Co. .........eeeeees 7 
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Sell GREENLEE 22 Solid-Center 


Auger Bits in sets and make extra large 




















































sales. Durable green plastic rolls 


contain sets of 6, 8, 9, or 13 bits 


GREENLEE 
Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





Wouldn't you rather 
sell products with this 
kind of high quality 
Lightweight” power ? 


12% POUNDS 





be modern-go Lightweight 
POWER PRODUCTS CORPORATION 


2011 N. 12th ST., GRAFTON, WISCONSIN 





on rainy days CHICAGO rubber tire sidewalk 
skates are quiet indoors 


IRONING BOARD 
COVER FASTENER 


The best ironing board 
cover fastener you have 
Five springs and 
clips on colorful card. 
Clip points imbedded 
in heavy corrugated 
; board for safety. Retail 
79¢ (West 89¢). Check 
the Kenberry line for 
many other volume 
sellers. The ONLY 
large line of Gadgets 
from a single factory 
source. 


BROWN '#¢ 


ONE MONTGOMERY ST. 
BELLEVILLE 9,NV. 


seen. 





THE ONLY FACTORY JOHN CLARK 


SOURCE FOR A LARGE 
LINE OF GADGETS. 





enberry carcers 












147 








r 


Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and fb 
HAWKS have been engineered and designed to perfectly “fit” the | 

job. Many years of research give “‘much wanted features” that | 

make Nicholls tools sell faster. Ne 


jor yes - Stock and Display Nicholls bcaee 
A 
the NICHOLLS CARPENTER SQ” 4) Or more sales Caner sales bugger prog 


po been & leading sales pr 
NICHOLLS MANUFACTURING COMPANY 
OTTUMWA, IOWA 


16 PAGE ILLUSTRATED Just off the press! Our revised catalog is packed with 
money-makers .. . a complete line of shelf hardware items. 
And several pages in this new catalog cover special deals 

including free displays with bonus merchandise. 

Write for your free copy today! 








SHELF HARDWARE & BUILDING SPECIALTIES (our line is sold thru jobbers exclusively) 


wea) JOSEPH HALL CO 


3420 MARKET STREET PHILA. 4, PA 


"Tio fenciad 


CANT HOOKS — SKIDDING TONGS — BUSH HOOKS 
jDISTRIBUTION THROUGH JOBBERS 

















NO PARTS PROBLEM 


WHEN YOU 


HANDLE QUALITY Hurri eane 


ROTARY POWER MOWERS 





Hurricane parts 
and service are 
: . always available. Parts orders 
Now demanded by millions for houseplants, flowers, vegetables, lawns, : t shipped from factory the day 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays z . | received! You'll satisfy more 
dealer 331/47, profit. Attractively packaged for display. Does not deter- customers, make yourself more 
iorate, is clean, odorless and SAFE. Dissolves instantly in water for use ~ money when you sell Hurricane 
l-oz. makes 6 gallons liquid plant food. ¢ quality. 4 great nationally 
Retails Your Cost cat bgt snes advertised Hurricane models, 
1-02. pht. 72 to case wt. 7 Ibs...... $4.80 case x including the new self-propelled 


. can 25¢.....36 to case wt. 12 Ibs..... . $6.00 case ‘ 
"can 50c.. ... 24 to case wt. 14 Ibs... .. . $8.00 case Good —~ Hurricane Traveler. 
. can $1.00.....12 to case wt. 16 ibs $8.00 case Res aovcanste Write for full facts on the Hurricane line 


Also packed in 10-!b., 25-Ib., 50-Ib. and 100-ib. drums 
If your jobber cannot supply you, order direct. | NATIONAL METAL PRODUCTS COMPANY, INC. 


HYDROPONIC CHEMICAL cO., Inc., Copley, Ohio, U.S.A. | Dept. HE 2722 Cherry St Kansas City 8, Mo 

















NATIONALLY ADVERTISED JIQMES or SILENCE = rurniture ciives 


RUBBER CUSHIONED REGULAR PINTLE & SOCKET TYPE 
One set on a card. One set in a box. 
12 cards in a box. 12 boxes in a > For furniture 
Sizes 1%”, 1%”, carton. Sizes — ‘ ath where casters 
1-1/16", 17, 4” 1%", 1%", 7", i have been used. 
%”. %”, %”, ”", ? ; 


” 


Sizes: 
Ask your jobber, f he Is not supplied, write DS 292—1%”, DS 293—1'4” 


DOMES of SILENCE Divieloe of ROBERT E. MILLER CO., INC., 35 Pearl St., New York 4, N. Y. 
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